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man dol-we-laedalic-eiiela-melw Service 


|. takes more than one 
column to support a roof. 
Similarly, one virtue or one 
talent is not adequate to serve 


the diverse requirements of 





today’s economy. 


True service is premised on the 
same basic rules that govern 
the endurance of architecture. 
If it is to resist the action of 
storm and time it must rest 
securely on its pillars of 


character, skill and experience. 


The organizational cornerstone 


of Chubb & Son was laid 





in 1882. It has grown since... 
not as a rambling structure but, 
rather, as an example in the 
functional architecture of 


service. 


CHUBB & SON , Underwriters 


90 John Street, New York 38, New York 





Managers 


FEDERAL INSURANCE COMPANY ¢ VIGILANT INSURANCE COMPANY ¢ THE MARINE INSURANCE CO., LTD. ¢ THE SEA INSURANCE CO., LTD. 


LONDON ASSURANCE (MARINE DEPT.) * ALLIANCE ASSURANCE CO., LTD. 
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Casnally-Suvely Onthook At Mid. = 
Agent-Company Partnership Idea Growing In Favor 


Here we are almost at the midyear 
mark and it finds both company people 
and agents waiting for some real sun- 
shine to dispel the gloom which has 
existed for the past few years in the 
automobile insurance market. Everyone 
will agree that it has been “tough sled- 
ding” to keep pace with the inflationary 
impact on this end of the business. It is 
problem that challenges the best minds 
in the industry, and to their credit top 
company executives are doing something 
about it. This is especially true in the 
operating costs department. 

At the same time agency leaders, par- 
ticularly in New York State, are now 
in a mood to meet the company people 
more than half way—and on a partner- 
ship basis—so as to bring about some 
semblance of order in the automobile 
insurance market. To be true, they still 
feel the sting of the commission reduc- 
tions which individual companies, one by 
one, have made in the past several 
months. However, the growing sentiment 
among the New York producers is along 
these lines: 

Let’s be realistic about these commis- 
sion reductions. We have no quarrel 
with the companies in cutting us down 
5% on Class 2 business. But the across- 
the-board reductions that we have been 
handed on all classifications is rough. 
Isn’t now the time to sit down with our 
companies and discuss what we can do 
in reducing overhead costs? This we 
should do in a partnership spirit of co- 
operation rather than in a mood of 
resentment. 

Craig Thorn, Jr., Takes the Lead 

Craig Thorn, Jr., of Hudson, N. Y., 
immediate past president of the New 
York State Association of Insurance 
Agents, Inc., is one of the strong ad- 
vocates of this man-to-man approach to 
the current commission problem. He 
talked about it before the Southern 
Agents Conference in April and it made 
sense. One of his most significant points 
was when he said: “In my opinion there 
is nO company in New York that has 
not made special provisions for certain 
good agents. In other words, there is a 
trend to treat agents on their individual 
merits, and frankly I’m in complete 
accord with it.” 

Further along in the same speech he 
said that in order for the agent and his 
companies to solve the automobile prob- 
lem “we must cooperate to the extent 
that we have never done before. The 
agent will have to operate his office at 
top efficiency before he can assume any 
further work load. Certain cost-saving 
Steps must be taken. In turn, we will 
expect our companies to study their 
over-all operations with an eye to mak- 
ing reductions in their internal over- 
head.” 

In this connection Mr. Thorn told the 
writer the other day that he has just 
submitted a 13-point program ot over- 
head reduction to the top executive of 
one of the companies his agency repre- 
sents. This company has not made any 
Material reductions in automobile liabil- 
ity commissions. Far from being an idle 
Promise Mr, Thorn put it on the line 
that “we will take the following steps as 
our share not only to ease the automo- 
bile situation but to strengthen the entire 
relationship between your company and 
our agency: 

l. “We will stop ordering stationery, 
scratch pads and other similar supplies. 

- “We will stop all ‘collect’ telephone 
calls. 

3. “We will expect no further enter- 
ent of any kind from your field 


4. “We will expect to pay our own way 


By WAL AcE L. CLAPP 


at any company meetings. 

5. “We will do our utmost to reduce 
our number of flat cancellations. 

6. “We will train our office staffs to 
handle more and more policy writing and 
endorsements of all kinds. 

7. “We will strive to improve our 
claims handling by giving complete de- 
tails on accidents, by pointing out to 
our assureds at time of loss just what 
coverage they do and do not have, by 
adjusting claims ourselves wherever pos- 
sible, and by refraining from handouts 
on nuisance claims. 


More Cooperation on Underwriting 

8. “We will expect our bookkeeping 
staff to make a minimum of errors in 
accounting. 

9. “We will pay our company balances 
promptly. 

10. “We will cooperate on underwrit- 
ing ‘at the source,’ realizing that while 
there will always be some differences of 
opinion, at the .ame time careful under- 
writing by the agent is a most important 
part of this whole picture. 

11. “We will rely less and less on the 
assistance of your field men, as we train 
ourselves and ouy staffs more efficiently. 

12. “We will continually seek to elim- 
inate small premium policies in both the 
casualty and fire fields. 

13. “We will constantly seek other 
means of reducing production costs for 
your company in every phase of our 
agency operation. - 

“In return, and without going into 
detail, we expect that your company will 
study your over-all operation at all times 
with reduction in your internal over- 
head as the objective. We can think of 
such items as renewal! certificates, con- 
tinuous policies, standard claim forms, 
standard endorsements and __ policies, 
fewer company promotional pamphlets 
as these can be replaced by bureau or 
trade association pamphlets, and finally, 
give more attention to industry public 
relations on the handling of liability 
claims.” 

It is Mr. Thorn’s firm conviction that 
if the expense item in the premium dol- 
lar could be reduced five points through 
such agency-company cooperation as he 
has proposed, “we will eliminate much of 
the threat of the direct writer.” He went 
even further in his Southern Agents 
Conference talk at Miami in saying: “In 
my best and sincere judgment complete 
cooperation between company and agent 
on the partnership principle can result 
in a savings of ten points in the premium 
dollar with no commission cut involved. 
In other words, total company costs of 
all kinds can be reduced 10% without 
touching commissions.” 

Future Is Hard to Fathom 

What the future holds in regards to 
commission stabilization on automobile 
business is hard to fathom. On the aver- 
age it would appear that the market 
situation has reasonably stabilized itself 
in the past few months. What’s ahead 
for this market will largely depend upon 
the outcome of the New York rate case, 
now before the Appellate Division of the 
State Supreme Court, and the likelihood 
of future rate increases in this state. 

One prominent agent in viewing the 
situation said this week that it is diffi- 
cult to believe that the recent commis- 
sion reductions, especially in the five 
boroughs of New York, can have any 
bearing on the market situation “because 
the companies through the medium of a 
lower production cost filing in their 
automobile rates have made it impossible 
for any recovery of this reduction tor 
their own benefit. 

“One cannot escape the conviction,” 
he says, “that to some extent the tighten- 


ing and loosening up of the market is 
psychological rather than actual. As an 
example, it is easy to recall the action 
of one large automobile writer in notify- 
ing all its agents that it would accept 
no automobile business the day after the 
rate increase turndown subsequent to 
the New York Insurance Department’s 
public hearing. In the same manner it 
can now be expected that with the off- 
cial announcement of the 1957 experience 
figures some companies will get panic 
stricken and decide to restrict materially 
their writings until such time as some 
one realizes that they need more pre- 
mium volume in order to pay increasing 
fixed costs.” 

It remains to be seen whether this 
will happen. Certainly no one of the 
larger company groups desires to further 
restrict the market for automobile insur- 
ance if it can possibly be avoided. This 
was convincingly brought out in con- 
versations which the writer has had with 
company executives over the past few 
weeks. Of necessity companies are now 
following the most meticulous under- 
writing practices involving the selection 
of business, but they are not arbitrarily 
closing the door on desirable new busi- 
ness or breaking their connections with 
long established and loyal agencies. 

President J. Doyle DeWitt of The 
Travelers well expressed that company’s 
attitude in addressing its stockholders 
at their annual meeting in April. He 
said: “We are giving unusually careful 
attention to underwriting standards and 
the selection of individual risks. This is 
particularly important in those areas and 
for those classes of business for which 
the rates are presently inadequate.” 


Further Steps to Control Situation 


It was probably with some reluctance 
that The Travelers took additional steps 
a few weeks ago in an effort to bring 
automobile B.I. experience under control 
and to correct the loss ratio which, for 
the first quarter, showed little or no 
improvement over the same period a 
year ago. The home office advised the 
field organization that the new program 
has been developed “to minimize the 
adverse effect of first quarter automobile 
experience on the production of other 
more favorable lines as well as to im- 
prove the quality of our automobile 
business.” : 

In brief, The Travelers’ program, 
which went into effect on June 1, ¢on- 
tains the following requirements: 


1. A tightening up on binding author- 
ity under some conditions. 

A country-wide reduction to 10% 
in the commission paid on Class 2 risks 
which is now effective on new risks and 
will become effective August 1 on re- 
newal risks. 

3. Application and rating information 
form for new business which must be 
signed by both the producer and the in- 
sured. This will be required in a sup- 
stantial number of states where, the 
company feels, “we have to be particu- 
larly careful of what we write.” 

The Travelers states its case in di- 
rect, easy-to-understand language. It is 
pointed out that “if we are to continue 
to maintain a market for automobile B.I., 
we expect producers to give us an oppor- 
tunity to write other more profitable 
lines.” 

It is also made clear that the company 
is not interested in any automobile busi- 
ness that has been cancelled, declined 
or renewal refused by any other com- 
pany. 

Some Optimism Noted 
Even though the casualty chief execu- 


tives are in a scrutinizing mood as far 
as automobile B.I. business is concerned 
there is in evidence a bit of optimism 
that 1958 results in this market will be 
an improvement over the dismal 1957 ex- 
perience. No one interviewed by the 
writer expected that this improvement 
would be sufficient to produce an under- 
writing profit for the automobile lines. 
However, it is expected that the rate 
increases granted in over 40 states last 
year and which have become effective in 
developing the earned premiums for the 
first three months of 1958, will be of 
material benefit. 

Viewed from another angle, a New 
York vice president observed that if the 
widespread publicity on large claim de- 
mands and jury verdicts really catches 
the public—and definite action ensues— 
this in itself would tend to have a fav- 
orable impact. 

No Noticeable Improvement in Fre- 

quency or Severity 

It is encouraging to note that some 
companies report auto B.I. accident fre- 
quency as being “about level” or in some 
areas, slightly better than a year ago. 
A Massachusetts company president 
pointed to “a little improvement” in the 
latest quarter on business written in that 
state and a leveling off in New York. 
“However,” he says, “there is no im- 
provement in the balance of the country. 
Meanwhile, auto P.D. accident frequency, 
which improved for us in 1957, is getting 
much worse. This may have been due 
to the bad winter driving conditions in 
the northeast.” 


Operational Cost Studies 

Increased attention to expense reduc- 
tion and control is the order of the day 
in all home offices. In fact, the impres- 
sion gained by the writer is that such 
studies have been intensified this year. 
Some of the companies are putting their 
emphasis on mechanization programs. No 
step is being overlooked that will im- 
prove supervision and contro! at all 
levels. Along this line a large Chicago 
company advises that “we are attempting 
to hold the line on salaries and reduce 
the number of employes required to 
process business, with special attention 
focused on improving the caliber of em- 
ploye in all areas of the company. We 
are also realizing expense savings by 
maintaining a closer control on the print- 
ing, handling and distribution of policy 
forms and endorsements.” 

A New York company reports: “We 
are conducting what we call ‘work audits’ 
and also rely on our methods and re- 
search department in a continuing effort 
to find ways and means of operating 
more efficiently, eliminating unnecessary 
steps and records, overlapping functions, 
etc.” 

Along the same line a top executive 
in Massachusetts says: “We have re 
doubled our efforts to reduce expenses 
in all phases of our operation. The aver- 
age of people available for employment 
has improved to such an extent that the 
effectiveness of newly hired people is 
noticeably improved over a year ago. In 
some areas we have not replaced people 
who have terminated their positions with 
the company.” 

Production Is Up for First Quarter 

Let’s take a quick look now at both 
the production and claim experience of 
some of the larger companies for the 
first quarter of 1958. The general im- 
pression gained from interviews with top 
executives is that production in the 
major casualty lines is up but that loss 
experience, particularly in automobile 
B.I. and P.D., shows little improvement 
except in the case of some large mutual 


(Continued on Page 50) 
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“Thaining 


Success in insurance depends in large 
measure on knowledge of your product and 
knowledge of the techniques that 

help you sell and service that product. 


Through the modern facilities of 

their new Education Center, The Travelers offers 
its agents the finest opportunity 

to acquire this all-important knowledge. 
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In designing the three-story Center 

in Hartford, Connecticut, the Company 
benefited from more than 55 

years in the field of vocational training. For in ce ee 
1903 The Travelers established a a 
vocational training program, one of the first 
instituted by American business. 





Training includes courses in (1) Life, Accident 
and Health (2) Casualty, Fidelity, Surety, 

Fire, and Marine (3) Group. The 

programs offer not only insurance indoctrination 
for the beginner but provide expert 

counsel for the experienced agent who wants 
instruction in more advanced and 








a ; fe 
detailed forms of insurance coverage. $a 
Experienced and expert instructors use the very tdi 
latest in visual aids and sound a 
equipment for lectures and demonstrations. mi 

ou 
ne 
, . ris’ 
For information on a Travelers training program—in any line of insurance—get in touch with The h cee 
Travelers Branch Office or General Agency nearest you. Ask for the free brochure ‘Training for Success.” a 
; ( 
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A Te Whethod of Multiple > Marketing a | Financing —— 


American Family Independence And Premium 


An insurance company that expects to 
remain in business today has three basic 
responsibilities which it must fulfill. 
First, it has an obligation to its policy- 
holders, present and future, to provide 
them with sound policies, designed to 
keep pace with their changing needs, 
and to make these available at reason- 
able and adequate rates. Second, it has 
an obligation to its agents and brokers 
to provide them with highly competitive 
products, merchandising and marketing 
tools, and sales and commission struc- 
tures that will enable them to make a 
good living. Third, the company has an 
obligation to itself and its stockholders 
or policyholders, to remain financially 
strong and progressive in its sales 
policies. 

It was with full awareness of these 
three responsibilities that The Travelers 
Insurance Companies during 1957 intro- 
duced a new method of multiple line 
merchandising, marketing and financing 


which we call the American Family 
Independence and Premium Budget 
Plans. 


Before giving any details about the 
plans themselves, let me take you 
through the steps which led to their 
formulation. More than three years ago, 
committees were established within our 
companies to study fundamental aspects 
of marketing and merchandising policy. 
We recognized that, especially in the 
liability and property fields, dramatic 
changes were taking place. We were 
determined to resist any attempts to 
alter our firm commitment to the Ameri- 
can Agency system, and our purpose 
was to strengthen our competitive posi- 
tion within the framework of this system. 


Basic Marketing Research Conducted 


As a multiple line organization we 
felt we were not exploiting properly the 
sales advantages of our breadth and 
diversity of coverage. In our opinion, 
we were not expanding our agency forces 
to keep pace with the rapidly expanding 
market. Above all, we were not gearing 
ourselves rapidly enough to meet the 
needs of this new market. After estab- 
lishing these initial premises, we pro- 
ceeded to conduct some basic research 
in the almost unexplored field of insur- 
ance’ marketing and merchandising. 
Through our advertising agency, a unique 
survey was prepared and conducted on 
a nationwide basis. Here are just a 
few of the 45 questions which were given 
to a carefully selected sampling of over 
WH men. 

Have you ever heard of an insurance 
package?” “Would you like to pay for 
surance in small, regular payments at 
a slight additional cost?” “Would you 
Prefer to purchase all of your insurance 
through one agent ?” 

When the returns were counted, we 
had some definite conclusions as to what 
the public did and did not want or need 
When it came to insurance. We found 
4 tremendous interest in “packaging” of 
Policies, when it was pointed out by 
the interviewer what a package was. We 
found that the public was confused by 
€ abundance of companies and agents 


By Virait V. Rosy 


Vice President, Travelers Indemnity Co., 
Hartford, Conn. 


and preferred to do business with a 
single insurance man or woman. We 
found that the burden of large, irregular 
premiums weighed heavily upon the 
majority, and that they would prefer 
to finance their premiums in even 
monthly installments just as they did 
most of the goods and services they 
purchased. 

With these conclusions from the survey 
in mind, we conducted some thorough 
investigations of the general economy, 
of our own agency structure and of 
the potential market for insurance. Our 
findings supported our expectations. Our 
analysis of the--American social and 
economic scene seemed to indicate which 
Way we, as a company, should begin to 
move. Perhaps the three most important 
statistics uncovered were (1) the tre- 
mendous growth of the economic middle 
income group; (2) the placement of 
this group, increasingly, in the rapidly 
growing suburban areas; and (3) the 
dramatic increase in credit buying over 
the past decade. Coupled with these 
facts was the changing pattern of 
American life with its emphasis on 
leisure, family solidarity and _ private 
home occupancy. 


Began to Build Family Independence 
Concept 

So we began to build this new concept 

of insurance protection—American Fam- 











worry-free. We stressed in every ad the 
ability of a Travelers agent to become 
a true American Family Independence 
counselor. For two years, our advertis- 
ing and merchandising was geared to 
this theme. And our agents found it a 
profitable one for them. Many of those 
who had not previously done so, began 
to think increasingly in terms of multiple 
line account selling. We were able to 
open new franchises based on the attrac- 
tion of multiple line representation. 
During this period we were studying 
ways to increase the ability of the aver- 
age American family to afford broad 
all-line coverage through a monthly 
financing arrangement. Above all, w> 
were looking for a method which would 
take a great deal of the burden from 
the shoulders of our representatives, 
making them true insurance agents, 
rather than collection agents. In July, 
1957, we were ready, and released the 
information to our agents and to the 
public. Summing up the details of this 
premium budget plan, was the headline 
in our double page advertisement in 
leading national magazines and news- 
papers, “Now, all your insurance in one 
pay-by-the-month plan.” 


Electrifying Results 


The results of this announcement were 
electrifying. Newspaper editorials, com- 
ment in insurance trade journals, letters 








Highspots of V. V. Roby’s Travelers Career 


Virgil V. Roby, vice president of Travelers Indemnity, is now on a special assign- 
ment to promote The Travelers Premium Budget Plan. He has literally grown up 
with the fire insurance business in The Travelers, joining the organization in 1926 
shortly after the company entered that field. His first assignment was as special 
agent at Indianapolis and he was promoted assistant manager there in June, 1928. 
The following January, he received another promotion to be manager of fire and 
marine lines at Denver. He served there until 1931 when he moved to Minneapolis 


as manager. 


Mr. Roby joined the home office staff in September, 1946, as an assistant super- 
intendent of agencies and became superintendent of agencies in September, 1949. 
He was elected vice president in January, 1951. 

A native of Wabash, Ind., he attended Marion Military Institute at Marion, Ala., 
the United States Military Academy at West Point, Ohio State University, and 


was graduated from Butler University. 


One of the top golfers in insurance circles, Mr. Roby has won local tournaments 
throughout Minnesota, was a finalist in the State Amateur competition and captured 
many championships throughout the state while stationed at Minneapolis. 

His clubs are the Hartford Club, Hartford Golf Club and Hartford Gun Club. 


He is a member of Phi Delta Theta and the Scottish Rite and Shrine. 


He is a 


former president of the Minnesota Fire Prevention Association. 
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ily Independence—because that term 
seemed to describe most adequately the 
ideal financial and emotional status the 
average American was seeking. In terms 
of insurance merchandising, we related 
this concept to the protection of the 
values of family living . the home, 
the car, the children’s education, the 
wage earner’s income. This, we began 
to say in our advertising, is what a 
balanced program of insurance through 
The Travelers can achieve: A more 
enjoyable today, because tomorrow is 


and telegrams from our agents them- 
selves testified to the favorable response 
of the public and the industry. As one 
newspaper editorialized: “There is no 
doubt that the logic and reasonableness 
of this premium budget plan will appeal 
to most persons. It is a genuine step 
forward in creating for the purchaser 
of insurance an orderliness and complete- 
ness that do not always exist now.” 
This, of course, satisfied one of the 
basic responsibilities of an insurance 
company the one it owes to the 


Budgeting 





VIRGIL V. ROBY 


public. And since announcement of the 
program, we have recorded a steady in- 
crease in sales under the premium bud- 
get plan. 

3ut what about our responsibility to 
our agents? How did this program 
fulfill and satisfy that? As I said before, 
we are determined that our highest com- 
pany policy will coincide with that of 
the American Agency System. All our 
research was geared to the fundamental 
problem of strengthening and expanding 
our agency organization and developing 
their share of the insurance market. We 
firmly believe, and results seem to indi- 
cate, that the premium budget plan, 
coupled with a more intensive approach 
to multiple line or account selling, pro- 
vides just the kind of support the local 
insurance agent needs. Here are some 
of the advantages we believe accrue to 
the agent from this program of mer- 
chandising and financing. 

1. In the fierce competition for the 
family purchasing dollar, the financing 
of insurance must be made as attractive 
as the financing of all other goods and 
services. This is accomplished by the 
premium budget plan’s feature of low, 
level, monthly payments over a three 
year period. 

2. The multiple line possibilities offered 
by the plan coincide with the expressed: 
desire of the American public for this* 
kind of insurance representation. This, 
in turn, provides an answer to competi- 
tive methods of selling as well as the 
competition of other brands of insurance 
based solely on price. 

3. The program assists measurably in 
the building of commissions as well as 
the development of new business. The 
grouping of family coverage results in 
sizeable aggregate premiums. The 
monthly payment feature enables the 
policyholder to purchase additional pro- 
tection he previously felt he could not 
afford. 


Opens Door to Suburban Markct 


4. The program opens the door to the 
great suburban, middle income market 


(Continued on Page 45) 
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Country-wide Underwriting Results 
In 1957 of Companies Licensed 


In New York State 








STOCK COMPANIES 








The staggering automobile insurance earned premium volume of $1, 146,410,437 


losses suffered by the stock casualty 
companies last year exerted a profound 
effect on their country-wide experience 
picture. As a result an over-all under- 
writing loss of 4.9% or $186,292,021 was 
sustained by the more than 200 ‘multiple 
line carriers reporting their experience 
to the New York Insurance Department, 
and it was the heaviest loss for the 
stock carriers in over a decade. 

Total earned premiums for the year 
stood at $3,785,933,237 compared with 
$3,394,823,961 in 1956 on which the net 
underwriting loss was .9%. Over-all loss 
ratios for the two years were respec- 
tively 61.2% and 57.2%. Over-all expense 
ratio for 1957 was 43.7% which compared 
favorably with the 1956 result. 

Actually the 1957 picture was not quite 
as dismal as the loss figures would indi- 
cate. Witness that an underwriting profit 
was made by the stock companies in all 
but four major casualty lines—automo- 
bile liability, automobile P.D., liability 
other than auto and glass. In addition, 
expenses were kept under control. 


Auto Rate Inadequacy Major Problem 


The inadequacy of automobile rates 
continued to be one of the major prob- 
lems last year along with inflation and 
mounting traffic accidents. While the 
rate increases approved by over 40 states 
in 1957 helped the situation the full effect 
of these increases (and those granted in 
over 20 states so far this year) will not 
be fully realized until 1959. 

The severe loss sustained in the auto- 
mobile liability line is reflected in the 
following countrywide figures: On an 


the loss ratio was 70.7% with total in- 
curred losses topping $810,000,000. Under- 
writing loss was 16.2% compared with 
10.2% in 1956 on $1,019,196,240 E.P. Ex- 
pense ratio of 45.5% was less than 1% 
higher than the year previous. 

A substantial loss was also suffered in 
automobile P.D. On earned premiums of 
$509,400,825 the loss ratio was 59.4%, and 
underwriting loss 6.0% or $185,718,491. 
This compares with 1.1% loss on 1956 
earned premiums of $486,817,495 and loss 
ratio of 55.2%. The 1957 expense ratio of 
46.6% was only slightly higher than that 
of 1956. 


Workmen’s Comp. Made 2.8% Profit 


The diminishing profit in the work- 
men’s compensation line is reflected in 
the fact that on $614,827,228 E.P. the net 
gain was 2.8% compared with the 1956 
result of 5.5% on $561,949,306 E.P. Com- 
parative loss ratios were 62.1% and 
59.6%. Expense ratio of 35.1% was frac- 
tionally higher than in 1956. 

Liability other than auto experience 
went sour last year with the result that 
7% underwriting loss was suffered on 
$386,374,069 E.P. This compares. with 
4.7% net gain on 1956 E.P. of $359,951,- 


425. Loss ratio jumped four points to 
45.7% but expense ratio at 55.0% was 
only 1% higher. 


Property damage except auto is still 
“in the black” but 1957 net gain was 
only 4% on earned premiums of $92,- 
182,103. In 1956 the net gain was 2.7% 
on $83,541,657 E.P. Comparative loss 
ratios were 44.6% and 43.2%. Expense 
ratio went up less than 1% to 55.0%. 


Surety Line Better; Fidelity Worse 


A net underwriting gain of 9.0% was 
made on surety earned premiums of 
$125,416,697, a welcome improvement over 
the 1956 gain of 5.8% on $120,262,771 
E.P. Loss ratio dropped three points to 
29.4% and expense ratio at 61.6% was 
fractionally lower than in 1956. 

Fidelity experience, on the other hand, 
deteriorated. On earned premiums of 
$66,673,888 the net gain was 1.3% com- 
pared with 7.9% net gain on 1956 earned 
premiums of $63,793,275. Loss ratio of 
41.7% was six points higher than in 1956 
but expense ratio at 57.0% was only 
slightly up. 

Glass insurance was again “in the red,” 
but results were slightly better than in 
1956. On $29,612,310 E.P. the underwrit- 


ing loss was 3.1% compared with 3.4% 
loss on $28,710,616 E.P. in 1956. Loss 


ratios were respectively 46.7% and 47.3% 
Expense ratios were almost the same— 
56.4% in 1957 against 56.1% in 1956. 

While burglary and theft is still profit- 
able this line barely made money. On 
$84,513,994 E.P. the net gain was .5% in 
contrast to 4.9% net gain for 1956 on 
$82,212,329 E.P. Respective loss ratios 
were 43.4% and 40.0%. Expense ratio 
went up one point to 56.1%. 

Boiler and machinery was not quite as 
profitable as in 1956. The record shows 
7.2% net gain on earned premiums of 
$47,092,981 compared with 9.6% net gain 
on $45,686,682 E.P. in 1956. Loss ratio 
went up almost two points to 29.4% while 
expense ratio at 634% was _ slightly 
higher. 

A. & H. Lines Were Money-Makers 

All A. & H. lines made money for 


the stock casualty companies last year, 
the best showing being in hospital-medi- 
cal. On $40,690,325 E.P. the net under- 
writing gain was 8.6%, exactly the same 
profit as in 1956 on $39,498,021 E.P. Loss 
ratio in this line dropped to 43.8% from 
44.7%. Expense ratios were respectively 
47.6% and 46.7% 

Second best showing was made in in- 
dividual A. & H. where 7.1% net gain 
was made on $41,259,386 E.P. This com- 
pares with 96% net gain in 1956 on 
$38,754,560 E.P. Comparative loss ratios 
were 45.6% and 42.8% and expense ratios 
of 47.3% and 48.4%. 

For accident only 1957 earned pre- 
miums stood at $55,737,205 for net gain 
of 6.9% compared to 7.9% net gain in 
1956 on $53,300,000 E.P. Loss and ex- 
pense ratios at 38.0% and 55.1% were 
only slightly higher than in 1956. 

Group A. & H. production at $407,434- 
467 E.P. was substantially higher than 
that of 1956 but the net underwriting 
gain dropped to .6% compared to 2.2% 
net gain on $337,400,641 E.P. in 1956. 
The 1957 loss ratio was 83.9% compared 
with 81.0%. Expense ratio at 15.5% 
compared with 16.8% in 1956. 

The 1957 results in the package policy 
lines show that homeowners multiple 
peril suffered an underwriting loss for 
the stock fire-casualty companies of 6.3% 
on $121,158,639 E.P. This compares with 
1956 E.P. of $63,166,651 and 14.5% under- 
writing loss. The 1957 loss and expense 
ratios were respectively 52.2% and 54.1%. 
In contrast to this improvement commer- 
cial multiple peril business produced a 
1957 underwriting loss of 29.3% on $17,- 
148,683 E.P. with loss and expense ratios 
respectively of 78.9% and 50.4%. 





Company 


eee |. Ee eee 
Aetna Casualty & Surety................ 
Aetna Insurance Group.................. 
Agricultural Insurance Group............ 


Albany 
Alliance Assurance 
Allstate 


American Casualty Group.............-.. 
American Credit Indemnity.............. 


American Employers’ 


American Fidelity & Casualty............ 
American Fidelity Fire................... 
America Fore Insurance Group.......... 


(Embraces All Lines Written) 
American Home 


(Embraces All Lines Written) 


American Insurance Group............... 


(Embraces All Lines Written) 
American Liberty 
American Motorists 
American Policyholders 


American Surety Group.................. 
Assurance Co. of America................ 


Autoplan 
Galoise Marine 
Boston Insurance Group 

(Embraces All Lines Written ) 


(Continued on Page 7) 


ee ee 


Earned Losses Loss 
Premiums Incurred Ratio 
ane 16,874,024 9,653,707 57.2 
.... 255,300,702 143,063,536 56.0 
.... 148,744,514 84,298,292 56.7 
ae 22,274,552 13,189,029 59.2 
Sees 1,769,382 1,085,160 61.3 
pat: 4,768,667 2,738,213 57.4 
.... 298,550,576 168,732,204 56.5 
she 46,427,474 26,641,712 57.4 
rom 5,005,046 906,181 18.1 
bet 35,746,902 19,139,475 53.5 
ok 29,948,409 20,184,520 67.4 
a 6,277,852 3,508,085 55.9 
.... 276,831,872 163,229,903 59.0 
ce 15,173,788 9,061,175 59.7 
.... 175,485,790 108,474,392 61.8 
err 788,310 410,143 52.0 
es. 40,733,973 21,576,418 53.0 
coe 3,195,148 1,700,587 53.2 
wohl 42,558,788 22,995,521 54.0 
Seite 5,050,293 2,468,030 48.8 
roa 963,947 626,098 64.9 
eae 931,465 534,712 57.4 
ee 52,808,211 31,023,547 58.7 


Fifteen Leading Stock Companies 
In 1957 Country-wide Experience’ 


Company 


Travelers Companies 


Hartford Fire Group..................... 


Allstate Insurance 


North American Group................... 
America Fore Group....................: 


Aetna Affiliated Cos. 
Continental Casualty 


U. S. Fidelity & Guaranty................ 
Home of New York Group............... 
Royal-Globe Insurance Group............. 
Fireman’s Fund Insurance Group......... 
American Insurance Group............... 
Loyalty Group of Newark................ 
Aetna Insurance Group................... 
Great American Group................0+6- 


* Embraces All Lines Written 


Ce 


Earned Losses Loss 

Premiums Incurred Ratio 

... $690,045,791 $489,342,400 70.9% 
... 375,577,653 209,258,011 55.7 
... 298,550,576 168,732,204 56.5 
... 294,656,241 164,180,299 55.7 
... 276,831,872 163,229,903 59.0 
... 266,633,245 148,408,987 55.7 
... 232,676,707 149,249,798 64.1 
... 231,312,882 135,447,913 58.6 
... 229,201,300 130,269,410 56.8 
... 222,224,385 128,183,137 57.7 
... 210,180,578 118,844,562 56.5 
... 175,485,790 108,474,392 618 
... 162,050,249 104,422,489 64.4 
..+ 148,744,514 —_ 84,298,292 56.7 
... 143,361,825 85,866,139 59.9 
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° ° Earned * Losses Loss 
Country-wide Experience—Stock Cos. Company Premiums Incurred Ratio 
(Continued from Page 6) —— — raat eee antded werk wa 160,362,828 90,089,911 56.2 
s ines en 
[uiteeniptionall Fidelity i... « «<< <ciosocccccies cones 152,957 8,205 5.4 
Earned Losses Loss s “wees om 
. ; London Assurance Group .................-. 15,927,636 9,776,577 61.4 
wages! — me — (Embraces All Lines Written) 
British American Assurance SO eee 2,556,069 1,464,749 57.3 London & Lancashire Indemnity Group...... 24,886,737 13,768,274 55.3 
(Embraces All Lines Written) Kansas City Fire & Marine .................. 5,733,058 3,462,587 60.4 
BUAlG: <.03 sess theta et te een ee eeeeeeeeeeees 6,715,358 4,173,161 62.1 (Embraces All Lines Written) 
ary = All Lines Written) Manhattan Casualty .............0.020-.0--. 3,286,201 ‘1,738,274 52.9 
wa ok A All Geis Orlin) hae ane 2 18,089,830 9,939,576 54.9 Manufacturers Casualty .................-0:. 15,221,553 9,371,553 61.6 
Crater Deeniinee HNN... oiccscs......-. 6,362,408 3.989.791 627 Jo eS | | ae 114,777,870 67,968,203 59.2 
(Embraces All Lines Written) ir Massachusetts Bonding ...................-- 38,016,446 19,091,641. 50.2 
Citizens Casualty of New York............... 3,415,593 2,246,056 65.8 Massachusetts Plate Glass .................. 688,169 353,299 Sis 
Continental Casualty ................0.0..064 232,676,707 149,249,798 CRE Se oo oe ae sey ea 25,040,521 13,971,815 55.8 
Dubuque Fire & Marine..................... 3,210,456 1,638,068 51.0 eas ie Renee ae) a 
(Embraces All Lines Written) National Casualty ETT eR eT 24,313,875 15,744,249 64.7 
ee I eee 17,011,736 8,858,611 520 National of Hartford Group ................ 69,884,379 40,879,923 58.5 
(Embraces All Lines Written) a (Embraces All Lines Written) 
Employers’ Liability ......................-. 69,761,883 40,016,594 57.4 National Union Group ...........sseeeeeeeee 43,378,504 25,171,397 58.0 
(Embraces All Lines Written) (Embraces All Lines Written) 
Equity General re Ser eee. Yer 1,239,574 729,779 58.9 Netherlands Insurance Ce ccccs se decccccccocecs 2,006,456 1,069,077 53.3 
Pateeed OF OD GA. 6 oe so occiiecccs...... 54,908,577 28,468,076 518 New Amsterdam Casualty ...............--. 62,201,092 36,406,708 58.5 
(Embraces All Lines Written) 3 es ne ae ae pom —— ee te eee 7 35,578,846 18,564,053 52.2 
ee 2 u mbraces ines Written) 
etl ag se. © Resets ne raaamaaaa 18,524,865 4,386,247 39 iw: Dereey Mamaliateree Cosudlty-........ 20,398,166 12,319,002 14 
Fireman’s Fund Insurance Group............ 210,180,578 118,844,562 56.5 N 5” "241 ae 
(Emb All Li Wri aii Ra VO AMINES 58s = old cote ti olels the oe visors Mais 5,020,281 2,841,888 56.6 
; m Cages ines Written) (Embraces All Lines Written) 
Firemen’s of Newark..... atte eeeseseneeceees 162,050,249 104,422,489 64.4 North British & Mercantile Group.......... 51,408,928 28,359,946 55.2 
(Embraces All Lines Written) (Embraces All Lines Written) 
RUPERT ee ns: Fe 9,573,701 6,454,919 67.4 — of New York..................00.. 30,113,567 14,823,150 49.2 
EE Rn ie 90,409,249 43,101,624 Embraces All Lines Written) 
‘halemsio 26 thaw Witiines 7 North River ooo. eens 24,374,701 13,772,925 56.5 
° = mobraces ines ritten 
General Accident Group..................... 91,665,115 49,261,379 538 Northwestern National ...................+ 1,602,551 7,475,759 46.6 
General Insurance WE ENON ose oS gates oe sxe 90,409,249 43,101,624 47.7 (Embraces All Lines Written) 
General Fire & Casualty. bene eeeeeeeeeeeeeces 11,864,510 8,476,564 71.4 INawewreh Unions Grau... oc. ce ches aee tee 8,777,645 5,255,055 59.9 
(Embraces All Lines Written) rt (Embraces All Lines Written) 
General Insurance Co. of Trieste & Venice... 3,012,997 1,688,356 56.0 Ocean Accident Group..................5055 29,406,817 16,648.839 56.6 
(Embraces All Lines Written) GIT 3s. ta kc ncc es vee ere chew ece 30,438,378 18,185,716 59.7 
Glens Falls Group ERI eee er 78 834,943 42 512 789 53.9 Old Republic OEE RS eee eee Ce ee 5,486,429 3,271.699 59.6 
peas pores, ee Ope e IRUN OM oie ow oper oid cnc «,ajor nie e'eieis'e o:9:0\e 31,697,221 19,044,223 60.1 
sete Rage Rag a 31,799,631 20,143,675 OS ‘SaaS Wie... ..........0-...c. 15,586,048 8,380,494 53.8 
Grange League Federation................... 509,704 56,144 11.0 (Embraces All Lines Written) 
Great American Group...................... 99,140,994 57,380,683 57.9 Preari=Wectiarels, Grong ooo oso 5 o.oo s0 inwe'e 22,630,476 13,382,569 59.1 
(Embraces All Lines Written) (Embraces All Lines Written) 
Great American Indemnity ................. 44,220,831 28,505,456 644% Peerless Casualty .................-.:eseeeee 14,823,002 6,937,933 46.8 
Guarantee Co. of North America............ cis . c RL ONUNGIOTEORIINE aco. cide seins cna ncngableeresee -— — — 
Halifax lanes iN ee Pein —— — Penn Manufacturers Assn. Casualty........ 20,383,432 10,841,639 93.2 
“soe aida alata a 014, 919,717 57.0 Philadelphia Fire & Marinz................. 15,947,504 8,772,244 55.0 
Hanover Fire Group...................s6000. 33,001,909 19,378,692 58.7 Phoenix of Hartford Group.................. 86,612,626 51,477,333 59.4 
(Embraces All Lines Written) (Embraces All Lines Written) 
Hartford Accident & Indemnity ............ 207,000,806 119,401,385 57.7 Phoenix of London Croun................... 51,617,906 28,954,143 56.1 
I ag rae UM Ss cals 167,474,391 89,335,653 53.3 (Embraces All Lines Written) 
(Embraces All Lines Written) mie ; Providence Washington Insuranc?2........... 25,994,173 14.431.539 55.5% 
Hartford Live Stock 1.102.456 520.973 473 — —— mens S68 aatulditee sss na bya eer py 
ao ee erie Pass 2 gins . Republi aie tkiddeedcncuvicanss ,746,2 5,252,02 2 
Hartford Steam Boiler .......-.....000s000e. 20,112,077 5,302,325 26.4 "7 ealinietae lt i tae ola iain 
Hawkeye-Security ..............0seeeeeseuees = a — CU errr 13,755,495 7,766,318 56.5 
vel ag boo or a oe es 40,321,437 26,300,647 65.2 Royal-Globe Insurance Group............... 222,224,385 128,183,137 57.2 
is Wee MA... vesseeesccces <s (Embraces All Lines Written) : 
Tees ae bani Wiis 188,579,863 105,968,763 Oia al NN itiiicdas's fads cierisnnds anne 121,379,662 12,464,280 583 
Indemnity Insurance Co. of North America.... 118,345,909 65.318 144 5c 5 St. Paul Group.. cette eae ee tenet eee ee eeens ,840, 963, 56. 
ai ia (Embraces All Lines Written) . 
ee UOT oo fe gcd o.a'e sis aiciew eo oii 7,349,039 1,969,882 26.8 
Security of New Haven Group.............. 25,392,573 15,413,016 60.7 
(Embraces All Lines Written) Ps. ‘ 
a Risk oe ol Got Tear emer regen a re: 
PREC CMMI ee oo 5 orca eo ole lesoealts 219,35 08.592 74.5 
Springfield Fire & Marine Group............ 57,405,254 33,259,564 57.9 
(Embraces All Lines Written) 
ZEY INC Mahens Aasideen Gotup.........----+++0«+3 67035132 37978800567 
° SoU EG ClO os esic cts Giclee oe eas 206 7B, 5,315; 2 
Y ELLISON, FROST, ME (Embraces All Lines Written) n 
HOE ’ URGE NWIREIPAINE oasis ois wie ieee insets 404.343 173,403 429 
Sun Insurance Offices, Ltd..................- 18,295,854 10,287,787 56.2 
P (Embraces All Lines Written) & 
0) 9 Irderurriters Sertraline General oc... ice eins oes ciate peg bye “r 
nswvrance NEIMAN 5 50155 ox 5 or, op Ae oes cisials ,804,5. 576.2 3 
Travelers Indemnity Company............--- 217,675,254 114,208,871 52.4 
TE PUONESS LBAUEENEE 65 oo 5 os 5 co bo eine Sslorewiatalers 472,370,537. = 375,133,529 79.4 
Truck Insurance Exchange...............+-- 30,632,122 20,087,763 65.6 
US A 2S ERR ben ri eek beg Qatar war Eaearer a 19,859,501 serene ry 
United States Casualty..............--..006- 26,683,628 6, 5,143 61.4 
United States Fidelity & Guaranty.......... ae aee ae ee man 
BE) ee OA eer 51,055, 28,510,295 55. 
111 J OH N S TREET (Embraces All Lines Written) oe 
Uiienemal, Suseranees 2.6... olesissobul eee et eos 3,461,320 2,156,920 62.3 
(Embraces All Lines Written) i ; 
New York 38. N. Y. Vanguard Insurance Co..........-++++++++e+ 2,210,320 1,118,295 50.3 
: (Embraces All Lines Written) > ; 
Vigilant of New York..............+eeeeeee: 3,870,242 2,085,892 53.9 
Telephone: Digby 9-1800 Wabash Fire & Casualty............-++++0+: 2,048,133 1,044,038 51.0 
(Embraces All Lines Written) aie saaeeaee <a 
Westchester Fire ....... Wide be dacierenutates 298, 5,499, 56. 
FIRE © MARINE @ CASUALTY ¢ AUTOMOBILE sstchester Fire oo " ° 
Whkehden: PiGOUree 6b oio ik ici tc tce ces tccccee 4,796,577 2,770,712 57.8 
Member of the New York City Insurance Agents Assn., Inc. (Embraces All Lines Written) ms R 
Yorkshire Group .............cc cece eeseeeees 9,799,114 231524.863 56.3 
Zurich-American Group.............000:++ee5 78,498,889 51,233,271 65.3 
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Get Busy With Strong P. R. Program To Change 


Publiec’s Attitude: “What Do I Care? ’'m Insured!” 


As we are all too well aware, the 
phrase “What do I care, I’m insured” 
has become part of today’s social think- 
It is a main contributing cause of 


ing. 
the disastrous underwriting results of 
the last two years. And in my humble 


opinion it behooves the insurance in- 
dustry to get busy at once and try to 
change it. Otherwise the present under- 
writing crisis may become more or less 
chronic throughout our lifetime. 

It doesn’t take much effort on our part 
in observing the general public to note 
the wide difference between the way the 
public thinks the insurance business 
operates, and the actual facts of life. To 
a great extent this is due to public re- 
lations—or rather, the lack of them— 
in our industry. 

Insurance companies have done a fine 
job in establishing the need for insur- 
ance, but in doing so I think they have 
created the image of a friendly billion- 
aire uncle who is eager to solve all 
troubles with money. One of our better- 
known mutual companies with its char- 
acterization of “Mr. Friendly” has given 
us a wonderful example of what I have 
in mind. 

It would be unnecessary for me to de- 
scribe all the details of the moral climate 
(immoral or amoral would really be 
better) that operates to the detriment of 


the industry. And, of course, that is 
also to the detriment of the public, be- 
cause the public pays the necessary 


premiums to support this system. 
Excessive Jury Verdicts Are Targets 


The matter of outrageously high jury 
verdicts in some cases is merely a 
dramatization of what happens in a rela- 
tively small number of instances. But 
these excessive verdicts serve as targets 
for plaintiffs’ attorneys to shoot at in 
thousands of less important cases of 
little or no merit. 

Even more insidious, are the count- 
less thousands of petty cases of some 
slight merit or none at all, that the com- 
panies feel obliged to settle because they 
know they’re licked if they go to trial. 

The principle of negligence asa basis 
for action has truly given way to “the 
other fellow’s insured, so why not give 
him a break”? 

Haven’t we all run into garage men, 
roofers, TV antenna repairmen, general 
contractors and numerous others who 
make a practice of cheating insurance 
companies—and hence the public—with 
padded and phony bills? Have we ever 
stopped to think that these vultures 
simply could not exist unless sufficient 
numbers of the insuring public were 
ready, willing and able to play their 
game and be their partners in crime? 
And crime it really is! 


They’re Playing With Their Own Money 


Take such apparently large numbers 
of the public who may be reasonably 
honest in their private dealings but con- 
sider it “smart” to take an insurance 


(Based on talk given before the Insur- 
ance Section of the Young Men’s Board 
of Trade, New York.) 


By A.rrep I. JAFFE 


Vice President, Jaffe Agency, Inc., New York City 


company for a ride. Would they operate 
this way if the industry had done a 
masterful public relations job over the 
years in educating them to the fact they 
are playing with their own money—not 
the funds of a large, impersonal, bene- 
ficent insurance company? Again the 
picture of the friendly billionaire is left 
to do its damage in the minds of mil- 
lions. 

Of course, public relations begin at 
home. Many of us are familiar with that 
vicious racket—and I can think of no 
better word to describe it—existing in 
some of our large population centers, 
in the matter of disposing of third party 
claims. It couldn’t flourish as it ap- 
parently does, if all insurance company 
representatives were above reproach— 
and salaries have a great deal to do with 
it. Some day, all companies will do what 
a handful are doing now, 1.e., pay sub- 
stantial salaries to ‘high calibre claims 
personnel. In my opinion, it is no acci- 
dent that these few companies show a 
consistently lower loss ratio on liability 
business. 

There has beer altogether too much 
putting our heads in the sand and pre- 
tending there is no such thing as dis- 
honest claim-handling by any insurance 


personnel, 
In this area it generally takes four 
and not two, to make a bargain. In 


addition to the all-too-typical claimant 
out to make fair game of an insurance 


scruples to make a fast buck. There 
are some negligence lawyers who base 
their success on their ability to “reach” 
certain insurance company personnel. To 
support their cases going to trial some 
of these lawyers find doctors who are 
not above signing their names to state- 
ments alleging injuries they know are 
fictitious. 

All this is anything but a pretty pic- 
ture and yet it does go on without for- 
mal recognition. 

Getting back to our own backyard, 
don’t think for a moment. that I pick on 
the claims end of the business as the 
chief culprit in poor public relations. 
Not at all. Production and underwriting 
men are not immune. 


Bill Rodda’s Timely Talk 


A few months ago one of the brightest 
minds in our business (Bill Rodda, sec- 
retary of the Transportation Insurance 
Rating Bureau) gave a wonderful talk 
about the need for more better-educated, 
better-trained and better-paid people in 
this business — particularly in under- 
writing, engineering, loss-prevention and 
loss adjusting. His speech was widely 
published but I’m going to quote from it 
because it is so pertinent: 

“Let us take a look at the effects of the cheap 
policy as it underwriting and 
company. In the first place, 
principal training is in 
risk complies with the 


budget affects 
Icsses within the 
the underwriter 
determining whether a 
rule book is not in a position to determine de- 


whose 


company and an occasional claims ad- 

juster hinting that “the white collar sirability. Many underwriters have never ac- 

worker can’t make ends meet today,” tually been out of the office to see what a risk 

you will sometimes find men in the looks like. They are not in a position to judge 

noblest professions who cast aside all whether the loss potential is high, even when 
ed Saeiele litiae 








Alfred I. Jaffe’s Busy Career 


Alfred I. Jaffe, whose timely public relations article offers much food 
for thought, is approaching his 20th year in the agency business and has spent 
his entire career to date with the Jaffe Agency organization of which his 


father, Bernard, is president. 


The elder Jaffe is 45 years in the business, 


and the agency will observe its 50th anniversary in 1959. 
Alfred Jaffe obtained his B.A. degree at New York University after 


attending University of Chicago for three years. 
His major interests in the agency operation are education of brokers, 
sales promotion, public relations and advertising, in all of which 
He has been one of the champions of the insurance brokerage 


major. 
production, 
he excels. 

profession throughout his career. 


He was an economics 


To make the Jaffe Agency favorably known to brokers and to increase 


their knowledge of the business, 


he inaugurated a monthly news letter, 


“Points and Viewpoints,” in 1953 which is read today by 2,500 producers 
and company people. Mr. Jaffe also launched a program of educational forum 
meetings for brokers-in 1946 and has been the perpetual moderator at these 


gatherings. 


trends in the business, such as the homeowners policy. 


Well attended, they have served as a sounding board on new 


The forum in the 


spring of 1953 devoted to that policy attracted a SRO attendance of 550. 
The Jaffe Agency under his direction has advertised regularly in the 
insurance trade journals and recently completed a series of prestige- -building 
ads in the New York Times, purpose of which was to boost the broker in 
the eyes of the public as a professional insurance adviser. 
Alfred Jaffe has been vice president of the agency for 11 years. A 
multiple line organization, it is staffed by over 40 people and ranks as one 


of the leading agencies in Greater New York. 











ALFRED I. 


JAFFE 


have an report before them. 


undesirability is be: 


they engineer’s 
The rejection of risks for 


coming almost a lost art.” 


* * e 
“Should an underwriter have the temerity to 
reject a risk, the local agent, special agent and 


production manager of the company are all 
likely to descend upon him to demand why such 
volume of premium is_ being 
thrown out of the In many cases the 
underwriter lacks sufficient education, both gen 
eral and specific, to the problem, to explain how 


an important 
window. 


and why his company should have no part of 4 
risk which rejected. The uneducated 
clerk cannot express his reasons for rejection 
even when they are valid. 

“Multiply this example thousands 
and it becomes evident that companies are ac: 
which is certain to produce 
The effect of cheap budget underwriting 
is higher loss ratios.’”’ 


has been 


of times 
cepting business 
losses, 


Building Outward From the Core 


Now, all of this is the first neces 
step in good public relations. You build 
outward from the core. With over 500; 
000 bright young men and women gradt- 
ating from our colleges each year there 
is an ample pool of talent from which 
our industry could draw—if it offered 
sufficient salaries to compete with lead- 
ing industrial firms. Without top-calibre 
employes in all areas of judgment- -using, 
decision-making and meeting-the- public, 
you have nothing to build with—nothing 
to back up what might be the best pub 
lic relations campaign in the world. 

Once this base is established—and the 
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industry must establish it if it is not OF 


sink into mediocrity—then a large-scale, 
long range public relations offensive 
must be undertaken. I don’t refer © 
paid advertising, commendable as it 5 
stich as the campaigns currently engage 
in by the National Association of It 
surance Agents, 
paid advertising of individual companies 


(Continued on Page 38) 


Nor do I refer to tht® 
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GROW WITH THE COMPANY WITH A FUTURE 


You climb faster and firmer with INA. It’s your best 


Core foundation for sales and service strength . . . Service Offices 
eel in 51 major centers including 29 life insurance service 

ver 500- offices ; Claims Service with 829 specialists working out of 
n oe 122 field offices ; Processing Offices in 8 cities; Foreign 

o Offices in 40 cities abroad; Production Services, staffs of 


ith lead- 
p-calibre 
nt-using, 
e-public, BF 
-nothing 
est pub § 
orld. i 
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s not to 
ge-scale, 
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refer to 
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npanies, 


Technical Representatives and Safety Specialists— 
all to help you with ‘one-stop’ selling. 


INSURANCE BY NORTH AMERICA. 


Insurance Company of North America» Indemnity Insurance Company of North America 
Philadelphia Fire & Marine Insurance Company « Life Insurance Company of North America « Philadelphia 
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Inspirational Business Books 


And How They Benefit Our Field and Home Office Forces 


For some years we have put great 
stock in the benefits to be derived from 
systematic reading of inspirational busi- 
ness books both by our home office 
people and by our agents and sales 
managers in the field. We_ strongly 
feel that such reading is part of man- 
agement’s program in achieving its two 
main objectives: (1) Service to the public 
—the quality of service the public wants 
and needs for the fair price it is willing 
to pay, and (2) a satisfactory profit to 
owners of the business which, in turn, 
permits the regular payment of dividends 
to stockholders and the building of 
equities. 

These objectives can be achieved only 
through the motivation by alive and 
alert people comprising the sales and 
non-sales personnel of an organization. 
Because each person is a mind with a 
body it stands to reason that every 
environmental influence that benefits 
his mind and that of the members of 
his family and friends, is decidedly bene- 
ficial to the company by whom he is 
employed. 

This leads me up to the lasting value 
of inspirational book reading to a com- 
pany transacting its business through 
salesmen. It’s a well known fact that 
the knowledge and wisdom of the pres- 
ent and past generations are recorded 
in books—the new and the old—and 
including those long out of print. Even 
a small library can be a storehouse of 
knowledge—a perpetual source of great 
riches which does not diminish with 
use. However, to be of genuine value 
books must be used. 

It is not mandatory that one read 
many books but it is desirable that one 
should understand, relate, assimilate and 
act on the ideas gleaned from books 
which he does read. 


Reading for Profit and Inspiration 


The best advice I have ever given to 
members of the Combined Group’s sales 
force is that in acquiring the habit of 
Systematic reading they should consider 
the author of each book as if he were 
a relative or close friend who is writing 
a personal message for their benefit 
alone. That establishes an intimacy of 
relationship, And it definitely adds to 
the enjoyment and profit obtained by 
the reader, 

I have also learned that we will al- 
ways find what we are looking for in 
800d books, even though the discovery 
may seem accidental, because the dis- 
cerning reader will recognize it most 
Teadily only when he searches for it. 


The Personal Touch in Book Giving 


The practice we have established in 


the Combined Group is to send to each 


By W. CLEMENT STONE 


President, Combined Insurance Group Companies 


‘ 


of our stockholders, sales representatives 
and office staff members an inspirational 
book once each quarter of the year; also 
a yearly subscription to two inspirational 
magazines, “Success Unlimited” and 
“Guideposts.” An appropriate message is 
inscribed on the first unnumbered page 
of each book, a message such as: “I have 
a personal favor to ask of you—get well 
quickly;” “May you and yours this 
Christmas Day and every day this com- 
ing year be blessed with health and 
happiness;” “After you have read this 
book let me know if it has created an 


found the following to be the best re- 
membered: 

1. What the mind of man can con- 
ceive and believe, the mind of man can 
achieve. 

2. Every adversity has the seed of an 
equivalent benefit. 

3. Success is achieved by those who 
keep trying! 

4. Do it now! 

I can truly say that as a result of 
practicing these self-stimulators the pe:- 
sonal and family life of the salesman has 
been changed from one of routine, and 








-~Champion of Positive Mental Attitude 


W. Clement Stone of Chicago, president of the four companies 
comprising the Combined Insurance Group, is almost as active in the 
publishing field as he is in the A. & H. 
manager of the Napoleon Hill Institute and publisher and sales editor of 
“Success Unlimited,” a monthly publication. Mr. Stone has dedicated his 
career to the furtherance of a unique 
program. He has lectured on this philosophy in many parts of the world, 
and has inspired thousands of people, particularly agents and managers 
of the Combined Companies, to put into every day practice a positive 
mental attitude (PMA he calls it). 

Proof of the effectiveness of this program which has infiltrated the 
entire Combined field staff, is the fact that the Group reached the 
$20 million class in premium volume last year and is aiming for a 
50% increase in 1958. A major factor in this healthy growth is the 
emphasis which Mr. Stone attaches to inspirational business books. 
They are “required reading” in the Combined which at its home office 
maintains a well stocked library. A new book will be added to this 
library in the spring of 1959 when Prentice-Hall, Inc. of New York 
will release “Succeed Through a Positive Mental Attitude,” co-authored 
by Mr. Stone and his publishing partner, Dr. Napoleon Hill. 


business. He is general 


‘ 


‘ . ” * - 
science of success’ motivation 








impact on you... be specific.” 

Because our entire organization re- 
ceives the same inspirational books we 
are all aware of benefits that can be 
derived. Therefore, we understand the 
same language when we communicate 
through conversation, discussions, letters, 
speeches and tape recordings. The 
Positive Mental Attitude philosophy 
learned from inspirational books inspires 
our sales managers and salesmen to 
action. This explains in part why our 
sales meetings invariably are followed 
by effective and permanent sales results. 

One of the greatest satisfactions I 
have received is when I am told how 
the lives of individual salesmen have 
been changed for the better within the 
space of a few hours as the result of 
friendly letters received from home office 
personnel that reflect the inspiration de- 
rived from these books. Having been 
conditioned by his reading to a PMA 
concept, the home office man finds it 
much easier to pass along the same con- 
cept to men in the field. 


Self-Stimulators 


Another phase of our book-reading 
program is to inspire our people to 
memorize the self-stimulators that are 
to be found in the books they read. 
These not only motivate the reader 
but those whom he wishes to influence. 
Among these self-stimulators we have 





even dismal, living to one of serenity 
with full enjoyment of all the blessings 
of life. 


Recommended Books That Motivate 


In this 20th century America has had 
the literary distinction of producing a 
group of authors possessed with the 
power to write in such a manner that 
readers are motivated to solve their 
problems through their own thoughts 
and action. The basic concept in all of 
these motivating books is the PMA 
philosophy that inspires the individual 
to achieve his goals through personal 
initiative, faith in himself and faith in 
a higher Power. I recommend the fol- 
lowing books as being in this category: 


“Think and Grow Rich” 
by Dr. Napoleon Hill 


“IT Can” by Ben Sweetland 
“I Dare You” by William Danforth 


“Stay Alive All Your Life” 
by Dr. Norman Vincent Peale 


“Your Greatest Power” by Martin Kohe 


“The Magic of Believing” 
by Claude Bristol 


“Turn on the Green Lights in Your Life” 
by Robert Moore 


“How I Raised Myself from Failure 
to Success in Selling” by Frank Bettger 





W. Clement Stone (left) with Betty- 
Jane Sauer, Company Librarian. 





“Acres of Diamonds” by Russell Conwell 


“The Magnificent Obsession” 
by Lloyd C. Douglas 


Some of the Beneficial Effects 


It is a joy to me to receive comments 
from people in the Combined Group 
which attest to the benefits they are 
receiving from their inspirational read- 
ing. Take the use of our company 
library, for example. When we first 
established it our objective was to collect 
the largest number of inspirational books 
of any library in the country. It has 
now expanded to satisfy the literary 
desires of even the most selective of 
readers. The library includes 1,100 books 
in the following categories: 

Philosophy and psychology (consti- 
tuting about one-third of the books.) 

Informational—such as encyclopedias, 


dictionaries. Business management— 
books on administration, leadership, 
supervision, letter writing, forms of 
communication, public speaking and 
human relations. 

Historical and travel. 
Scientific—medicine, astronomy, an- 


thropology and archeology. 

Novels—preferably those that inspire. 

Secretarial training — English and 
grammar. 

Magazines—insurance trade journals, 
business and popular. 

Some of our home office people have 
frankly told me that if this library were 
not at their disposal they would never 
do any reading. One employe who is 
taking graduate business courses at Uni- 
versity of Chicago was happy to find 
that eight of the ten books in his as- 
signed reading list could be obtained in 
the Combined’s library. Another satis- 
fying comment was that the books we 
make available “have done much to help 


(Continued on Page 27) 
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N. Y. State Casualty-Surety Earned Premiums In 1957 


Topped $1 Billion; Incurred Losses Over $668 Million 


In 1957, one of the worst years expe- 
rienced by the casualty-surety industry, 
due chiefly to the dismal experience in 
the auto liability B.I. and P.D. lines, 
over 240 stock and mutual companies 
writing business in New York State (in- 
cluding the State Insurance Fund) pro- 
duced a grand total in this state of over 
$1 billion in earned premiums, a gain of 
nearly $85,000,000 over their 1956 volume. 
Their total incurred losses exceeded 
$668,200,000 and over-all loss ratio was 
63.1% compared with 58.8% in 1956. 


The State Fund alone scored $60,910,- 
048 in earned premiums (a $5 million 
drop from 1956) on which the losses in- 
curred were $48,340,428 for a loss ratio 
of 79.4%. This compares with 1956 loss 
ratio of 72.9% on $65,184,014 E.P. 

For students of production and under- 
writing trends the figures of individual 
company results on this and following 
pages will reveal the intensity of the 
competition in the New York insurance 
market. As in previous years we are 
showing a breakdown of the line-by-line 
experience for each and every stock and 
mutual company, with loss ratios given 
for each line written. Thus, the strength 
and weaknesses of the New York market 
will be readily discernible. 

These exhibits, one of the most popu- 
lar features of this issue, are based on 
information obtained from the Insurance 
Expense Exhibit aggregates of the New 
York Insurance Department. Included 
are homeowners and commercial multiple 
peril writings in this state, indicating 
that sales of these package plans topped 
$20,000,000 in earned premiums, more 
than double the 1956 volume. For home- 
owners alone the 1957 loss ratio was 
48.9% compared with 42.7% in 1956. 


Auto B.I. Still Biggest Line 


Automobile liability B.I. continues to 
hold its lead as the largest line written 
in the state. For stock and mutual com- 
panies combined the earned premiums 
topped $360,000,000, a gain of about $67 
million over 1956 writings. Workmen’s 
compensation, second largest line, pro- 
duced approximately $177,000,000 in 
earned premiums, substantially below its 
1956 score. 

The stock companies’ share of auto 
B.I, business was $265,593,057 E.P. com- 
pared with the mutual writer’s produc- 
tion of $96,104,561. Comparative loss 
ratios were 76.6% and 64.1%. On work- 
men’s compensation the respective scores 
were $93,981,660 E.P. and 55.7% L.R. for 
the stock carriers and $82,822,406 E.P. 
and 54.3% L.R. for the mutuals. State 
Fund’s compensation earned premiums 
were $57,511,072 on which losses incurred 
were $45,527,846 for a loss ratio of 79.2%. 

The 1957 incurred losses on auto B.I. 
for stock and mutual companies com- 
bined exceeded $270,000,000 for a loss 
ratio of 73.1% which is about seven 
points higher than in 1956. Total in- 
incurred losses for workmen’s compensa- 
tion topped $97,300,000 for a loss ratio of 
55.1% compared with 59.2% the year 
previous. 


General Liability Third Largest 


Liability other than auto continues as 
the third largest line in the state. Last 
year’s production topped $142,000,000 
E.P. compared to $134,863,165 in 1956. 
Stock carriers produced $90,485,826 of 
this total and the mutuals $51,675,530. 
Total losses incurred were $75 million 
and loss ratio 52.7%, practically the same 
as in 1956. The breakdown of losses in- 
dicates 50.1% for the stock carriers and 
53.9% for the mutuals. In 1956 the loss 


ratios were respectively 49.7% and 58.2%. 

Automobile P.D., fourth largest line, 
topped the $100 million mark for the 
first time in earned premium volume 
Total losses incurred were $61,454,935 
for a loss ratio of 58.1%. This compares 
with a 1956 loss ratio of 52.9%. The stock 
companies reported $75,766,830 E.P. on 
which the loss ratio was 59.9%, about 
five points higher than in 1956. The 
mutuals in turn tallied $29,166,250 E.P. 
for a loss ratio of 55.1%, six points 
higher than the previous year. 

Production in P.D. except auto, re- 
flecting an increase of about $1,000,000, 
totaled $15,443,487 E.P. on which the 
over-all loss ratio was 47.3%, two points 
higher than in 1956. The stock compa- 
nies scored $10,798,658 and the mutuals 
$4,644,829. Loss ratios were respectively 
41.9% and 6:.8% compared with 43.8% 
and 48.3% in 1956. 


A. & H. Production Tops $100 Million 


For the first time the combined A, & 
H. production of the stock and mutual 
casualty companies topped $100 million. 
The score was $108,623,514, a gain of 
approximately $12,200,000 over 1956. 
Over-all loss ratio was 69.6% compared 
with 1956 loss ratio of 61.4%. 

In the four major A. & H. lines the 
stock carriers reported the following 
results: Accident only—$9,710,146 E.P., 
36.4% loss ratio; Individual A. & H— 
$7,185,817 E.P., 50.1% loss ratio. Hos- 
pital-medical—$5,490,679 E.P., 42.5% loss 
ratio. Group A. & H.—$65,416,433 E.P., 
75.6% loss ratio. 

For the mutual companies on a much 
smaller volume the results were as fol- 
lows: Accident only—$614,744 E.P., 35.7% 
loss ratio. Individual A. & H.—$340,249 
E.P., 104.4% loss ratio. Hospital-medical 
—$553,015 E.P., 26.2% loss ratio. Group 
A. & H.—$19,312,431 E.P. 82.8% loss ratio. 


Not Much Change in Fidelity-Surety 


The fidelity-surety picture in New 
York was about the same as in 1956. 


Combined earned premiums for stock 
and mutual carriers in the fidelity line 
were $11,459,982, which equalled the 1956 


performance. Of this total the stock car- 
riers produced $10,917,355. Combined loss 
ratio of 49.2% was slightly higher than 


the 47.3% in 1956. The stock carriers’ 
loss ratio was 50.1% compared with 
47.3% in 1956 and the mutuals showed 
30.8% compared with 54.4%. 

On the surety side the production 
stood at $17,236,253 E.P. of which the 
stock carriers’ share was $16,892,181. 


Their loss ratio was 37.8%, three points 
better than in 1956. Mutual company 
writings were $344,072 E.P. on which loss 
ratio was 1.9% compared with 4% the 
year previous. The combined loss ratio 
was 37.1%. 

Glass insurance production of $6,675- 

2 was slightly off from that of 1956 
and the over-all loss ratio of 48.4% was 
up three points. The bulk of this busi- 
ness in New York is still written by the 
stock carriers—$5,842,117 E.P. on which 
the loss ratio was 48.2%. The mutuals’ 
loss ratio on $833,545 E.P. was 49.3%. 

Burglary and theft writings increased 
in 1957 and so did loss ratios. The score 
was $16,703,437 E.P. for the stocks and 
$4,260,334 E.P. for the mutuals, making 
a total of $20,963,771. Loss ratios were 
respectively 41.7% for stock carriers and 
50.1% for the mutuals compared with 
40.9% and 37.9% in 1956, 

Boiler and machinery earned premiums 
were only slightly higher than in 1956. 
Stock and mutual carriers combined re- 
ported a total of $5,689,614 compared with 
$5,541,125. However, loss experience im- 
proved—22.4% compared with 23.6%. The 
stock companies did three times as much 
B. & M. business as the mutuals— 
$4,355,403 on which the loss ratio was 
22.2%. The mutuals’ score was $1,334,211 
E.P. and 23.2% loss ratio. 

Among the specialty lines credit insur- 
ance business totaled $1,504,581, about 
$200,000 greater than in 1956, on which 
the loss ratio was 28.8%. This was nine 
points higher than in the previous year. 

The individual company results which 
follow as well as the totals given on this 
page were all compiled from the Insur- 
ance Expense Exhibit of the New York 
Insurance Department. 





Company 
Aetna Casualty & Surety 


Accident only (Individual)................ 


Workmen’s Comp. 


Liability other than auto (B. I)......... 
tee LT MITES (See BSR eee ane ener eee 
Pi Oe EE NO BD iciscidn couse san menitss 
Liability other than auto (P. D.)......... 


Fidelity 
Surety 
Glass 


erIOEY A AMET a Ak anc bd caiswasiee asia s 
[Sea OE Bc a bk se cde seabinwn sess 


Agricultural Group 
Workmen’s Comp. 


Liability other than auto (B. I.)......... 
PRIUS MAUUMURY FESR 5 bide ssowcoe'oss ve0s és 
PASSES PRRUNNTAG LES BFP oS oo ooo 05.00.8500 see 
Liability other than auto (P. D.)......... 


Glass 


Le py hee bo | ea a rae 


Commercial M. P. 
Homeowners M. P. 


(Continued on Page 16) 








Earned Losses Loss 
Premiums Incurred Ratio 
ae 3) CC <r ee 
Ride 9,383,189 5,954,582 63.5 
eee 5,918,154 3,445,980 58.2 
pies 14,989,004 12,172,061 81.2 
Bek 4,357,859 2,532,617 58.1 
pa 518,420 149,034 28.8. 
ae 438,505 79,962 18.2 
oe 799,106 179,270 22.4 
pete 252,012 153,786 61.0 
ee 1,181,138 547,762 46.4 
re 6,613 1,454 22.0 
... $37,849,660 $25,216,508 66.6% 
ae $111,378 $47,398 42.6% 
Be 151,783 48,024 31.6 
we 663,021 647,246 97.6 
ae 203,707 119,403 58.6 
an 18,026 3,541 19.6 
Lisi 12,827 8,881 69.2 
— — 8,575 33.7 
iS 263,919 120,334 45.6 
beng $1,450,027 $1,003,402 69.2% 





Fifteen Leading Stock Companies 
In 1957 New York State Writings 


Company 
Travelers Companies 
Allstate 


Hartford Accident & Indemnity.......... 
Royal-Globe Insurance Group............ 
Aetna Affiliated Companies.............. 
Indemnity Insurance Co. of North America. . 


America Fore Insurance Group.......... 


Continental Companies 


Fireman’s Fund Insurance Group........ 


General Accident 


ANN Gs Seen wont holes Go enien a eet ents ss 
New Amsterdam Casualty................ 
ee Oe oS a ae 


Massachusetts Bonding 


eC 


* Embraces Principally Casualty-Surety Lines Written 


Earned Losses Loss 

Premiums Incurred Ratio 

...+ $110,052,536 $ 74,646,794 67.8% 
.... 63,795,356 44,989,118 70.5 
.... 43,947,752 26,804,642 61.0 
.... 37,615,565 24,923,080 66.3 
.... 37,849,660 25,216,508 66.6 
29,694,864 16,272,773 548 
.... 28,546,660 20,358,894 713 
.... 23,783,985 14,137,434 59.4 
..-. 17,739,072 ——-:11,431,062 64.4 
s+ 16,249,243 9,339,402 57.5 
.... 15,874,364 9,082,696 57.2 
..+. 15,453,160 ‘11,221,703 72.6 
ees 12,437,266 7,758,190 62.4 
eee 12,244,228 6,365,368 52.0 
.... 10,785,544 4,661,527 43.2 
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Country-wide Underwriting Results 
In 1957 of Companies Licensed 


In New York State 





MUTUAL COMPANIES 





More than 50 mutual casualty compa- 
nies operating in New York and doing a 
country-wide business made an over-all 
underwriting profit last year of 5.1% or 


$64,008,612 on earned premiums. of 
$1,257,246,633. Their incurred losses 
topped $752,000,000 for an over-all loss 
ratio of 59.9%. Over-all expense ratio 
was 35.0%. Reflecting the adverse loss 
experience on the automobile line which 
plagued the industry last year, the mu- 
tuals showed an underwriting loss on 
this line of $18,733,239 or 4.5% on earned 
premiums of $416,294,193, and with loss 
ratio of 62.7%, two points higher than in 
1956. Other lines reporting an under- 
writing loss were Group A. & H., prop- 
erty damage except auto. commercial 
A. & H. burglary and theft and commer- 
cial multiple peril. 

Auto liability continues to hold its 
lead as the largest line written by the 
mutual carriers. Its 4.5% underwriting 
loss is three points highr than in 1956 
when $379,903,170 E.P. were produced. 
Expense ratio was 41.8% last year com- 
pared with 40.5% in 1956. 

Workmen’s Comp. Profit Was 17.3% 

Workmen’s compensation was again a 
money-maker. On $355,978,324 earned 
premiums the net profit was 17.3% com- 
pared with 16.8% profit in 1956 on $338,- 
4(3,896 E.P. Comparative loss ratios 


expense ratio of 25.5% was only frac- 
tionally higher. 

Third largest line for the mutuals was 
automobile P.D. which showed 3.2% net 
gain on earned premiums of $194,847,256. 
This was an improvement over 1956 
showing of 8% net gain on $175,039,286 
E.P. The 1957 loss ratio was 58.3% com- 
pared with 59.6% the year previous. Ex- 
pense ratio dropped a point to 38.5%. 

Liability other than auto, fourth larg- 
est line for the mutuals, was also in the 
black. On earned premiums of $99,683,- 
607 the net gain was 8.8%, an improve- 
ment of seven points over 1956. Com- 
parative loss ratios were 47.6% and 
53.9%. Expense ratio at 43.6% was frac- 
tionally lower. 

Experience turned sour on P.D. other 
than auto. On earned premiums of 
$20,920,152 an underwriting loss of .7% 
was shown compared with 4.1% net gain 
on $18,951,469 E.P. in 1956 and 15% net 
gain on $15,279,887 E.P. in 1955. The 
1957 loss ratio of 57.5% is five points 
higher than in 1956, but expense ratio of 
43.2% is slightly lower. 

The fidelity-surety results of the mu- 
tual writers continued to be profitable. 
Fidelity earned premiums totaled $5,156,- 
749 for 18.4% net underwriting gain, al- 
most identical with that of 1956. Loss 
ratio of 44.5% was fractionally higher 
while expense ratios were practically the 
same for these two years. 


gain on $1,422,677 E.P. compared with 
26.2% on $1,222,058 E.P. in 1956. Loss 
ratio dropped four points to 20.4% but 
1957 expense ratio at 53.2% was five 
points higher than in 1956. 


Some Unfavorable A. & H. Results 


Best A. & H. line for the mutuals last 
year was hospital-medical which pro- 
duced 26.2% net underwriting gain on 
$4,350,775 E.P., compared to 20.4% gain 
for 1956 on practically the same volume. 
Loss ratio dropped five points to 29.5% 
and expense ratio of 44.3% was practi- 
cally the same as in 1956. 

Accident only E.P. totaled $3,252,008 
on which 6.1% net gain was shown. This 
compared with 10.7% net gain in 1956 
on $2,699,174 E.P. Loss ratio at 52.5% 
is eight points higher than in 1956 and 
expense ratio went up two points to 
41.4%. 


For individual A. & H. the experience 


continued sour. On E.P. volume of 
$3,437,709 the underwriting loss was 
8.9%, fractionally higher than in 1956 


on $2,874,055 E.P. Loss ratio went up 
five points to 72.2% but expense ratio 
dropped five points to 36.7%. 

Group A. & H. production jumped $13,- 
000,000 to $94,532,714 E.P. last year but 
the 1956 small underwriting gain turned 
into a loss of 44%. The 1957 loss ratio 
of 88.2% was five points higher but ex- 
pense ratio of 16.2% was exactly the 


Boiler and machinery continues to hold 
the record as the most profitable line for 
the mutuals. On $18,947,174 E.P. the net 
gain was 35.5%. However, the 1956 net 
gain was 47.7% on $18,073,031 E.P. Loss 
ratio at 31.7% was substantially higher 
than in 1956 but expense ratio of 32.8% 
was about the same. 

3urglary-theft experience was “in the 
red” for 1.7% underwriting loss on 
$6,306,561 E.P. compared to 8.8% net gain 
in 1956 on $5,874,835 E.P. Comparative 
loss ratios were 54.1% and 45.1%. Ex- 
pense ratio at 47.6% was 1% points 
higher. Glass business produced net gain 
of 1.8% on $3,030,451 E.P. compared to 
2.2% net gain in 1956 on $2,845,890 EP. 
Loss ratios were respectively 49.2% and 
51.0%, and expense ratio at 49.0% was 
over three points higher. 

Finally, the mutual carriers produced 
a substantially higher volume of home- 
owners multiple peril insurance last year 
—$27,062,458 E.P. on which net gain was 
6.6%. This is a welcome relief from the 
44% underwriting loss in 1956 on $12, 
978,477 E.P. Respectively the 1957 loss 


and expense ratios were 41.2% and 
52.2%. 
Commercial multiple peril business 


produced 1957 underwriting loss of 17.8% 
on $2,023,825 E.P. compared with 5.9% 
loss on $1,219,897 E.P. in 1956. The 1957 
loss ratio was 64% and expense ratio 











were 57.2% and 581% while the 1957 The surety picture revealed 26.4% net same as in 1956. 53.8%. 
s Earned Losses Loss : > . 
semen Plats Imend Rao Fifteen Leading Mutual Companies 
i “ : e * 
Allied American Mutual Fire................. $5,926,860 $4,163,917 70.3% 2 ° 
Amalgamated Mutual Auto Casualty........ 1,087,500 810,017 74.5 In 1957 Country wide Experience 
American Hardware Mutual................. 25,906,470 13,151,023 50.8 Earned all 
American Manufacturers Mutual............. 11,281,326 4,680,138 415 . me oer: aa 
American Mutual Liability................... 72,741,643 44,125,132 60.7 — wien Seems 
Babies GomPROs cfs gs cones sescscescecess 32,963,772 17,983,882 54.6 State Farm Mutual: Auto. ...66%5...06008%06%. $326,133,601 $193,275,212 59.3% 
(Embraces All Lines Written) . 
Badger Mutual of Wisconsin................. 4,959,881 2,409,395 48.6 Liberty Mutual ..................0s..sseeeees 297,173,079 90,547,331 64.1 
Diicons Biaiead OF Py Wigs oc. scc ces ccscwccee 1,742,522 866,317 49.7 
ee ee, ‘ Lumb Mutual C. SE ere 128,752,240 i 1 53.0 
Berkshire Mutual Fire..............0..00004- 3,262,964 —1,362,716 418 gs ats gt la er 
(Embraces All Lines Written) Matsonwide PWittual oo... 6606s i uk eke ee ees 123,718,678 69,317,402 56.0 
Central Mutual of Van Wert, Ohio........... 25,766,589 11,259,450 43.7 a" 
Consolidated Mutual .....................45. 10,652,605 5,318,561 499 Employers Mutual Liability................. 102,797,231 63,708,440 62.0 
Cosmopolitan Mutual ..................-+.0.. 14,977,243 8,021,996 53.6 —_— Mutual Liabilit 72.741,643 44,125,132 607 
Electric Mutual Liability...,................. 4,424,558 2,538,608 57.4 ee ee eee eer sips arias 
ey | ee <a es 15,208,440 8,820,460 58.0 Hardware Mutual Casualty.................. 68,386,901 42,577,860 62.3 
Employers Mutual Liability of Wisconsin.... —_ 102,797,231 63,708,440 62.0 peers a 
Exchange Mutual Insurance.................. 2,694,927 1,504,725 55.8 Michigan Mutual Liability.................. 43,936,498 26,422,809 on 
Employers Mutual Casualty of Iowa.......... 28,554,620 15,275,681 53.5 ee eR ee eee 33,652,275 18,021,102 542 
Factory Mutual Liability..................... 17,447,077 7,817,298 44.8 — 4 54.6 
Federated Mutual Implement & Hardware... 27,330,805 14,485,166 ela) Aone, Commit | o-- +.» apmemnantiivesse.- 32,903,772 17,863,882 
NE NINE Shoo cases sacs ca scce su ces 3,741,172 2,199,104 58.8 Employers Mutual Casualty of Iowa......... 28,554,620 15,275,681 53.5 
od song ng a guemaei 17,673,010 7,991,660 45.2 Federated Mutual Implement & Hardware.... 27,330,805 14,485,166 53.0 
Greater New York Mutual................... 9,066,195 4,424,389 48.8 American Hardware Mutual................. 25,906,470 13,151,023 508 
Hardware Mutual Casualty................... 68,386,901 42,577,860 62.3 
ening vy be, a ee ‘ 259, 43.7 
Sa ERT ae aaa 3,323,231 2,209,396 gq, Ceara ree oe eee eer 
wee 19,197,842 9,541,188 49.7 Merchants Mutual Casualty................. 21,864,703 11,356,004 51.9 
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Hartford Group’s Monthly Premium 
Payment Plan Door-Opener To Sales 


As of May 1 the Hartford Fire Group announced the introduction of a 
monthly premium payment plan. It was featured in the “Hartford Agent,” 
monthly house organ of the Group, as a door-opener to increased sales. The 
following are salient features of the new program, furnished to The Eastern 
Underwriter by Brice Draper, vice president of the company, who is pri- 


marily responsible for its development. 


The Hartford Fire Group’s new 
monthly premium payment plan has been 
developed particularly for those pros- 
pects or clients who up to now have pur- 
chased their fire and casualty protection 
on a basis of income rather than need. 
This plan will, therefore, benefit all 
whose needs for insurance protection 
exceed their ability to pay for full pro- 
tection under advance premium plans. 
It will, we believe, be the sales and col- 
lection facility many producers have 
been seeking. 

Agents are being offered a program 
which will give their present insureds 
carrying limited coverage, or prospective 
insureds, an opportunity to pay for 
needed insurance protection on an equal 
consecutive monthly payment basis at 
reasonable cost. In many _ instances, 
agents will find the cost of this plan 
well below the cost of similar local or 
national commercial premium financing 
facilities. The maximum charge in most 
states, for example, is less than 6%, 
simple interest, on the unpaid balance of 
the premium. 

Simple Calculations 


Here is the way the plan works: 


A policy or any number of policies 
bearing a term(s) of one year or lonver 
and having a total premium(s) of $150 
or more may be paid in ten equal con- 
secutive monthly payments. 

A policy or any number of policies 
with a term(s) of three years or longer 
and having a total premium(s) of $300 or 
more may be paid in 30 equal consecutive 
monthly payments. 

Two or more policies, when included in 
one transaction, will necessarily have to 
have reasonably common inception dates. 
If all inception dates are within a 30-day 
period, any number of policies may be 
included in one transaction. The effective 
date of the transaction would be the 
earliest inception date of any of the 
policies included. 

The monthly payment is computed by 
totaling all policy premiums to be in- 
cluded in one transaction and multiply- 
ing this total premium by the factor: 


102, if the 10 payment option is 
selected; 1.07, if the 30 payment option is 


selected. The “down payment” and the 
amount of each subsequent equal 
monthly payment to be made is de- 


veloped by dividing the above results by 
10, if the 10 payment option is selected; 
by 30, if the 30 payment option is se- 
lected. 
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Th's simplified formula is illustrated 
as follows: 


10 Payment O>ption—$300 (Total Pre- 


mium) x 1.02 (factor) = $306. 

$306 + 10 = $30.60 (being a down pay- 
ment and each of 9 consecutive 
monthly payments). 

30 Payment Option—$500 (Total 
mium) x 1.07 (factor) = $535. 

$535 + 30 = $17.83 (being a down pay- 
ment and each of 29 consecutive 
monthly payments). 


Pre- 


Practically all policies issued in each 
company of the Hartford Fire Group an 
agent represents will qualify for monthly 
premium payments. A few policies con- 
tain provisions unsuited to monthly pay- 
ments, particularly those with terms of 
less than 12 months; audit policies or 
policies requiring monthly reports or 
with continuous term; surety bonds; 
assigned risk and Massachusetts auto- 
mobile liability policies and policies with 
cancellation provisions requiring more 
than 30-day cancellation notice. These 
few contracts do not qualify for this plan. 


Banks to Process Accounts 


In each area where Hartford Fire 


Group companies maintain a depart- 
mental office, arrangements have been 
made with competent banks to process 
accounts, collect payments and other- 
wise furnish Hartford Group agents with 
the finest of service on monthly pay- 
ment accounts. Although the payment 
papers will be made out in the name of 
an individual company of the Group, 
agents and insureds will benefit from 
the services which experienced financial 
institutions can offer through speedy 
handling of submissions and minimum 
processing costs. Each account will, 
therefore, receive expert consideration 
and attention. 

One equal payment represents a “down 
payment” and is collected and retained 
by the agent at the time the transaction 
is completed. This down payment werld 
be applied against the tctal premium due. 
The processing and collecting bank will 
forward to the agent a check for the 
remainder of the premium due within a 
very short period after the transmission 
of an account, Each premium is, there- 
fore, treated as a cash transaction with 
no collection effort and little handling 
expense incurred by agents. Further- 
more, the securing of the first equal 
monthly payment as a down payment 


(Continued on Page 21) 
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In these days of keen competition the UNITED STATES CASUALTY is proud to give recogni- 
tion to the enduring strength of the American Agency System and the Independent Insurance 


We are likewise proud that our own agents in many sections take an active part in the con- 
structive work of their state and national organizations and civic groups. Such participation 
stamps them as business and community leaders in the eyes of their customers. 
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Sk RE Ree: 5 , 71.39 ccident ealt Ndividuial).......+.++04- ; err rs oa 
acon Se eee ” Hospital & Medical Expense (Individual).... Bi we Grey cee wees 
Group Accident & Health...............+.06- 325,922 235,021 72.1 
American Automobile Workeenest 5 COUp. 5.05505 45 cna sve 09800045 1,159,327 335,159 28.9 
Group Accident & Health...............02065 184,864 134,688 72.9% egg ea (1 — (B. 1.)........000. Hten onan be 
WU MMMIESC ES SORMAID sooo os on cicie wos ine cn see seis 119,360 81,884 68.6 uto Liability CD. Le)... c cece cece eee eee eens 733, 229; ‘ 
Liability Other Than Amat®. £) 2. . 005. 117,641 86,303 73.4 Auto Liability (P. D.)....... 6. see cece ee eens 820,435 535,731 oF 
Rabo Edie AB. 1). Ze sche co abickis cin 05 om 550,002 404,274 73.5 Soper other than auto (P. D.)............ Toe rp | 
Auto Liability (P. D} ey. Pe pi ere gaa 166,825 94,116 56.4 6 C01 , ’ : 
Liability Other Than Auto (P. D.).......... 27,739 472 1.7 DES rE er: Sy eee 26,650 20,884 bee 
OE RES SARE oy § ae Tp At we 65,149 8,901 13.7 Glass... sees eee e sence ec encenceenceeteeneeee 108,813 54,746 7 
ie el le an ARG i EEE 26,650 20,884 78.4 in eB oe Theft... .....cceeeeeeeeee eee ees eee 156,777 
NE ee Be ts Be SSS ween 15,490 7,012 45.3 Ommercial ML, LF. .cceececeeesececceeecscees = nx WD ww wee ae 
Rermteoy abib Heb .oI.......1.2..-.. 83,259 54'200 652 Fomedirtteth GE) Bon... cccccescccssveonett 238,256 125,063 ell 
DNR oo a os ise on oe pees bes o0e0 ose 12,578 4,555 36. oO RDA ee eT $7,072,382 $4,434,562 62.7% 
$1,369,557 $897,379 65.5% (Continued on Page 18) 
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Keane & Warner, Inc., Does Business 


With Over 3,000 Satisfied Brokers... 


Why? 


Because our Brokers can obtain any form of A. & S&S. 


coverage in this one agency. This eliminates shopping around. 





We also lead in the rapidly expanding market for key 
man and business group travel coverages. Thanks to our 
brokers, many of the largest and finest corporations in 
America are covered for this type of protection through our 


companies. 


If you haven't yet sampled Keane & Warner's special- 
ized service, let us handle your next case. 


‘Fw 


KEANE & WARNER. INC. 


Specializing in A. & H. Exclusively 


Robert J. Keane Reuben Warner 


150 BROADWAY - - - - NEW YORK 38, N. Y. 


Phone: WOrth 4-3670 


Sparks Yantis, Brokerage Manager 
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7 Earned Losses Loss 
New York State Experience Company Premiums Incurred Ratio 
(Continued from Page 16) Atlantic National 
Auto Liability (B. [.)...........ssseeceeeess $56,554 $88,640 156.7% 
Earned ii aie Auto Mpabilty Me PD) oie ccawseos Ge seve econ 46,272 3,885 Li 
Company Premiums —_Incurred Ratio eel cosh dadvanie $102,826 $92,525 90.0% 
American Manufacturers Mutual 
Accident only (Individual)...............0:. ee 1.2% Atlas Assurance 
Liability other than auto (B. I.)............ 191 —2,525 —1,319.2 WViGE ARES OGD 65's ois ovesieisie:o is ws Wale wis $283 Bask --% 
GARETT EES. Bin c nas nce eenessuasena« 505,670 461,263 91.2 Liability Other Than ASO UBD oh sso 5555e 4,756 136 Bei 
ees OE eS errs 122,997 78,972 64.2 Auto Liability (B. 1.)......... see cece eee e ees 8,012 2,796 
Oe STE ae a | Aa eg oe ee 1 Oo eae eas Auto Liability (P. p} eA Sc eee Fee 2,223 800 
LES SETS | OG a ae le eS 173,294 80,578 46.5 Auto Liability Other Than Auto............. 63 ee 
GENS SATS Gs pre ee eine aera eee 556 235 
15) ee gee eee ae ES $802,230 $618,288 JiGo: “Weelary sand: Chet. 2625 cc seo sos oe ws sess. 1,905 1,716 
SOmierCial he: Pe Y., hse. Scabies cine secs 2 ents 
a a ee ee eo eee ree 70,722 21,909 
Accident only (Individual)................-. $133,159 $52,973 39.8% Res ea ae 
Accident & Health (Individual).............. 441 19 4.3 Total.......+.s-seeeeeeeeeees $88,522 $27,592 31.2% 
Hospital & Medical Expense (Individual).... 87,630 15,934 18.2 
Group Accident & Health..............e0005: 172,315 122,394 71.0 Autoplan Insurance 
ee errs rer 1,368,566 861,720 63.0 Liability Other ona Auto (B. [.)............ $1,773 $1,306 73.7% 
Liability other than auto (B. [)........... 719,274 189,706 26.4 PANDO AAURANSTEAD YY, GD, he) o-5:4.c.0.54:0::4r0's 0 9 aisle # Bs 391,700 231,093 59.0% 
itn Say AES: Deo cacescccuscswscwe sence 4,057,509 2,079,407 51.3 Auto Liability (P. p} As are Ee yet. 100,721 79,529 79.0 
PASI ADOT G ME. 99:92 ckaciskwsciseswsisseweasais 1,239,236 698,776 56.4 
Liability other than auto (P. D.)............ 86,775 37,743 43.5 UC) CA Uae Rea eee en $494, 194. $311,928 63.1% 
PEED Set Se ee Cote casa ssacaee econ sie 29,496 17,638 59.8 
A EE ERE EMI 6,508 33183 489 a 
iit Mtr ots cant Chaka aneseeeeb Sues haw 23,148 12,57 54. - z a 
Rerstary wed Thelt.............+....0.c0.c00 29/887 6,452 fil eee ee ae eo 6| Ce Ee 
Boiler and Machinery................00.0000 78,851 32,908 41.7 lane rege eee ere es eese "37°91; 075 39 
H : M P 172210 134'332 780 IIGSS ee oan ce Rees heise eae Sew aie ele 37,213 10,975 29.5 
ee ee Ee SEnen eGR eae en ieee Rabe - ' N. Y. Statutory Disability Benefits.......... 85,408 40,337 47.2 
BOHR. ons cnerensonnesneneres $8,205,005 $4,265,762 2.0% Ee ae ee $1,554,095 $755,615 48.6% 
a nen oon gd sie ali s Berkshire Mutual Fire 
Accident only (Individual).................. 2 seenge pageants ™L, 5 c > OOF 
Accident & Health (Individual).............- 10,498 7,491 (ey nla see Saat 5 eae — — ea 
ee : . : : a ma c Liability Other Than Auto (P. D.).......... 45 a a - 
Hospital & Medical Expense (Individual).. 17,200 8,025 46.7 rr rave 3,569 2 376 66.6 
isroun Accident (Hea. 6500:606500s0e0c0des 1,338,768 1,191,644 89.0 Bur bina ond. Theft Penal Gubaxte. 1897 1275 672 
DURES S SOMIIDS once co Sem one binmibs sewers wea 5,554,229 2,996,331 54.0 H a9 A oC Nae ta aa aide tala 86.721 29'593 34.1 
Liability other than auto (B. L)............ 1,173,428 683,030 58.2 pion ag eh cele amma aes - alae nai ree se 
PASHD EES ES BD ons ees iwwccieenecenes 2,305,574 1,825,871 79.2 ar ue i c eee 
Nene Leahey (P. )............-.-0.-..-. 708,859 371,562 52.5 Potal.......2.+s2sseseeeeeee. $98,271 $38,853 39.5% 
Liability other than auto (P. D.)............ 250,832 126,076 50.3 
__ “ete eee 20,994 24,546 «116.9 NOP ; : 
eee as causa saae wusiancens 9,851 4,413 44.8 a oy ie lndiaitoa! feria’) = —~ Pee Pe 
ERS Ft = ear Sele anwar 2 5.1 Accident & Health (Individual).............. 386 
sictecins laces — are . Hospital & ace Expense (Individual).... 9,300 3,618 ae 
Oy ba ee TORT F 227 25 5q@ Group Accident & Health................06¢ 31,263 22,984 73.5 
a ET: | Ps ain *".e* Qa eee 289,717 142'871 49.3 
. . ’ Laability Other Than Auto (B. 1.)...........% 309,400 87,866 28.4 
Rennie: Pingitore P Acs Mabbimity (Bo L).-..:..:...s0055005.... 996,364 601,501 60.4 
isroup Accident & Health ...............6. 0006600 $10,217 $6,126 60.0% Auto Liability (P. D.)............ceeeececeee 315,910 229,245 726 
Workmen’s Comp. .....----....s.seeeeeeeees 3,794 —53,495 eee Liability Other Than Auto (P. D.)........... 43,699 21,051 48.2 
Laabihty Other Than Auto (B. 1.)............ 3,773 19,220 509.4 I Be eet cd de sare haeareingswedenies 11.612 1,402 121 
Auto Liability (B. [).............ssececesees 15,264 18,993 124.4 BN SN Bok OR ce ac alt ga UCweC es eu 6,863 18,919 275.7 
Auto Liability (P. D.).....-.-. 2. sees eeeeee ees 4,639 —198 vee NN ARN eee ti céxerwdiimakasniendnsees 19,198 11,730 61.1 
Liability Other Than Auto (P. D.)........... 187 —21 PRS ANA | ATEN 55 50 5s isd io wsie soe aieieeei au 4 30,965 14,110 45.6 
: : ROOTERUEN ERS PRN cu 85 ts 5 soci c'5 0159 S:01s\e cisseyeSndiara'ai —281 eer a: 
Total... ...- +--+ ss seer eeeeees $37,874 —$9,375 --% Homeowners M. P............ceeeeeeeceeeees 171,588 107,642 62.7 
American Surety Group Rivals 20 Sone kara sean ess $2,236,843 $1,263,109 56.5% 
Accident only (Individual)................... $853 3. seen 
Group Accident & Health.................05- 54,203 31,648 58.4 Buffalo Insurance Co. 
SEIT Bh ARTI ngs os avo wise eS ees ovis ee’ 1,134,461 500,872 44.2 WVOTeaeIs Ss MOOTED: paises 40s die sooo aw ewe ees $38,120 $6,975 18.3% 
Liability Other Than Auto (B. I.)............ 1,432,552 675,898 47.2 Liability Other Than Auto (B. I.)........... 49,193 2,957 6.0 
ithe SOUND MES BD ocx csc aw ches soussesap ee 2,349,783 1,833,014 78.0 Auto Liability (B. n RY 55 Sa 6m ode «ore ale a's 195,892 134,069 68.4 
hy PO Te es CR LE es eee eee 794,132 467,538 58.9 PASI ATAANMNER YY AEs AD) 5 55.050 5010 or5s058:6 40 9.21065 50 65,529 75,642 115.4 
Liability Other Than Auto (P. D.).......... 286,675 104,731 36.5 Liability Other Than Auto (P. D.).......... 5,809 487 8.4 
PERERUD 555 ch sscdsesausmausenceessusunenssess 781,659 159,386 20.4 IIE SoG See eEEo vine ese tien ss ae se Sea we w ew snes 5,825 3,053 52.4 
ee ee eat ree ee eT aE A 902,780 1,035,855 114.7 PRAY I ORES 6558.0 6 35% cles oaoW a G's lois s 6,466 1,024 15.8 
RINE eet Ce Grote eran ane an EMS 91,870 50,067 54.5 Gomimencing NN r too oc.so te bot hese foes oees 830 10,250 12352 
EN ee Uc lage be Re ge 261,436 85,714 32.8 PIGRICOWMETS: BA IE iaic swine seeawa.as e's bien sooo 87,706 124,123 141.5 
PMMOMET RE Mo cehkscsp sae ede seceeee cee 0 82,131 38,399 46.8 —— 
ASEAN nie orig cad GAas aes $455,370 $358,580 78.7% 
Ed ee ee $8,172,535 $4,983,122 61.0% 
Camden Fire 
Assurance Co. of America I I oi oss soins a price eices eves $19 Becks | 
Liability Other Than Auto (B. L.)............ $9,287 $3,188 34.3% Liability Other Than — SY See 2,384 720 30.2 
LE PS SAE Ca 8 eee er 106,224 78,539 73.9 PASE PANT ANTIRES AOD, O95) 5 5555510101010 019.6205 0's" 93 “eee Botts 
gy AONE: CE. 99) oso cc scenes oese neces 29,252 20,678 70.7 Auto Liability (P. D3 he ences BES ENG dieicau G2 -s 18 co “s 
Liability Other Than Auto (P. D.).......... 7 Seis sate Liability Other Than Auto (P. D.).......... 55 4 78 
Re he Si cae Aes leone sees 202 oe Seat ois ha eee cao ok des Rae tS) 466% e's 57 ch Ae 
Ee Be Ee © OS | a 627 70 11.2 RTT ANN A EE ci noe oan hte cse to dese e's 2,598 210 8.1 
SORES BE Eiko noosa kbtobebe csesccses 25,790 14,898 57.8 MGraTaVIRRONCHA PN see 6 sg eau oa ca esa eaes ewes ss 73,891 63,022 85.3 
PAGO RES icone s ccseoeavwesesseeeuss 123,273 72,725 59.0 
“CY IRE ee enege, hemes tere ee $171,389 $117,373 68.5% — 
MMSIHAS ia doa su une ane ei eee $202,388 $136,681 67.5% 
Atlantic Mutual 
Group Accident & Health.............0..000: $497,190 $329,465 66.3% Centennial Insurance Co. 
aS CO ee nee eee 1,456,280 865,982 59.5 DORA OOD RBs 5.5.06 sis'0' 6 oe vie sos $23,345 $16,894 72.4% 
Liability Other Than Auto (B. I.)............ 1,293,858 528,632 40.9 Liability Other Than MEO 088) 20 iss osasisseu's 33,764 9,431 27.9 
PISS EGE TE BSCE Ds 5565e0 senses es cScn%s 2,391,796 1,177,412 49.2 Auto Liability (B. ae SO eee eee 176,986 107,992 61.0 
Auto Liability (P. 'D.) Len keG eee so ese Sase san 622,277 330,831 53.2 pire Bi ite Be (de, BS Re ie eee eee 27,360 18,236 66.6 
Liability Other Than Auto (P. D.).......... 92,762 53,634 57.8 Liability Other Than Ato AP 89) 52655400 1,585 —2,371 om 
IGIMRR ERT Sc hie daa cbabwsbeadhussxoegeesedeee ese 56,166 26,266 46.8 0 EC a EE ert er nie 3,154 1,540 48.8 
ey fe Le NE yA), a a 116,003 37,889 32.7 Waar e a AE ATONE. 5.05 005. ce sie aoe ek essen 7,226 548 7.6 
INGTON ch chs eS cscb nce ee eases 20,011 —1,801 aa ite ne 1 RES a ne eee en or ee aa 101,076 38,175 378 
DRAPE EGE, Bio sS nonce ssssé6s5ob04%50se05 536,624 304,784 56.8 SIGINEOWHETS NL, Bisse ee ccs seabsensasaweusees 63,399 40,566 64.0 
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Earned Losses Loss 
Company Premiums Incurred Ratio 
Century Insurance Group 
Liability Other Than, Auto’ GB. 1.) ..........0. $10,180 $1,752 17.2% 
Auto” tate Gs. LE eae cittetieice seas awteieareore 130,097 94,347 72:5 
Auto sta ity res Ds) os So coe hed nlacs nie rl ot one 34,203 26,572 Tha 
Liability Other Than Auto (P. D.).......... 93 eee 
(HASSE Fie eG Eee crete aes ears ocean nee 416 "249 59.8 
Burwlary ANG a Mert. < o05 sci vie k eee sles is ate erwiers 8,553 5,138 60.1 
Commercial: Bi Piysisss scorer aerw sees -< sess 17 sade anass 
PIOMOOWNELS: WL Piachaesccctevatee tusitte ess aratewienoe 54,826 34,997 63.8 
10 | Oe Pe ooh $238,385 $163,055 68.4% 
Central Mutual 
Liability. Other Than Auto CB: Ib) isi... 0:00. $45,413 $18,075 39.8% 
Auto Tetlatiety” US. Toys. datos -eececn baci sie'e’eie'e 247,188 71,079 28.8 
ATO MUtaPEiby OS see oe clots a sieeee 68,524 35,565 51.9 
Liability Other’ Than Auto (P:.:D)). 26... 00% 1,090 96 8.8 
EIAGG oem es are vale Soe CE oe URSS © sie BRS 35,083 19,837 56.5 
Burelany eas CMe ina sc co5 a cect sas ces 61,257 33,571 54.8 
Ciorrititeernl eee es ones) c cistciae Weraele Wels tie-o aleve 36 aeate ater: 
PIGM@O WTO: Ue PE ooo oo hee es eam eidseiedieers 248,698 112,258 45.1 
go). EN See $707,289 $290,481 41.1% 
Citizens Casualty Co. of New York 
Group Accident (& Plealth.....3..050.05 se. 6600s $25,616 $9,837 38.4% 
A OPO Se IN 65s coved ppm ancceces.le 107,842 37,438 34.7 
Liability Other Than ‘ses (SUS | 110,018 88,474 80.4 
y \ireya Ber oii! (5 200 CS 1,050,494 504,910 48.1 
Auto Liability (P. D} TOG an ae 206,226 82,408 40.0 
Liability Other Than Auto (P. D.).......... 42,131 4,140 98 
USCC: re eee aaate Cale me nuwe ae aeNs Seeds 137,883 3,260 2.4 
Burglary cad Wmeres «conus cesses Vegas's veo 15,034 rad 287 148.2 
NGA igs Orr tel ieinieivre eGiee oe $1,695,244 $752,754 44.4% 
Commercial Union 
Liability Other Than Auto (B. I.).......... $10,484 $459 44% 
ia) Mriee we menaer aie ain ian os Mr ieistels ead ester rie So) rai oes 
WRIA AORN UTIL, 50: ¢ sapere min as wiseipie e's a%e-6 19,887 2,012 10.1 
Cr ehe eh 3 Cel [BE SS ig tea I 9,771 57 6 
HIOMCG WEES, Wee Eos caindia-eye-sreis.s creo opie bh eeale 210,969 146,952 69.6 
ASA alive RO sare kay'sae Ns $251,462 $149,480 59.4% 
Consolidated Mutual 
Group Accident 6, Health i0.665..6.66008.005 $103,436 $49,697 48.0% 
WOrKNGt 6 UOGIOY 56s cae tiiso cies cine ciewsee oa se 2,628,728 1,566,492 59.6 
Liability Other Than Auto (B. I.).......... 7,425,980 3,410,328 45.9 
tO: HAGE 6 oR aie.s1a aieaers crccwicsee'e os 52,863 20,358 38.5 
AUIO THQDNICV ELE) BD) 6% chic dale ose's 666: 11,649 4,621 39.5 
Inability Other Than Auto (P. D).......... 269,497 53,855 20.0 
PERG aaa ee Sd Oh NRO Bice 35,999 23,406 65.0 
RUE GSB Nis aes SAR eae aa ena inet 4,247 467 11.0 
POM esG poner. seal Kam ene ease $10,532,399 $5,129,224 48.7% 
Electric Mutual Liability 
VOT ORES MORNING 1, fo 0 cas\afp pis d aldissice es caiee'e $782,277 $388,765 49.7% 
Liability Other Than Joh cnn @ 2 aa 2) Vara 2,729 100 7 § 
eee. 8 eae 104,134 21,935 ZU 
Auto LAR DIEU Ue AD) 6 55 ag REN Goh ck os deee ee 47,466 18,336 38.6 
Liability Other Than Atito (2; D)).........<. 57 305 532.4 
MUIENO 5 asstd Sid ohms Date ae alos $936,663 $429,441 45.8% 

















Earned Losses Loss 
Company Premiums Incurred Ratio 
Continental Casualty 
Accident only (Individual) use... .....2.0c0. $2,747,092 $1,257,928 45.8% 
Accident & Health (Individual).............. 505, 899,884 35.1 
Hospital & Medical Expense (Individual).... 8,873,573 5,783,107 65.2 
Grouse. ACCIGGRE. Gf FICAIING . Sis. cccereccoseess 130,255 35,353 27.1 
Non-Canc. Accident & Health................ 1,683,508 884,817 52.6 
Vere RIO TN G1 COIN 6 cs cee garcia ees elsasicos ae 2,043,049 947,573 46.4 
Liability Other Than Auto (B. I.).......... 3,225,981 2,829,966 87.7 
Aitiustraptstert GV iiccquagis «tense ncssones 1,150,696 929,866 80.8 
AGtouiabii tee Dice Geasdccsewcanscce ces 243,546 169,186 69.5 
Liability Other Than Auto: CF: D.)...........% 122,249 45, 37.6 
REY tric. oo rasta reacts bid ee ree ee eaenunes 821,286 256,254 31.2 
SO Oar ib sve Mactcpiens co nieta ee Seeane Ae anwins os eee 62,552 31,756 50.8 
Ga fie 6s anther tcierdi ccs s/o Hganiees ooeiedloi ald owcio nena 114,658 65,796 57.4 
LOA aswscdins cvkeswnsvieres $23,783,985 $14,137,434 59.4% 
Cosmopolitan Mutual : 
Group Accident : PRCA a cscs + ccawnedcnadees $1,367,461 $1,265,050 92.5% 
Widriemettic Compe: 6. 6s. gckilie oinsieess.canaes 5,630,962 2,563,418 45.5 
Liability Other Than AUS, T.) x ccinciccse « 2,978,512 1,404,062 47.1 
GO Llapite (CER) lolescc bate sccdcutas secu 2,423,848 1,188,562 49.0 
POU AADIEG OR OE) so x ao chee d ccs oe sence 667,349 296,516 H4 
Liability Other Than Auto (P. D.).......... 148,277 59,615 34.1 
ROS ie are Se cr saad osre acacia Cw ac wreleinerese ate 250,280 131,069 52.4 
BReRIAGY ANG PORES «sa ciisc ho disescceeseanans 47,975 41,573 86.7 
Peomeowners VN St ©) ..o00 5 O202 Es oo bcc cccautnae 21,530 10,065 46.7 
REVERE <5 ESE BE oes. Sa csra ceasiatona $13,536,194 $6,959,930 51.4% 
Dubuque Fire & Marine 
Liability Other Than Auto (B. I.).......... $159 . eee ee Ne 
AGto Eiabtitte BOE Es) occ s chives occosidetaeaers 5 Boni Pee 
Pitta Lrapiity Cb ey ac dob cub os coo deertionts 4 Jane 
IGRI ood ceo ee ode oncc.s tana Saiains sees eaas 5 haat 
BUGRtALY ANG ORO Sock ede els cade ca euenes 90 sae 
FIORICOWNEES CE. o6cc0 hd blod ees 6 os dae 12,783 4,495 35.2 
ROA wie ses sk eee $13,046 $4,495 %o 
Eagle Star 
Liability Other Than Auto (B. I.).......... $21,488 —$A4,757 % 
Liability: Other: Than Auto: 6B: D-y. 33.2.4... 5,885 3,667 62.3 
Homeowners «Nie Pe. 56... sc caren ce citemtar ere 212 30 14.1 
ROtaly. So 28h fs... wes pee $27,585 —$41,060 % 
Empire Mutual of New York 
Group Accident & Health. .2/.5.5......000000. $112,405 71,644 63.7% 
Workmen's Comal «. f5..56 Suess coc ot woamrenie 1,788,299 1,193,933 66.8 
Liability Other Than Tot ta! {a © eae 996,726 615,530 61.8 
Paton EaDUlty | Cire a Oe oa dado + o.c.00.e ccnrereresrere 7,694,268 4,502,863 58.5 
Aistoulsabrity= Crs): co cece ceietediic cs once 1,798,079 892,766 49.7 
Liability Other Than Auto (P. D.).......... 31,723 12,702 40.0 
GGRSE oo tee Sucide ta euae ease hard He awe sews 27,172 11,620 42.8 
Stamttory Atitol BFP is6 cds aicnccssessnusawc 2,206,746 1,479,021 67.0 
Siete y ee I) a ailiis © i Spiga Serie Salen dante diese 441,455 196,282 44.5 
ERCHII@OURIELS IME Eo ois alee cgoteieie « «ux o 0 blesalelcresa 13,496 2,712 20.1 
ROU ert radnde chews fucecks $15,110,369 $8,979,073 59.4% 
(Continued on Page 20) 











Members New York Stock Exchange 


SHELBY CULLOM DavIs &« Co. 





Underwriters and Dealers in 
INSURANCE STOCKS 
CORPORATE & MUNICIPAL BONDS 


Oldest Specialists (with Predecessor Firm) in Insurance 
Stocks. Serving Dealers and Institutions since 1927. 





116 JOHN STREET, NEW YORK 38, N. Y. 
Telephone BEekman 3-0626 © Teletype NY 1-384 
‘CIN THE HEART OF THE INSURANCE DISTRICT’? 

























































1933 - - = 1958 


Tuenty-Fifth Anniversary 


INLAND MARINE 
BOILER & MACHINERY 





FIRE - CASUALTY 
HOMEOWNERS 


















EIFERT, FRENCH & COMPANY 


INCORPORATED 
parent Underwriters 
51 EAST 42nd ST., NEW YORK 17 





MUrray Hill 2-7010 
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Earned Losses Loss 
Company Premiums Inc Ratio 
Employers’ Fire 
Accident only (Individual). .................. $198 ee .-% 
Accident & Health (Individual).............. 1,407 bes gis 
Hospital & Medical Expense (Individual).... 343 127 37.0 
Group Accident & Tlealth..........<.0500.0.0%0: 1,208 1,338 110.7 
PIED BRD, nc 3 een an ese sb cewsesuecus 24,426 14,310 58.6 
Liability Other Than Auto (B. [.).......... 34,603 11,392 32.9 
Reates Deotenty CE. Foc cnewcvecevdesesasene 108,813 71,266 65.5 
Aeris mnie. TOe. OD oo sen ca ceudexaseenoe se 37,568 19,521 52.0 
Liability Other Than Jane TPAD. i cca cune 28,875 25,291 87.6 
RENE Free re Pe cr es hie Caio ewe eemees 1,519 7,498 493.5 
MEI LCEE CEO CLE Docu ee tee esas obeo ese pene 11,841 —100 —8 
RN eo recy he sn oie bk Sa aoa aaw bb eee S Fees 3,995 830 20.8 
NE MANNA TE GAPE 55. 66d Sona bbe Soe news se b\s 13,514 5,425 40.1 
Botler and Machinery. ........00.0000s0c000%0% 2725 776 28.5 
oe SST! il epee ee eee 16,454 —207 —1.3 
Hipmsmowmers ML Poo. cos cock sie owencscec cee 153,006 42,412 27.7 
"TTS (ERG Sar ty earner egret $440,495 $199,879 45.4% 
Employers’ Liability 
Accident only (Individual).................. $51,586 $14,776 28.6% 
Accident & Health (Individual)............. 84,285 9,382 11.1 
Hospital & Medical Expense (Individual).... 28,290 11,204 39.6 
Group Accident & Health... ..........006s00000 256,347 156,648 61.1 
Ry OPM 6 AMID. eo Seis boo 5o cedars des awses ccs 2,102,975 866,365 41.2 
Liability Other Than Auto (B. I.).......... 1,811,791 721,975 39.8 
Auto Liability (B. AY Pe Ts. eR ee 2,010,928 1,428,183 71.1 
PRR TARIMULY, CE. DID sino cde arnsaen Scere 560,027 313,326 55.9 
Liability Other Than a (Cie Ly Rees ee 334,304 302,642 90.5 
on SSRN RO os pry fe Oe Sa nt. eee 133,166 89,519 67.2 
ED fees A eral saree 161,032 100,137 62.2 
TOR Pee eae Coe hae ea eae tee Fe 90,761 35,470 39.1 
RAC OG CN oi os vi cchecanpoeesscclecs ss 166,953 74,043 44.3 
ee Vn a a a a a 158,787 13,973 8.8 
LUPNINEMR ANCIENT a le ease tees 186,561 8,670 4.6 
By a Eg SSIS Get Spear tee Sing a aiepigraree Pr 86,494 27,886 bt Aa 
BUM a cube AS hon cino ces $8,224,287 $4,174,199 50.8% 
Employers Mutual Liability of Wisconsin 
Group Accident & Health. .................. $1,461,124 $1,225,595 83.9% 
Na Oo co nen asa ox cbau dss 9,287,457 4,296,127 46.3 
Liability Other Ris re Cia Bt es 4,601,722 2,601,692 56.5 
a?) 2 ree 1,501,411 1,671,740 111.3 
eS ae Se eee 515,284 339,167 65.8 
Liability Other Than Auto (P. D.).......... 498,593 328,938 66.0 
MEN, Goons SMe to Lele MALLE cad nie ais 142,902 102,898 72.0 
PDE REG ctcc ee Deets soak ERE wae okwwsen 13,947 9,352 67.1 
MSIE Y: AU TACIT, 6s dss 44 cle in aiseiowsinwies 53,063 47,760 90.0 
BUN Gh oR ceca cuss $18,075,503 $10,623,269 58.8% 
Excelsior of New York 
Liability Other Than Auto (P. D.).......... $5,559 $3,346 60.2% 
NGG SEE e ais eoss se ooh ee esses ke he cek 111 11 9.9 
riety A TENE 5. s cucacieiocueSnceseuee 2,428 964 39.7 
PIES et ee oe net ak tee oe eee eee 85,729 23,529 27.4 
MUN ec ORO ee cases $93,827 27,850 29.7% 
Factory Mutual Liability 
Liability Other Than Auto (B. L.).......... $48,084 $12,270 25.5% 
AIG aaiity £55) 95)... 3.5 60S Be bes cece ssctec 2,788,838 1,309,809 47.0 
rt oe Li ead, | Sh. Ce ar 755,778 384,447 50.9 
Paty SY APT sos os oisns ws bios onc sne he 30,030 7,557 25.2 
11 or) Sa ay See ea ne eee $3,622,730 $1,714,083 47.3% 
& a) 





Insvrance 


Offices of 


Hall SERVICE 


& 
Henshaw 


ae 








NEWARK, N. J. 





THE SIGN 


ALL FORMS OF INSURANCE— 
WORLDWIDE 
10 PLATT STREET, NEW YORK 38, N. Y. 


MONTREAL, CANADA 
HAVANA, CUBA 


Member New York City Agents Association, Inc. 








Company 


Exchange Mutual Indemnity 


Workmen’s Comp. 
Liability Other Than Auto (B. I.).......... 
Auto Liability (B. I 
ieee CTA SUT” (bebe. Cer qe nee any eee 
Lianility Other Than Auto) (P. D)).......... 
Statutory Disability Benefits................ 


oy ee 


Farm Family Mutual 


Liability Other Than Auto (B. I.).......... 
PSIEO MAGUEY, NG. F's os iseu cs eoiweawaesnsess 
Pigtti WAAC AO EDD 5 5 a aislan leo Bisin wie os a Ss aie 
Liability Other Than Auto (P. D.).......... 


Federal Insurance Company 


Accident only (individual).............0.000% 
Workmen’s Comp. 
Liability Other Than Auto (B. I.).......... 
rete ES NITES (bak) Bm aC rr 
PASSED ARUN NLE, RE, DD oa inleroiewiaigivia se win'e evens 
Liability Other Than Auto (P. D.).......... 
OMEN, cain coisas swiss ase ss Ss Siop eee elentee 


ed 


Burglary and Theft..........cccccscecceceees 
RSsUseeMDNON CAN INN UE Arcs 6:5 Gos SGA wise a SOs eere:e~s 


Federated Mutual Implement 
Group ACcIGent Be TIGA, .. wos eclccccaee 
Workmen’s Comp. 
Auto Liability (B. 
Auto Liability (P. 


Fidelity & Deposit 

Liability Other Than Auto (B. I.) 
Fidelity 
Surety 
Glass 

RBARPEUOT ANNA AMRETGS 5 o'50 5 55 en's sis w save Seles 
Personal Property Ploater..... ..0)..:cc00cccis'ses 
Homeowners M. P 


ee 


Fireman’s Fund Insurance Group 


Accitent ily TmdiviGtal) ....cc2200. ssc ecee 
Accident & Health (Individual).............. 
Hospital & Medical Expense (Individual).... 
Group Accident ®& THealth.... 2.0.60 sec 
Non-Canc. Accident & Health............... 
Workmen’s Comp. 
Liability Other Than Auto (B. I.) 
uliep. Eric tie ge. (a 6 aay een aa aaa 
Auto Liability (P. D.) 
Liability Other Than Ante (P. 


Burglary and Theft.............-.0.-000s000- 
Commercial M. 
PEDBOWIIETS ON. las occ csiesemoawewsa sce vases 


Founders’ Insurance Co. 

Liability Other Than Auto (B. I.).......... 
Pett Many es, Madre icle obra ees a0 oh 
Auto Liability (P. D 

Liability Other Than Auto (P. D.).......... 
Fidelity 
Surety 
Glass 


TOLrereEeV seer epeeere er erere nee err ee ee 
C006 ODO nO 5.90020 0000600000 689640 b 0 2 a6. 0:8 


CO OSS SEDO DOD CO Vien thOOhe O08) 0826 85.060 


MORIN D sions vw asc ee GAN ew owe 


Fulton Insurance Co. 


Group Accident a. TISAI os sje cdc cdoeee oe 
Workmen’s Comp. 
Liability Other Than Auto (B. [.).......... 
POE UIE, AOS. 1) os 054.0 ys 50's vier d 0 vie 0s 600 0 
Ps AGILE Me I), oes wioiee as Serer wise sca 
Liability Orher Than Aitto (P. D))..... 6.3... 


ee 


Burglary OE ie ie eatin eit 
Commercial 
RRCTAE NS I 0 io sels Send on see ga hevease 


2 


: zl (Continued on Page 22) 





























Earned Losses 
Premiums Inc 
$715,318 $261,924 
228,392 79,358 
1,339,294 1,073,853 
422,633 247,066 
48,157 15,201 
41,798 35,115 
$2,795,592 $1,712,517 
$44,712 $16,104 
130,311 32,471 
53,452 26,125 
24 Nia’ 
$228,499 $74,700 
$97,171 $54,649 
860,864 504,051 
1,091,871 236,293 
3,013,622 2,077,685 
99,486 462,518 
86,747 20,959 
1,249,517 595,360 
693,939 —16,855 
51,440 21,049 
467,818 144,605 
30,245 901 
564,428 617,412 
$9,007,148 $4,718,627 
$12,555 $7,363 
om 96 
6 
89 

$12,650 $7,459 
$5,707 $1,143 
821,959 509,114 
1,199,185 1,416,257 

112,209 64,48 
486,884 165,190 
78,834 28,234 
15,324 11,511 
$2,720,102 $2,195,930 
$171,576 $37,623 
744,520 354,495 
13,978 5,590 
875,007 671,003 
76,376 11,419 
2,136,332 1,002,132 
1,774,904 2,031,226 
5,931,767 4,453,039 
1,709,198 1,248,627 
205,119 106,011 
970,404 610,217 
1,106,146 —37,008 
214,013 119,552 
1,101,143 420,116 
312,865 213,203 
395,724 183,817 
$17,739,072 $11,431,062 
$68,721 $35,262 
198,430 210,500 
47,056 28,243 
5,198 —4,734 
253 Sites 
—50 ioe, 
16,686 9,899 
65,100 34,934 
$401,394 $314,104 
$4,765 $3,260 
61,366 53,096 
91,184 38,768 
345,839 318,969 
95,817 73,756 
7,966 6,212 
1,827 26 
34,828 2,299 
7,368 3,206 
13,110 7,126 
547 347 
157,425 67,966 
$822,042 $575,031 





Loss 
Ratio 


36.0% 
24.9 
48.9 


32.7% 


56.2% 
58.6 





59 % 


20.0% 


70.0% 

























24.9 


% 


59.0% 


20.0% 
61.9 
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0.0% 











FHE EASTERN UNDERWRITER—CASUALTY-SURETY PRODUCTION & SALES EDITION 





Page 21 





June 20, 1958 





Big Key Man Sale Won 
Top Honor for Murphy 


AETNA’S 1957 LEADER IN A, & H. 

Washington, D. C. Agent Turned in 

$9,763 in Premiums, Most of Which 
Was from Single KMA Case 





Top producer in the Aetna A. & H. 
Leaders Club for 1957 was J. B. Murphy, 
Aetna Casualty agent in Washington, 
D. C. who turned in a remarkable score 
of $9,763 in premiums, most of which 
came from a single large key man acci- 


Left to right—J. B. Murphy, Paul A. 
Devlin and Payson B. Langley. 


dent sale. Recognition was given to Mr. 
Murphy in “The Aetna-izer’ for April. 
He was pictured with Field Representa- 
tive Paul A. Devlin and Payson B. 
Langley, superintendent of the agency 
department in the Washington office. 

Interestingly, Mr. Murphy’s KMA sale 
was made to a customer for whom two 
other agents had refused to write a $16 
compensation policy a few years ago. 
Agent Murphy wrote the policy, and 
when the firm moved its main office to 
Washington the local exposure took on 
large proportions. 

Among other coverages, Mr. Murphy 
sold the principal manager an_ Ideal 
accident policy. This man was so.pleased 
with the presentation and the coverage, 
that his interest was easily developed 
in a KMA_ plan for key employes 
throughout the country. 

After a year of discussion, the sub- 
mission of several alternate plans, and 
a great deal of work by Agent Murphy 
and Al Reese of the Aetna underwriting 
department, the giant KMA plan was 
put underway 





News Publicity Helps to 


Sell Dishonesty Insurance 
lf publicity helps to sell insurance 
Protection, dishonesty coverage should 
be almost selling itself nowadays, says 
The Travelers in its “Protection” maga- 
zine. Within recent months a number 
of the nation’s leading publications, in- 
cluding “Fortune,” “Newsweek” and 
“The New York Times,” have featured 
articles concerning the rapid increase in 
dishonesty among employes. Comment- 
Ing on them The Travelers says: 
“While all these articles abound in 
Stories of audacious and often ingenious 
raseality, none contains a figure on the 
extent of employe dishonesty. The rea- 
son is, of course, that there’s just no way 
Ol arriving at such a figure, For one 
thing, the number of thefts and em- 
bezzlements by employes can never be 
‘nown because so many go undiscovered. 
For another, many defalcations are never 
publicized, (Employers frequently keep 
mum’ regarding their losses because of 
dread of adverse publicity; fear of loss 
“es credit; compassion for the families 
of black sheep; and many other personal 
reasons.) But even the most conserva- 
tive estimates of the extent of employe 


oy are little less than stagger- 


Fortune,” for example, estimated that 


fidelity insurance losses climbed 250% 
from 1946-56 while insurance -in force 
climbed about 70%. “Newsweek” noted 
that trusted office employes made off 
with $500 million last year—at the very 
lowest estimate. : 


Quoting from “Newsweek” The Trav- 
elers says that no underwriter of fidelity 
bonds could voice’a stronger sales point 
than that magazine’s statement that 
“only one company in five carries any 
insurance at all against losses due to 
employe dishonesty . . . despite the fact 
that in recent years the opportunity and 
temptation to steal have greatly in- 
creased as firms grew bigger, with more 
money circulating through them.” 


Booklet for Producers on 


Special Risk Coverages 

Leo B. Menner & Co., London Lloyd’s 
representatives, has issued its advanced 
1959 edition of special risk coverages for 
producers in booklet form. The firm is 
located at 141 West Jackson Boulevard, 
Chicago. 

This analysis is well detailed, according 
to Leo B. Menner, president. “It pro- 
vides agents and brokers with a practical 
up-to-the-minute, sales tool which can 
be used in determining proper coverages 
for both individual and commercial 
risks,” he said. 


Hartford’s New Plan 


(Continued from Page 15) 


eliminates the agency’s flat cancellation 
or “not taken” problem. 

Each insured is furnished with a 
coupon book containing a_ separate 
coupon for each payment on which is 
shown the amount of the payment, the 
due date, the account number and the 
address to which the payments are to be 
sent. He merely attaches the appropriate 
coupon to his payment and forwards it 
to the address shown and the payment is 
credited to his account. 





A=TNA CASUALTY 


AND SURETY COMPANY 


Affiliated with ATNA LIFE INSURANCE COMPANY ¢ STANDARD FIRE INSURANCE COMPANY 
Hartford 15, Connecticut 


ALL FORMS OF CASUALTY, BONDING, FIRE 


e 

Agency 
§ Building 
iE is our 


» Business 


AND MARINE PROTECTION 
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e e © e 
New York State Experience Fifteen Leading Mutual Companies 
(Continued from Page 20) fe * 
In 1957 New York State Writings 
Earned Losses Loss 
Company Premiums Incurred Ratio Earned Losses Loss 
eld Ane Qiene Company Premiums Incurred Ratio | 
Accident only (Individual).................4. $112,409 $61,256 54.5% Liberty Mutual ......................eeeeee $ 50,623,080 $ 38,315,943 75.7% 
poe = oe eee as ae “4 ie, hers ae Lumbermens Mutual Casualty............... 24,228,284 14,372,482 59.3 | 
ospital & Medical Expense (Individual).... 174,25 R * fees | SS 18.07 623,2 
Group Accident & Health...............00005 229,734 173,181 EN ee ee Seep rk sellers - oe 
W orkmen’ s Comp. is eyes Pe 0 Gren in ra ee ea 1,237,299 590,039 47.7 vcr lutual ie 'g is Baie rele ed ewe bb we ee oe 6 O89 ee 17,840,527 9,100, 32 51.0 
Liability Other Phan aes as ee 1,512,010 592,211 39.2 PURI PRIMED, wos os esi occ vee cece ewes 15,660,972 8,262,113 52.8 
Auto Liability (SIRO. hee en Conws eke s 9,374,429 5,778,941 61.7 Empire Mutual Insurance.................... 15,110,369 8,979,073 59.4 
Auto Liability (P. D) we teeee sree 2,755,089 a a Merchants Mutual Insurance.............-.. 14,180,430 7,331,537 51.7 
ee SS ER: a AE AND nnn 20» —~Aet ee 278 Cosmopolitan Mutual Insurance.............. 13,536,194 6,959,930 514 | 
i a a een ne 93,284 33,772 36.2 Public Service Mutual.....................-.. 11,699,381 6,227,895 53.2 
Burglary and Theft.................-ssseeeee 203,300 63,637 31.3 American Mutual Liability.................. 11,422,741 7,257,844 63.5 
Boiler and Machinery..........-+++++++++00: 5,467 vee wees Consolidated Mutual ..................00000: 10,532,399 5,129,224 48.7 
SRT ORES Seer Soc cota kon teneuesans « 248,095 72,215 29.1 Greater New York Mutual...............--:: 9,412,234 4,831,186 513 
OURS se lela $16,249,243 $9,339,402 57.5% Security Mutual Insurance.................. 8,276,100 4,381,465 52.9 
Michigan Mutual Liability.................. 8,204,624 4,463,883 54.4 
General Fire And Casualty of New York National Grange Mutual Liability............ 7,922,832 4,333,985 54.7 
Group Accident & Health..............00000- $35,638 $19,641 55.1%  * Embraces Principally Casualty Lines Written 
Wilkiiererenere St. Gok cashes so cassencace..- 834,104 444,028 53.2 
Liability Other Than Auto (B. I.).......... 427,567 232,604 54.4 
Auto Liability Pe ROR a oak ce ah ees ~ « 2,631,727 2,615,556 99.4 Earned Losses Loss 
PS EES ME BD Dose cose kesie so ciepeewes 750,052 398,320 53.1 Company Premiums Incurred Ratio 
Liability Other Than Auto (P. D.).......... 43,451 16,377 37.7 
| . SRE orks ae ee 491 36 7.3 General of America 
Stn MAWSON SS. Noe oc oc sk ecemesc 1,589,604 1,308,177 82.3 Se ei te CC i eee ee $2,939 <1 ‘ 
peters Auge PD) yoo 5 ocak vescsnscapes 317,792 104,614 32.9 Liability Other Than MUtO AB) 1). s250.0Gs 69,708 25,974 37.3 
CONGRAETE AA CONC OE oo enn de wceesuenesoshese waees 20 ee Lee Auto Liability (B. I.).............eesceecees 179,009 119,013 66.5 
FREES CUR. ©. oc eesac seus cose xe lasesee 2,466 970 39.3 PA DA Hs BPD cin se vcantes ovncseesers 55,850 29,680 53.1 
Liability Other Than Auto (P. D.).......... 4,959 6,859 13.8 
OER ES eee rre $6,632,912 $5,140,323 ie AE Dian ee SO GLI 8 ven’ 
IRI oe ese aks oiler ui ornine ee Oba eens 199 aatele 
SEH So ccuic cise h tes k ER BO utes oh osaiesaees 6,359 2,250 ae 
_ Creed ; Burglary and Theft...........s...scccsecesse 11,175 4634 354 
Group Accident & Health.................... $57,600 $27,074 wa Memmowners BE, PB... 6.6. s.scecenesacecsese. 145,049 61,397 42.3 
Workmen’s Comp. ............-2.seeceeceees 1,300,637 697,355 53.6 
Liability Other Than Auto (B. L.).......... 357,224 317,862 61.0 PE oats ae Oe ee $472,316 $252,746 53.5% 
Asito UWanliliig. 1ise Bless ke Ss wk Senvae cases 1,566,207 922,336 58.9 
Ante Teity 400 ess oe. oS haok teesces wae 532,379 279,707 52:5 Dinse Mule Goon 
° ee ’ Pp ° 
Lanbiity Other Than Amto (P.-D.).......... 66,811 38,587 578 Accident only (Individual)...........00..00. $169,178 $83,090 49.1% 
2 Accident & Health (Individual).............. 16,405 7,449 5. 
FI on nn schon sabinnneeehoe $3,880,858 $2,282,921 588% Group Accident & Health...............00.0- 219,808 109,851 50.0 
UN she ti © Ci | ie eee rea 1,538,830 584,025 38.0 
| baability ‘Other Than Auto. (B. [.).......... 2,124,212 901,823 42.5 
PASTE) AMANWLAEY, AS SND scot os. o's.d:oraie esos Sees 5,139,547 3,423,756 66.6 
eT Foye, fori Fier ( ia Cy ae 1,478,550 810,597 54.8 P 
Liability Other Than Auto (P. D.).......... 161,981 47,536 29.3 
MNEs ios nico occ eo Ow side wis waleues vials 95,538 13,971 14.6 
STR tee ie Pad See ois oes aa ae eet aie las oly 287,347 17,607 6.1 
. 0 a a SRE ar eee ene 158,397 68,699 43.4 * 
toneer SP ity MAN. ANNIE. ciow.c cs 50s0s% oe ss ses aeeale 258,982 78,934 30.5 
Be Ce lie, a. a a Bee rae er 3,481 126 3.6 
PANU IAC S ois 5 eins ie sntes ooo So awe ne oeas 591,973 217,904 36.8 
9 . 4 
of Lawyers Since July : 1945, thousands MMSE Geko axe eset ee wale $12,244,229 $6,365,368 52.0% 
f iCi i Grain Dealers Mutual 
of policies protecting many of Liability Other Than Auto (B, 1).......... $7,942 $2,090 26.3% 
’ ° AVM ECENIEY ROS oD coe. ss ot vcewe vsuicsee's 254,979 124,353 48. 
Ps 5 ey the country’s leading lawyers “egy a a semper ene 74,315 42,490 57.2 
dl S h ° Liability Other Than Auto (P. D.).......... 168 12 7.0 
an aw ftirms nave been writ- ee eee es eee 322 407 126.4 
; NG PIDTY ANG PAMERG. 0164 ts ioe snissnwealdfies esse 770 250 32.4 
f’. b; fy ten by this Company. For _— 
CAOLLLLY : a | ae Sane $338,496 $169,602 50.1% 
claim and underwriting know- 
Grange ae Federation 2% 
how based on mor h 4, BUMP RIATY A EMOTES 5s. code ccessh scapes scan $22,910 $731 3.2% 
_ eden ae a 
eration of experience, consult 2 Se ROUEN CPOL AIS. re ean OE $22,910 $731 3.2% 
° Great American Indemnity 
your local agent. Professional Accident only (Individual).................. $27,771 $16,164 58.2% 
Accident & Health (Individual).............. 8,019 5,576 69.5 
protection with New Amster- Hospital & Medical Expense (Individual)... 115,776 60,695 52.4 
d stage og on Oo ie eae eres yond gh aa oT 
am means a person i Liability Other Than Auto (B. I.).......... 2,257,446 847,404 7. 
Pp al, private, Auto Liability @. A) eeaeeereeesseanenes 4'810,259 3,630,380 735 
: : . Butta Sacinitw he. 099) 5 .ccctasseats coe kona 1,356,951 867,663 63. 
confidential relationship. Liability Other Than Auto (P. D).......... 114,674 55,506 48.4 
ENTIRE THRE es ee ne ee Tere 58,005 146,031 251.8 
—— ee ee ea 121,080 68 A 
ESS ee 25a A ene 186,256 82,432 44.3 
RN 196,609 60,128 30.6 
DI Tis Bins sts siiee cn dinestvsecescsien 10,144 5,944 58.6 
BALTIMORE NEW YORK MOAN he cow Dsus dae etiewaticwe ue $10,865,186 $6,955,092 64.0% 
Guarantee Co. of North America 
SN. G54 Shas CRs eae nee ccerRNeDeenevies $40,829 $6,673 16.3% 
628 ee Heit 





Pe 





Ee eee ee $41,457 $6,673 «16.1% 
(Continued on Page 25) 
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Scotty Campbell is Fs's claims attorney in Philadelphia. But 
he also rates as a top-flight salesman, for he personally has been 
responsible for selling a lot of people on FaD protection. He does 
it simply by the way he handles claims—prompftly, fairly and intelli- 
gently. That kind of treatment wins friends—and customers—for 
FD agents. You'll find men like Scotty in every one of FaD’s claim 
offices. They’re proud of Fs&D’s fine claim-settling reputation, and 
pledged to uphold it. They're another good reason why F&D is good 


to do business with. 








Fidelity and Deposit Company 


Bonding and Insurance Baltimore, Maryland 
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How's Your Telephone Etiquette ? 


By Donatp Ciinton Power 
President, General Telephéne Corp. 


The following teresting and timely article is reproduced from “The Mary- 


lander,” published by the Maryland Casualty Co. 


Our motivation in featuring 


Mr. Power’s many “telephone etiquette” suggestions is to do our bit in improving 
the techniques in everyday communications. 


Ever realize that you can be your own 
public relations man? Well, you 
When someone calls you on the 
you 


top 
can! 
phone, as far as he’s concerned, 
are the agency. When you talk, it’s the 
agency talking. And if you sound cheer- 
ful, clear and interested, his attitude 
toward the agency will be a good one. 

Below are a few helpful “do’s and 
don'ts.” After reading them carefully, 
if you decide your telephone etiquette 
is perfect, congratulations. If not, way 
not try to improve? Your telephone 
etiquette, after all, is sometimes the only 
way people can judge you—and their 
favorable judgment can mean dollars and 
cents to you and your agency. So let’s 
talk business. 


Grab That Phone! 


Grab that phone. Nobody likes to be 
kept waiting—especially on the tele- 
phone. So answer yours promptly. If 
you can’t, explain the delay and apolo- 
gize for it. Your caller may have good 
news Or an important message for you, 
and he may not have time to wait. Never 
have your secretary call someone for you 
and then keep that person waiting until 
you're ready to speak to him. His time 
is valuable too. 

Be easy to trace. When you leave 
your office for any length of time, don’t 
keep your absence a secret. Someone 
may call for information which only 
you can give. So let it be known where 
you can be reached, how long you'll be 
there, and when you'll be back. That 
way, if someone calls, whoever answers 
won’t have to embark on an office-to- 
office manhunt..-Time is money, so when 
you leave, leave word. 


See Yourself as Others Hear You 


See yourself as others hear you. Ever 
stop to wonder how you'd sound if you 
could call yourself? You’d find your 
speech has four important characteris- 
tics: cheerfulness, distinctness, loudness, 
and speed. 

Talk normally. Some  people—you 
probably know one or two—try to change 
their personalities when they pick up a 
receiver. Some roar like a bull moose 
paging its mate. Others whisper as 
though their message were a deep dark 
secret. Still others try to sound sophis- 
ticated ... or mechanical... or cute... 
or like a “big shot.” But did you ever 
notice how real “big shots” talk? They’re 
as clear and as simple as can be. 

The best “telephone voice” is your 
own. So be natural. It’s easier, simpler, 
better business. 

Tell the world who you are. If you 
want to save time, and sound business- 
like too, tell your caller right off the 


bat who you are. “Jones Insurance 
Agency, Bob Jones speaking,” sounds 
efficient, saves your time and _ your 


caller’s. “Yes” or “hello” means nothing. 
If you answer someone else’s telephone, 
“Mr. Gaffney’s wire, Miss Jay speaking,” 
makes everything clear. 


Don’t Kick a Caller Around! 


Don’t kick a caller around. Nothing 
is more irritating than “the telephone 
run-around”’—being kicked from one ex- 
tension to another. When you get a call, 
handle it if you can. If you can’t, tell 
the caller you'll transfer him to the 
right party. Then do it—with all the 
promptness and care you would expect 
of someone else. It’s worthwhile treat- 
ing all calls as important. Most of them 
are. 

Find out who. If you answer some- 
one else’s phone and the caller doesn’t 


identify himself, try to find out tact- 
fully who he is. Don’t, of course, bark, 
“Who are you?” He may be an im- 
portant client, and you'll find out! A 
better way is to ask, “May I tell him 
who's calling, please?” or “May I have 
him call you?” And don’t put down the 
telephone until you’re sure the conver- 
sation is over; the caller may want to 
talk to someone else. 


What was that crack? You wouldn’t 
think of slamming the door when a visi- 
tor leaves your home. Give your tele- 
phone caller the same courtesy. At the 
end of the call, ‘hang up gently. Don’t 
bang the receiver so your caller gets 
a sharp crack in his ear. Next time 
he may get even with you. 


Don’t Trust to Memory 


Don’t trust to memory. If there’s a 
message, write it down. Even if there’s 
no message, make a note of who called 
and at what time. If the caller would 
like his call returned, be sure to get 
his name and number accurately. Your 
handling of phone messages is a mark 
of your efficiency. 

It’s all in the way you call. There is 
always the chance that the person you're 
calling may be very busy. So to save 
your time and his, identify yourself 
quickly and state your business. Be 
cordial, but be informative and business- 
like. Incidently, never try to fool an 
operator or a secretary into thinking 
you're a personal friend of Mr. Whatzit 
if you’re not. You may get away with 
it once, but the next time, watch out! 


Wrong Number? 


Wrong number? Nobody enjoys an- 
swering or calling wrong numbers, and 
there’s a very simple way to avoid them. 
Pronounce the number you want dis- 
tinctly, and dial carefully. Always look 
up doubtful numbers in your directory. 
Or get a handy little booklet in which 
to list often-called names and telephone 
numbers. 

If a wrong number does happen, give 
the other:fellow a break. Refrain from 


slamming the receiver with a curt 
“Wrong number!” Instead, say, “Sorry, 
no Mr. Pofnik here. Are you calling 
Orchard 6-9999?” This is not only more 
courteous, but you won't get another 
call asking for Mr. Pofnik. 

If you’re the caller and the voice at 
the other end sounds strange, ask pleas- 
antly, “Is this Orchard 6-9999?” If not, 
apologize briefly and recheck your 
directory. 

People are proud. Most people are 
like the rest of us—in love with their 
own names and titles. So where you 
can, use them frequently. “Professor,” 
“Colonel,” “Doctor,’—even the simple 
“Mr.” or “Mrs.” followed by the name, 
is sweet music to their ears. 

Try to interweave titles generously 
with other expressions of courtesy and 
respect: “Thank you.” “Sorry.” “T beg 
your pardon.” 

Unless you're calling to foreclose the 
mortgage or borrow $50, you can’t miss 
having your call remembered pleasantly 
And pleasant association—good will is 
another name for it—is the cornerstone 
of good business. 








What people say behind your back is 
your standing in the community. 


—Ed Howe 
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JAFFE AGENCY, INC., INSURANCE UNDERWRITERS 


45 JOHN STREET, NEW YORK 38, N. Y. 
BArclay 7-8900 


e INLAND AND OCEAN MARINE 
AUTOMOBILE e¢ LIABILITY © COMPENSATION e DISABILITY 


e BONDS e 
e LIFE 


The long-standing relationships we’ve had with 
our hundreds of brokers are based on mutual con- 
fidence and cooperation. We feel they are worthy 
of the best, including top service and efficiency 
. . . and the finest underwriting facilities it is 


Consequently, brokers look upon us as friends as 
well as business associates—with whom they can 
exchange ideas and information, no matter what 
premium is involved at the moment. 


We profit from these relationships . . . and so do 
our brokers. Look in on us first chance you get, 


WATER e¢ BOILER AND MACHINERY 
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New York State Experience 


(Continued from Page 22) 


Company 


Great American Insurance Co. 
Accident only. (individual)... 2.0... 002.20 
Liability Other Than Auto (B. I.).......... 
IV ope Geo YC Cag Bb A ee eee 
ANit@ AAO RR IE AIDE) iso Sie sieeve ss 'o00,0.0.5:0/0)0.6.0 
NAGS. aie eee erin oo ose ets WIS 0 oo 8 ele arelera a. 
PSUR IAEN, AU NO os ete obo hicls 5s 6:2 ai 000:6:0-0.0. 
Commercial 
HOIHEC WHERE hie... s Rees cabllae so eee nee es 


SCO CHCHRSEHEC ZOD OH CHCOC OCHO H CE EOC 


Greater New York Mutual 


TW cs GAARA SOMMER tas accra wierratoe Ouray is ois cis ers 
liability Other Than Anto (B. [)........... 
Liability Other Than Auto (P. D.).......... 
Statutory Disability Benefits................ 


Government Employees Insurance 


Liability Other Than Auto (B. I.).......... 
VEO: Ty LUIS. Ue) s cic. ser ars acdic oicieis stele o\e's 
AGG WIA CE, WD ysis s oelcleccss 0019.9 a's 40:9 


Halifax Insurance Co. of Massachusetts 


Accident only (Individual)................... 
Accident & Health (Individual)............. 
Hospital & Medical Expense (Individual).... 
Group Accident & Teall. cs3:0....:6 0:05 2:0 0:00:00 
WV OF INIOH Ss SOUND, 05 ooo sree sitions SOIR sGidiwioe =, 
Liability Other Than Auto (B. I.).......... 
ARCO: TEM EtEy, MUI) oo fons vps 0 ose once siajescinie.s 
Fai (hei byt a iat (Ga! 0 2) aA ae ae 
Liability Other Than Auto (P. D.).......... 
CLE rice ee Soe IO ROC Oo 
BUR RIACY ANG Due oi sis sisasiclsa% Ses Sardaies-necece 
Boiler and MACIINOEY ss... 5 hoe we ae eesicee’s 


SEARS hcike Ss 5 asin a Sumiae.oaw 


Hardware Mutual Casualty 
Accident only (Individual)................... 
Hospital & Medical Expense (Individual).... 
STOUD ACCIGENE Gb ea CUNOING 6502550506440 6 0:0 0 0:6 00's 
IN OP AIIM Bs CORSE aro Gio icicle) seh sisic/eis:6% sows o's hos 
Liability Other Than Auto (B. I.)............ 
Jit Coe Ore EC «ee ©) a 
fat Vtg byt ley \ 2 (coy D2) On OA Oe a eee 
Liability Other Than Auto (P. D.)............ 


RORESS So v.cesic MUR a cron athe Lares ams 


Hartford Accident & Indemnity 
ROCIV CHINO Mantis Ga cioinnrieaiviate rooeinaratins 
IBCAIE: chelates totem clea nee aeNGITN Chala akiow 6 
Hospital & Medical Expensé..............00¢ 
Group Accident & Health...............s008: 
| CORRE ee ee 
Liability Other Than Auto (B. I.)............ 
At OMGBUIE VUES dei cite se octane crsiscthe scares 
utd RN Es SD ioe ches ekch eta ettaeane 
Liability Other Than Auto (P. D.)............ 
Fidelity Pe Geet MEER AS SSRI oie eros Hae whee 
ge es eee enter en 
SOUS S? TEE Se ae ge esa xs dawg amen t scaws 


Hartford Fire 
Liability Other Than Auto (B. I.)............ 
NG RI BE a cs divest dseenceanes 
og a le Se 
Liability Other Than Auto (P. D.).......... 


wlass 


Comme errr eres eeee reer ee eeseeseeeesessece 


Hartford Steam Boiler 
Boiler and Machinery..............eeeecceees 



































(Continued on Page 26) 





Earned . Losses Loss 
Premiums Incurred Ratio 
3,837 —3,219 Pe 
644,217 538,396 83.6 
158,947 104,832 66.0 
286 35 12.2 
1,253 114 9.1 
11,994 4,095 34.1 
425,093 205,177 48.3 
$1,245,647 $849,430 68.2% 
$1,203,565 $319,035 20.5% 
,929,896 4,421,449 55.8 
215,820 37,906 17.6 
62,953 52,796 83.9 
$9,412,234 $4,831,186 51.3% 
$14,640 $8,110 55.4% 
3,683,638 3,209,048 87.1 
959,224 589,441 61.4 
$4,657,502 $3,806,599 81.7% 
$71 » see 
26 wes eee 
27 135 506.2 
3,579 2,722 76.1 
6,864 9,000 131.1 
21,332 14,203 66.6 
3,908 2,405 61.5 
341 aes ore 
1,358 256 18.9 
3.766 1,494 39.7 
$41,674 $30,215 72.5% 
$592 $200 33.8% 
9,351 10,120 108.2 
612,446 473,944 77.4 
1,177,806 642,658 54.6 
351,733 142,516 40.5 
2,668,161 1,819,175 68.2 
787,595 397,560 50.5 
61,203 40,484 66.1 
47,009 23,926 50.9 
31,660 17,736 56.0 
$5,747,556 $3,568,319 62.1% 
$352,555 $156,941 44.5% 
70,534 14,262 20.2 
152,105 66,682 438 
3,514,196 2,904,867 82.7 
8,137,554 4,234,584 52.0 
8,475,498 4,558,091 53.8 
14,457,996 10,513,706 72.7 
4,306,775 2,350,109 54.6 
WZ 153 504,017 42.8 
914,850 651,618 71.2 
849,022 183,483 21.6 
344,001 152,866 44.4 
1,195,513 513,416 43.0 
$43,947,752 $26,804,642 61.0% 
$10,319 $12,395 120.1% 
16,851 15,638 92.8 
_— 2,599 51g 
536 65 121 
13,639 9,961 73.0 
116 108 93.2 
673,430 321,741 478 
$719,987 $362,507 50.3% 
$1,661,297 $268,672 16.2% 
$1,661,297 $268,672 16.2% 











An Agency Dedicated to 
Service -- “All Under One Roof’ 


This “full lines” agency, now in its 66th year 
of continuous service to brokers and agents, is rec- 
ognized as an important factor in the rapidly de- 


veloping multiperil underwriting market. 


Ever since our founding we have been dedicated 
to “fill the needs” of local agents and brokers in 
development and expansion of their serivce to the 
public. This dedication continues as the background 
and motivation for the growth of our brokerage 


accounts. 


To provide for these multiple coverages the 
complete facilities for all property, life and dis- 
ability needs are available “All Under One Roof.” 


We face the challenge of the future with com- 


plete confidence in our joint efforts to further de- 





velop the full advantages of multiple line operations 


to the advantage of the insuring public. 


—_——— 


President 


DE: Peraton & Sioa, 


Established 1892 
GeNERAL AGENTS ann UNDERWRITERS 
75 MAIDEN LANE NEW YORK 338, N. Y. 


Phone: HAnover 2-4044 


“A Friendly Office” 


Me:nber of New York City Insurance Agents Association 
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New York State Experience 
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Earned Losses Loss 
Company Premiums Incurred Ratio 
Hawkeye-Security 
Liability Other Than Auto (B. I.)............ Bice sag see 
ea Re Se ae ee ey eh eee See oe eee 
DATS NS Piss occs sv cee ener satenleenie 12.878 7,514 58.4 
MGA ce kos cee nesses $12,972 $7,514 57.9% 
Holyoke Mutual Fire 
Comprehensive Personal Liability............ $836 .. Jo 
a ae Se ere eee a Seer 37 3 69 
Bimolary and Thett: 2 6.5.35 06s oes oct nis 786 625 79.5 
PIRES RES Es) bin oss sie Se nee one be naa’ 32,485 10,421 $2.1 
Se a oe oe re $34,144 $11,049 32.4% 
Home Indemnity 
Accident only (Individual)................... $68,642 $35,806 52.2% 
Group Accident & Health.................0 213,346 130,832 61.3 
NS CO ae ee 1,076,857 619,190 57.5 
Liability Other Th an Ante (8) 1). .2..250565. 2,011,755 1,013,428 50.4 
aT | 2 ree 3,973,803 2,756,822 69.4 
Auto Liability tty OS ee eee 1,069,428 651,232 60.9 
Liability Other Than Auto (P. D.)........... 107,109 47,849 44.7 
Ce erry fe ery 142,574 102,368 71.8 
re ere ee 93,991 —18,102 ee 
2 ee ae eee eee ee 210,555 91,485 43.4 
NES BON ES MET 5 sviecsi to nsinnsseiesseene 461,032 223,710 48.5 
On) ee ne Rte en ae $9,429,092 $5,654,620 60.0% 
Home Insurance of N. Y. 
Accident only (individtial)................00% $67,878 $31,405 46.3% 
Liability Other Than Auto (B. I.)........... 28,229 7,703 27.3 
Liability Other Than Auto (P. D.)........... ae 7 eG 
UE Sk RL sede a 1,282 102 8.0 
RerMary BA TUE. 5 sees side oa Sd ke scloaeles 34,743 13,021 37.5 
SERN NEE ONO horde 2 cca ue ealean seu 302,073 5,374 18 
eee ee a | ee are Ree eee 1,289,903 707,657 54.9 
NNN hee or ie ine $1,724,108 $765,269 44.4% 
Ideal Mutual 
Ce Oe See eT Ree ee ae $482,203 $450,646 93.5% 
Liability Other Than Auto (B. I.)............ 28,062 28,078 100.1 
Auto Liability (B. RS ee errr, | eee 285,308 194,390 68.1 
eee” OS, oe) eee eee 88,443 41,290 46.7 
Liability Other T han Auto (RS Ch See 1,232 1,918 155.7 
CTS [Ea a Seeman ne eae $885,248 $716,322 80.9% 
Indiana Lumbermens Mutual 
Liability Other Than Auto (B. I.)............ $74,530 $18,475 24.8% 
PO RET ES. Ds Sass sts cicwca sing sce see's 981,867 462,927 47.2 
cee 2 OEE ( a Cy ee ee 294,433 158,346 53.8 
Liability Other Than Auto (P. D.)........... 2,188 311 14.2 
SS SIR ies tel OARS ae Tae AOD Pee ae ee 5,853 4,037 69.0 
artery end Thelt..06c3sh sess Seite cin: 5723 3,052 53.3 
NE A a ene ens ee eee 289 Sg Bn 
MS NE O.. i. oc iccesce ence pee ase ca 202,855 45,577 225 
MEER ots coast CiNee $1,567,738 $692,725 44.2% 


DELANEY OFFICES INCORPORATED 
99 John Street, New York 38, N. Y. 
COrtlandt 7-0060 


WILLIAM F. DELANEY, JR. 


President 
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Earned Losses Loss 
Company Premiums Incurred Ratio 
Illinois Fire 
PIGRABD WREST ins sbi seb toe wk awab eee aes $5,839 $1,063 18.2% 
<1) Re Ae $5,839 $1,063 18.2% 
Indemnity Co. of North America 
Accident only (Individual).................. $313,217 $17,517 5.6% 
Accident & Health (Individual).............. 8,452 9,096 107.6 
Hospital & Medical Expense (Individual).... 1,896 2,000 105.5 
Group Accident @ Health. .........0...00000. 4,056,763 2,020,289 49.8 
WV GEUITIOTIS RSID) hiss e foc ss os 4 We we ieee sie 7,580,583 4,737,568 62.5 
Liability Other Than Pate (B91) sc ose sess 6,087,060 3,053,072 50.2 
PAMEEG AAA DIUY. AOD AU) a 6.5 ees cass 65s soins ainsi’ 5,453,581 3,478,491 63.8 
Auto Liability (P. DD ek Seswieh alee 1,697,346 929,687 54.8 
Liability Other Than Auto (P. D.).........+. 1,277,329 363,247 28.4 
PRUMLY: Gacoe eee rer eine Soho s bee SoU ea es eames 1,023,179 85,736 8.4 
Site Soot So eee oe 5 oF bs eek e oatelseaie% 1,210,374 1,246,880 103.0 
CESS RE 9 on SO A een ena 146,933 65,409 44.5 
SUP RUATY. VOU AMOS oso 6 ds.0 210 ele. 8 oar winnsereeis 623,187 142,286 22.8 
PAGIMEOWRETS TAT We oes ccisniesnseesesuewnees 215,964 121 "495 56.3 
OMB NN or C70... nner tsaes $29,694,864 $16,272,773 54.8% 
Industrial Insurance 
Laability Ottier Than Auto (B. 1)... 0.6.2.0 $3,492 $1,565 44.8% 
Tiability Other Phan Auto (P. D.)........... 8 sails rane. 
SSRARS Gs eer or ORR hie her ne oes shew eeu ais “yf 150 263.7 
is eyes oe | VC or ee 2,371 594 25.0 
ERA RIOTS FONE So So aioe Woo sew eeewon eee 64,533 34,326 53.2 
_ Ls DE eae 8 eee rere $70,461 $36,635 52.0% 
Insurance Co. of North America 
Accident only (Iindividual)................00. $11,032 $2,023 18.3% 
Liability. Other Than Auto (B. 1.).......5...- 34,320 117,036 100.0 
Ute tcl Be (Ae 6 ee re er 343,246 178,213 51.9 
Aico ETA LTS ee (S20 ©), St a a 94,617 45,784 48.4 
Liability Other Than Auto (P. D.).......... 6,047 3,617 59.8 
SU LLPS ISR restr. 200 Nong a are 39,655 ea aaa 
CES IS ee OS See 2,187 1,175 53.7 
UG ete lee 1) 1 4,152 16,200 100.0 
PAQIBCOWRETS TON. Fle os wieo0is cove eos bisce seeds 1,291,980 636,960 49.3 
or eere Us Be |, GIL” EIR Ace ea ce 6,410 160,297 100.0 
OES UNS as Se nO ene tate $1,833,646 $1,161,305 63.3% 
Insurance Co. of State of Penna. 
Liability Other Than Auto (B. I.)........... $219 - Se eae 
SOAR os see oie ce GL RS <b cwis Seb wsbws 15 70 4778 
Ue a Eye geet ke | oe ee ee 548 anit sais 
RAO OOWINENS PENG Elks ois ssw is eduulsiunisewe ocade 19,606 19,070 97.3 
<0 OS EARS Heng See ao ee $20,388 $19,140 93.9% 
Interboro Mutual Indemnity 
Group Accident@r Health... ...........00605 $33,064 $27 347 82.7% 
be deinanape dik, TACO oe ae 1,188,205 593,847 50.0 
Liability Other Than Auto (B. IL.)........... 299,836 157,816 52.6 
Ate LIME, BD os Sib coisceccccesccuece. 1,505,162 778,227 517 
Auto Lanbality (F. D.)..665.000000ssescc0ee 479,495 242,069 50.5 
Liability Other Than Auto (P. D.).......... 17,294 2,059 119 
1 RR ee ae $3,523,056 $1,801,365 51.1% 
(Continued on Page 28) 





Complete Facilities For 
EXCESS—SURPLUS—REINSURANCE 


The Hard To Place Lines on Which We Speciailze: 


Auto Racing 
Excess Auto BI and PD 


General Liability 
Retrospective Penalty Prem. 


Personal Property Floaters 
Fire and Allied Lines 


ae re Legal Excess Compensation Depreciation 

Parking Lot Products Liability Water Damage 
Amusement Parks Malpractice Inland Marine 

Carnivals Chattel Mortgage Non-filing Excess Motor Truck Cargo 
Exhibitions & Fairs False Arrest Errors and Omissions 
Umbrella Policies Burglary Professional Indemnity 


116 John Street - - - - New York 38, N. Y. 
WoOrth 4-0745 


Outstanding Facilities - - Prompt Service 









Call ceo. BROWN « sons 
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W. Clement Stone on Books 


(Continued from Page 11) 


me improve my outlook on life; they 
have helped me to try consciously to 
be more mature.” Still another word 
of praise: “I have improved so much 
mentally, physically and emotionally 
from my reading. You will make me 
a better person in spite of myself and 
| am grateful.” 


Sales People Also Appreciative 


Let’s take a quick look at some of 
the comments received from our sales- 
men and their families. The wife of 
one of them told me that the book 
“Your Greatest Power” helped her to 
understand more completely what she 
already knew about PMA. Another wife 
(whose husband had died suddenly) said 
that the book which teaches “applied 
faith” had given her new strength to 
carry on in her bereavement. 

One of the top producers of our com- 
pany advised me that he was on his 
way to winning the coveted Distinguished 
Service Award. He had the strength of 
his conviction because, you see, he had 
been applying the principles contained 
in the book “If You Can Count to Four,” 
by identifying himself as the winner of 
the award. The end result was that 
he not only won the local DSA award 
but took second place in our inter- 
national competion. 

One case history report that pleased 
me especially was that of a salesman 
who wrote: “After many years of misery 
as an alcoholic I had the courage to 
face the truth. After reading the book, 
“| Dare You” and hearing an inspira- 
tion talk on the book at a sales meeting, 
I resolved to discontinue drinking. I can 
truthfully say that I have.” 

To summarize, the three essential in- 
gredients necessary to business and per- 
sonal success in the order of their 1m- 
portance are (1) An individual’s inspira- 
tio: to motivation; (2) his knowledge 
of the successful techniques of his par- 
ticular vocation, and (3) his knowledge 
of his product or service. In the ful- 
fillment of these objectives at the home 
office and in the field we have found 
satisfaction in the fact that many of 
our people, inbued with a_ Positive 
Mental Attitude from their inspirational 
reading, are among our outstanding 
leaders, 

This article is written to mot-vate you 
to action. You can determine its effective- 
ness by your reaction. 





Words may show a man’s wit but ac- 
tions his meaning. 
—Benjamin Franklin 





If | were a salesman, I would double 
my possible calls, for some of the best 
business comes through an unexpected 
source. Where well-laid plans have 
failed, persistent plugging has won. 

—F, D. Van Amburgh 


Public Official Bond Tips 


Surety bond agents in New York State 
have the following made-to-order oppor- 
tunities to sell public official bonds: 
Elections of police justices in certain 
villages (4 year terms); tax collectors 
and treasurers of certain school districts 
l year terms); appointments of clerks, 
tax collectors, treasurers of certain vil- 
lages (2 year terms), of tax collectors 
and treastrers of certain rural school 
districts (1 year terms). 








Crime Protection Now 
Now is the time to concentrate your 
efforts in the selling of crime protection. 
he public has been conditioned to the 
need for automobile and fire insurance 
ut there has been no such conditioning 
or crime protection. This, despite the 
fact that there is almost three times 
the chance of a crime loss occurring as 
there is a fire. To verify this, read your 
Ocal papers and keep your ear to the 

8tound. Losses are occurring now. 


—From “The Westerner” of 


Western Casualty & Surety Co. 


Women Are Receptive 


Women now make up 35% of the 
United States Labor Force, compared 
with 29% in 1950 and 25% in 1940. Here 
is an excellent class of prospects for you 
to cultivate, and they are receptive to 
the need for disability insurance also. 


—From “Agents Record’ of 
National Casualty Co. 


A. & H. Hazards 


Chances are four out of five that a 
person will be sick in a year’s time— 
sick enough to require medical attention. 


In one out of seven the sickness will 
last more than 30 days. Also, the chances 
are one in nine each year that a person 
will become a hospital patient because 
of sickness or an accident. 


—From “Agents Record” of 
National Casualty Co. 


The fellow who rocks the boat is usu- 
ally not the one at the oars. 





Success usually comes to those who 
are too busy to be looking for it. 


—Thoreau 





_ If something goes wrong, it is more 
important to talk about who is going 
to fix it, than who is to blame. 


—Francis J. Gable 





NOW - serve all your clients’ needs 


through our ONE-STOP 


service 


Don’t risk any of your accounts by letting 
them go to other agencies for their life 
insurance. It will pay you to get the full story 
of American Surety Group’s one-stop 


service for agents. 


American Surety — in business since a 
1884— writes on a broad multiple- 


line basis: fire, inland marine, 
casualty, surety, fidelity, and 


accountants liability. And now it offers oF the 
a wide range of life contracts through 


its afhliate, The American Life 
Insurance Company of New York. 


We'll be glad to send you some 
typical issues of our popular 
and helpful monthly sales aid 
for agents. Each issue features 
one line—contains valuable 
sales hints. Check the 

issues that apply to your 
market—mail the coupon today. 


AMERICAN SURETY 


FIRE e FIDELITY & SURETY BONDS 
CASUALTY « INLAND MARINE 


COMPANY 


AFFILIATE: 


THE AMERICAN LIFE INSURANCE COMPANY 


of New York 


100 Broadway, New York 5, 


I 
} [J Two Keys to More Fire Insurance 
I 


AMERICAN SURETY COMPANY A 
Agency & Production Department } 
100 Broadway, New York 5, N. Y. id 


Please send me copies of “Mailroad to Profits”, in- 
dicated above. 


Name. 





LJ Contract Bonds i 


[] Blanket Crime Policy 
(J Transportation Coverages 


[| Guide to Life Contracts 
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Floyd West & Co. Takes 
Understanding Attitude 


ON AUTOMOBILE BUSINESS 





Letter of Advice to Its Local Agents in 
Texas Makes a Hit With 
Employers’ Liability 





Floyd West & Co., insurance managers 
of Dallas, representing some fine companies, 
are among the large managing agencies 
which have shown a sympathetic under- 
standing of the problems which beset the 
casualty companies today in the production 
and underwriting of automobile liability 
insurance. This fact is borne out by the 
following remarks from a letter which 
Floyd West & Co recently sent to its 
local agents in response to inquiries from 
the field as to what might be done to help 
solve the automobile problem. The letter 
attracted the attention of the Employers’ 
Liability, one of the companies represented 
by Floyd West & Co., and the result was 
a three-page spread in the “Pioneer.” 

The Eastern Underwriter is also glad to 
give its recognition to this progressive 
Dallas office and hopes that the advice 
given by A. H. Parson, who tells the 
story, will be heeded by other agencies. 


If I were a local agent, I would call 
a meeting of my co-workers, and my 
remarks would run something like this: 

“Folks, I have been doing some serious 
thinking about what we should do about 
our automobile business during 1958. It 
makes up about 40% of our overall 
volume, which is a little high, as I un- 
derstand that generally companies like 
it to be 35% of their portfolio of busi- 
ness. This brings up a problem that has 
been worrying me for some time, _ 

“We have two or three companies in 
the agency that are writing nothing but 
fire and marine business, and either do 
not have casualty and automobile facili- 
ties, or are not providing us with them. 
Because of this, those companies in our 
office who are writing auto have more 
than 40% of their volume in that class, 
and that’s bad for us and them. : 

“So we must immediately do something 
about this situation. It seems to me that 

.? ,, 
we should make every two dollars’ worth 
of fire, marine and casualty business 
buy for us one dollar’s worth of auto- 
mobile business from our companies. 


Earn Underwriter’s Confidence 


“Now, I wonder if you ana 1 nave 
been doing the best job we can for our 
companies in the day-to-day production 
and underwriting of our auto business? 
Have we established with each under- 
writer, with each of our companies, the 
feeling that we are interested in writing 
profitable business, and that we are 
completely trustworthy ? 

“Have we by our actions demonstrated 
that we are working with them 100% ? 
By this I mean— do we volunteer to 
them the information which we know 
they must have to give proper considera- 
tion to a risk? Do we tell them the 
whole story, both good and bad? I 
know we intend to, but have we done it ? 
If not, and I must confess that I haven't 
always, then we are missing the biggest 
bet we have. 

“Doing this part of our job is like 
building a line of credit at the bank, 
and it will pay us dividends when we 
need them most. So let’s resolve to do 
the job that we must do to fulfill our 
obligations to our assured and our com- 
Panies—i.e., write only those risks which 
We can personally recommend, or which, 
if we do not know personally, we have 
Mvestigated ourselves. Then ask the 
company to check on them, too. 

“Let's decline to write risks which 
we know are substandard, even if the 
Company might never be able to find 
Out in their investigation why the risk 
Is below par. Be particularly wary of 


the ‘drop in’ risk who is just shopping 
for coverage, and who may have been 
cancelled or declined by other com- 
panies or agents. Let’s not broker busi- 
ness for another agent unless we know 
why and then tell the company about it. 


Report Bad Risks 


“Be constantly on the alert and any 
time a situation develops on one of our 
risks in mid-term which adversely affects 
its continuation then let’s cancel it. That 
is when the company must rely on us 
for they would have no way of protecting 
themselves under such conditions. 


“I know that Class 2A and 2C busi- 
ness has been murdering the companies. 
I also know that there are some of these 
risks which I must write because of the 
other business involved. From now on, 
let’s place those Class 2 risks only where 
we have the collateral business and place 
it with the company who has that sup- 
porting business. 


“Finance business has always been 
troublesome to handle because of its gen- 
erally poor experience. I do not consider 
any risk to be a ‘finance’ risk regardless 
of the mortgagee, so long as I solicit it 
from and know the insured. In other 


words, if he is one of our regular cus- 
tomers—and be sure to place him with 
the company who has his other business. 


Flat Cancellations Waste Money 


“Now let’s discuss some ways to re- 
duce the cost of doing business. Any- 
thing we do along these lines will also 
help our companies to reduce expenses 
which, in turn, will be reflected in rates 
and thereby benefit the buyers of in- 
surance. 

“Probably the most expensive things 
for us and our company are ‘flat’ cancel- 


(Continued on Page 35) 
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FOR UNDERWRITING 


UNUSUALRISKS J 


Inland and Ocean Marine, 
Fire, Automobile and Casualty 


COMPLETE FACILITIES FOR EXCESS & SURPLUS LINES 
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Auto Racing 


Excess Motor Truck Cargo 
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New TV Programs For Agents Io Help 


Them Do Better Public Relations Job 


Assn. of Casualty & Surety Cos. Lends Scripts, Slides to 
Agents’ Assn.; Milwaukee Agents’ Successful Venture 


Helped by Geo. Nicoud and C. C. Clarke 


Local insurance agents’ associations 
can now have a television program which 
will do a good public relations job and 
also stimulate sales ‘in their area. It 
was started and proved highly success- 
ful in Milwaukee, particularly in increas- 
ing sales of insurance agents. 

Station WTMJ-TV last year carried 
a series of programs which gave its 
viewers a better understanding of insur- 
ance coverages and the protection given 
the family through insurance. The pro- 
ject all began this way: 

Over half a million homes in the Mil- 
waukee area watch Beulah Donohue’s 
afternoon weekday program “The Wo- 
man’s World.” George Nicoud, manager 
of the Milwaukee Association of In- 
surance Agents, watched the program 
one day and saw representatives of both 
the legal and medical professions appear 
briefly in panel-type shows with Miss 
Donohue. 

Mr. Nicoud wondered why insurance 
agents should not appear on the show. 
He saw a wonderful opportunity to 
carry the insurance message to the 
people over this particular program. 
Apparently, contrary to general impres- 
sion, Milwaukee is famous for three 
things—the Braves, beer and “Beulah.” 

Mr. Nicoud approached “Beulah” with 
his idea, and the star asked only if 
there was sufficient material of general 
interest about insurance and, if so, could 
the material be presented in an interest- 
ing and attractive format for home 
viewers ? 

To find the answers the problem was 
passed on to Charles C. “Bud” Clarke, 
Midwestern director of public relations 
of the Association of Casualty & Surety 
Companies. “Bud” got the okay from 
ACSC in New York and proceeded. He 
took the view that informing the public 
was best done, if the people were being 
entertained at the same time. 


Multiple Hazards Encountered 
He got the idea of “The John Happy 





Based on an article written by Associate 
Editor Chandler C. Jordon in the May 
issue of “The Casualty & Surety Journal.” 


Family” and developed a series of still 
cartoons which described the family 
(Mother, Father and son) preparing and 
going on vacation, and showing the 
multiple hazards they could encounter. 
These hazards would be flashed on 
the screens of viewers, and Miss Dono- 
hue as panel moderator would ask prob- 
ing questions regarding the insurance 
coverages and extent of protection re- 
quired for the disasters met. The panel- 
ists drawn from Milwaukee agents 


would discuss the answers. 

The whole idea was to produce a 
natural conversation piece, an easy in- 
formal atmosphere in which to discuss 
the various types of protection available. 

To achieve this simple format was a 
tall order. “Bud” Clarke obtained the 
participation of the Western Under- 
writers Association. He drafted an out- 
line for the program, prepared rough 
sketches of the illustrations, and held 
a series of planning sessions with George 
Nicoud and agents in Milwaukee. 

They considered topics to be discussed, 
prepared questions for the moderator, 
assigned specific topics to agents and 
did research on these subjects, and pre- 
sented the outline for study by the 
agents, 

Agents’ Starring Roles 


The agents played important roles in 
this television presentation. It was 
necessary to select agents who were 
articulate, personable and knowledgeable. 
“Bud” Clarke guided the discussions ana 
gave the venture a professional touch. 
For public interest, such props as fire 
marks, historical photographs, and the 
cartoons were included. 

The program went on the air, May 2, 
1957. Miss Donohue had as a special 
guest Wisconsin Insurance Commissioner 
and Fire Marshall Paul J. Rogan. The 
Happy Family was introduced on slides. 

Soon the audience was listening to 
the insurance agents telling briefly the 
history and growth of insurance; of the 
Chinese merchants who devised the 
method of spreading the risk of cargo 
losses, and of the origin of the Great 
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Fire of London (with displays of antique 
fire equipment and prints of the famous 
fire) and of the birth and development 
of a system of supervising insurance 
business in Wisconsin. 


Results of the Program 


Between May 2 and the end of August 
viewers in Milwaukee got a broad pic- 
ture of the insurance protection they 
could buy from their insurance agent. 
And they responded quickly. A great 
number of inquiries came into the TV 
station and these were referred to the 
agents group for reply. Agents in the 
area reported gains in new business. 

Press accounts of the program re- 
ported favorably on the program and 
expressed admiration of the services to 
the public provided by the insurance 
industry. Public goodwill and business 
increased markedly as a direct result 
of the TV program. 

Subsequently a display of program 
materials at the annual convention of 
NAIA in Chicago aroused so much in- 
terest that duplicates (slides and script 
outlines) were sent to the public rela- 
tions field offices of the Association of 
Casualty & Surety Companies. 

Two programs were put on in Ada, 
and Lawton, Oklahoma. State Insurance 
Commissioner Joe B. Hunt appeared on 
the first program on each station. Both 
stations ran five half-hour shows, witn 











THE 
SKANDIA 


90 John Street 





INSURANCE COMPANY 


CASUALTY REINSURANCE PROBLEMS 


America’s Oldest Reinsurance Group Has An Experi- 
enced Casualty Staff To Survey Your Needs And Recom- 
mend An Up-to-date Program For Your Company. 


THE 


PRUDENTIAL 


INSURANCE COMPANY 
OF GREAT BRITAIN 


J. A.. MUNRO, President 


WHitehall 3-9484 


INSURANCE COMPANY 


New York 38, New York 


THE 
HUDSON 

















<<a 








the president of the local board par- 
ticipating. 

The cost to the agents in both Mil- 
waukee and Oklahoma was confined to 
advertising the show. In Milwaukee a 
large newspaper ad was published pre- 
ceding each show, under the sponsorship 
of the agents’ group. Reprints of the 
ad were distributed to agents for direct 
mailing. In Oklahoma there were news- 
paper ads, and also spot announcements 
on radio and _ television. 

The Association of Casualty & Surety 
Cos, in preparing an insurance informa- 
tion TV series, is providing agents 
locally with a most useful public rela- 
tions tool. These educational programs 
also act as a particularly strong sales 
implement. Television industry leaders 
recognize the panel show as_ having 
exceptional appeal to viewers nowadays. 

The ACSC program series material 
consists of 33 slide transparencies, 
35mm, and six 15-minute script outlines. 

In the Milwaukee series one program 
was devoted to a discussion of fire and 
comprehensive personal liability. Two 
panelists answered questions put by 
Beulah Donohue. 


Questions Raised by Cartoons 


For example, one slide showed the 
postman falling over a skate on the 
Happy Family’s sidewalk. The questions 
accompanying the illustration were: 

1, What is the significance of this in 
our insurance discussion series? Can 
John Happy be held responsible for the 
postman tripping over the skate? z 
What kind of insurance would protect 
him in an accident of this type? 3. Is 
this form of insurance very expensive? 
4. If Jimmy or his mother tripped and 
fell over the skate, injuring themselves, 
would they be covered under this type 
of policy? Does this, policy cover any 
other personal injury? 

Discussing the postman incident and 
insurance protection against it in the 
Milwaukee program were agents Bob 
Cope and Ted Schmidt. Miss Donohue 
described the accident and asked: “Now 
how do you think the Happy Family 
felt about that . . . and what can you 
do, what is going to happen to them? 


Well Ted, what happens if someone 
is hurt on your property? Really hurt 
badly.” 

(Mr. Schmidt): If you have a com- 


prehensive personal liability policy most 
of those things would be covered, You 
saw the postman fall, and whatever his 
injuries were, would be covered up t0 
the maximum amount of the policy. 
(Miss Donohue): That’s a pretty cleat 
thing, I think. You realize that it was 
your fault; the roller skate was out 
there, you didn’t put it there, the child 
did but, anyway, it was on your prop- 
erty. What if the postman just trips 
(Continued on Page 41) 
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1 out 0 f Tl family cars ts now insured with State Farm 


State Farm agents—and there are more than 7,500 of 
them—share the largest, finest patronage that any 
auto insurance company has ever enjoyed... over 
5,000,000 policies in force. To us this record number 
of policies is much more than an entry in our books. 
It is a vote of confidence in the way we do business. 


State Farm’s marketing plan is unique. Every agent 
is an independent businessman. He represents State 
Farm exclusively. Through this system he enjoys com- 
plete identification with the good name and powerful 
advertising of State Farm Mutual—leader in the auto 
industry for the past 16 years. 


STATE FARM 


For information on any aspect of State Farm operations, write Director of Public Relations, 


STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY 


INSURANCE 
Home Office: Bloomington, Illinois , = 
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New York State Experience 


(Continued from Page 28) 








Earned Losses 
Company Premiums Incurred 
Loyalty Group Cos. 

Accident only (Individual)................... $114,033 $19,132 
Accident & Health (Individual).............. 174,772 45,541 
Hospital & Medical Expense (Individual).... 614,459 298,585 
Group Accident & Health... ............,...- 2,579,407 1,774,899 
Worle BED... hone secs bdcacecs ssn cians 419,989 186,148 
Liability Other Than Auto (B. I.)............ 1,630,492 862,193 
Aisetce TE Ae ADs e's oss Sheed Skee ese 7,007,473 6,124,233 
Retin TEE NE. BPD owns tenes uses .ces 1,919,123 1,371,706 
Liability Other Than Auto (P. D.).......... 60,106 27,341 
Patel oho ev cnt rh enw emsnnkouneab eens 43,103 19,353 
Re ces hehe okos su ghos shoe Sanh eereaee 90,810 23,846 
SRR ches oc Sekt NS oooh odeesuceeetot sess 289,964 133,126 
ROGUE BE. Boe oss cocoa Shibswetones son's 322,189 154,647 
CMR, Biak on eos sda seeseeropteens<- 1,421 800 
MI SSDs Cccko sees hee heres $15,267,341 $11,041,550 

Lumbermens Mutual Casualty 
Accident only (Individual)................... $126,079 $42,253 
Accident & Health (Individual).............. 2,142 1,337 
Hospital & Medical Expense (Individual).... 238,399 56,504 
Group Ancient & THealth....... ~ 2%. <..0<.00.0%' 3,606,161 2,784,700 
WC LD on 5 oo.5s ond seus on eeweveres 3,672,220 2,177,865 
Liability Other Than Auto (B. I.)............ 1,284,582 483,979 
Pisses Dee a FD so sacle csv eps o ohels oe 10,547,061 6,529,762 
Ainitrs Beet 1 00D cca se we ck oa tenasinne 3,090,427 1,690,081 
Liability Other Than Auto (P. D.)........... 209,093 99,325 
ee er rrr Pre ae 174,988 52,505 
NIN og hee che bh xc wakenschbeseambannape 34,338 1,095 
Rea ee ca os we eee ee Eee 88,301 37,157 
ee. tae | | a a ee Sele 173,272 69,180 
Boiler nnd Machinery... ........606..s.0¢0005005 572,088 185,685 
EROMDRNONIEE BO oe evs sence susesesniescesscen 409,133 161,054 
BME 6 kee reece $24,228,284 $14,372,482 

Manhattan Casualty of N. Y. 
Group Accident & Health.................... $72,260 $44,131 
Wie SN os os Ronse cae Se se wee 365,036 172,838 
Liability Other Than Auto (B. I.)........... 551,784 211,014 
ee ee CS eS 2,028,853 1,191,522 
N. VYoSeetetory Bf: (Anto)....:....%....05.- 291,769 224,775 





62.4 





47.3 








SPECIALIZING 
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WORKMEN'S COMPENSATION 
AUTOMOBILE LIABILITY 
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Manhattan Casualty Company 


A Member of the MacARTHUR INSURANCE GROUP 


in SERVICE 


NEW YORK PRODUCERS: 


NEW YORK DISABILITY BENEFITS 
GENERAL LIABILITY 
PLATE GLASS 


156 WILLIAM STREET 
New York 38, N. Y. 


Phone: BEekman 3-2200 





Company 


Auto Daanity WP a0 don. ss sa, os sass sie sieews 
IN; AY. Staitory 2.09, CAUGO) o's .65.0 5.45 50 tne 
Laability Other. Than Auto (@.. D:)......4..% 


(PC ol PB gebe tren rina io meces sae em 


Manufacturers Casualty 

Accident sonly” Cindividual). ...<2:. 55 sos..%o.0 
Accident & Health (Individual).............. 
Hospital & Medical Expense (Individual).... 
Group Accidentiy Mealth. ...:. 5... s ss4.es00- 
SWandnens NSoMmD: «acc 5. ch sone nea eabawe bees 
Liability Other.Than Auto (B: 1L).........% 
PAWItK9) ADEN MMB DCD sie 6 6: Sow acne See 6 6 ae 
LAT Foe EE’ ye ¢ eu) ee ee ee renee 3 
Eaability Other Than Auto (P.\D.)... 0.25... 
Fidelity 
Surety 
Glass 

EUMPIATY “AN A ONT cs. sce ks ie tac emesaeaee a 
PAGIMICOWRETS OLA, bac Gass bSing Soman eeeuiten's 


MaRS os docs baie eeey cae 


Maryland Casualty 
Accident 
Health 
Hospital & Medical Expense (Individual)... . 
Group Acciaent Ge fealth: 045. 56.5 35.5.5s5. 
OV giittierns Scien, os Gooner die k Soe eeules 
Liability Other Dhan Auto (8, 1.)...... 2.5... 
AMIE SALI AUONRS RES.) 0D oss.ccs > 0510'S so sae oueuietes oes 
PLEO) A AMDULNRA Ee, N02) sobs wie iols iaidiv is enh pace ob eo 
Liability Other Than Auto -(P. D.)...2...4.4. 
Fidelity 
Surety 
Glass 
NIN ty "AR GONE act. sie s snc acen aco aweua’ 
Biner ald” SAACHeeTy 5.6 sions 6s a iecsn ee ponies 
Homeowners M. 


MBL St sh eu ciao 


Massachusetts Bonding 
Accident only (individitial).:.... 5.0.05... 0.000.000 
Accident & Health (Individual).............. 
Hospital & Medical Expense (Individual).... 
Group: Accident Br Feat. 33.5.5 coe vis vies es 
WV MELCE SS AGOMID Soe) o.,05.5.4 i hoo wu Been 
Liability Other Than Auto (B. I.)............ 
PRA AAEY TOS LA). ob b.0.s.5:5 5.60» siisiac weet oe 
AM AAUMILY Ae, 90 0s oe sik as 6s anise wees ae 
Liability Other Than Auto (P. D.).......... 
ELT "5 1 ESSN EBy teas Phy Aw retenctry Ana bee Paige SER 


EO er Ras is) a a Pte aaa 
ReOO WEIS NE sane gata sap eeles seuss 


Merchants Fire Group 
Accident only (individual) ................0s6 
PU PERIRNOTA GS VRORITIND, 1, ov das soo sido a oe ob 00s a oe 
Liability Other Than Auto (B. I.)........... 
AM AAU A: 1) wns on Guueuaess is awae ee 
PAP) EARNER UE. AD.) 6 o:5:0 5 oaiiew ones o's wa ne wie 
Liability Other Than Auto (P. D.).......... 


BUGRATY NI RACE 6 25.o'5 0:9 0:0 sigue 'auh viv eK wo», b9 
PRMIMIROEEAN OES 5 56 Ss ais gucucias us ieee Mobo bo 
PIGIMNOCOWRETS ON: FS. i.e so oG pculeSa eb ee beeeare 


gD 1 cee en ger eee ery ay 


Merchants Mutual Casualty 
Accident only (Individual)................0% 
Group Accident ¢ Heath. coo cs ces eo 
WW AGT AAA ROS ns 6 5 's.45.9 9 agp bw slay sible nies 
Liability Other Than Auto (B: 1)......3.5.<. 
AUG TAAty AGS: Bos sscsnusb accu ssiekBnieces 
AN ASAUIEY CER 99D sissy vine envied vo seb pee vs 
Liability Other Than Auto (P. D.)......... : 
BR ae ae ee Cee ER ee 
ESO OWTETS SON sos ie od 5 05 wo os es Bowie es 


BUN ens seis os Se Oe Peso ots 


Merrimack Mutual Fire 
Liability Other Than Auto (B. 1.):....:.54: 66. 
(pipes CETE US Lea Eickae ce2i55 cub. nth dees 
Bi pdary tt ACI ss oic.. onic sis ok oS ok ea gan see 
Momeowsiersamt, Pig 2.5 ice ou ttc. dadased . 63 
CGASIAANG ORES TE sob oe Die owes 55's cu Sbe eases wee 


SIC 1 y RRs eae Rina Tero, >. Dehn 


Millers National 
Liability Other Than Auto (B. I.)............ 
Barelary GGG time 25,6085 si GG 
Homeowners M. 



































Earned Losses Loss 
Premiums Incurred Ratio 
490,018 280,513 57.2 
58,354 11,756 20.1 | 
17,780 6,032 33.9 : 
$3,875,854 $2,142,581 55.39% ; 
} 
$42,406 $23,421 55.29, ; 
340 sani “sy 
1,536 —900 —586 
10,659 7,334 68.8 
120,321 58,988 49.0 
111,906 590,859 53.5 
441,726 541,368 122.6 V 
137.928 119,453 86.6 L 
42'845 17377 40.6 A 
9,360 217 23 A 
82808  —191,488  —2312 L 
8.419 5/880 69.8 
11,621 4.251 36.6 § 
10,432 2,509 24.1 o 
$1,032,307 $648,269 62.8% 
$172,244 $69,555 40.4% Li 
43,088 20,368 473 A. 
32.178 10,127 31.5 N 
324.942 214.836 66.1 Li 
1,708,591 1,199,767 70.2 GI 
1,715,517 1,319,201 76.9 Bi 
3.740.917 4.022.375 107.5 H. 
1,128,032 830,045 73.6 
201,532 78.131 38.8 
320.474 215.733 65.5 
949,300  —220,931 an 3 
140,321 75,525 53.8 B 
367,582 182'505 497 
115,200 7814 68 
76,262 35,271 46.2 
$11,045,180 $8,060,322 73.0% ; 
; 
W. 
$34,985 $13,844 39.6% Liz 
512.925 250,248 48.8 Au 
69,600 28,917 41.5 Au 
1,191,031 1.070,159 89.9 Lia 
1.722.924 186,861 108 
1,694,118 336,557 19.9 
3,125,618 1,956,960 62.6 
961,434 438,834 45.6 _ 
270,390 113,026 418 
99,603 11,879 119 
570,779 44.517 78 
118,459 47922 405 
375,535 149/342 398 
38,143 12,461 327 
$10,785,544 $4,661,527 43.2% 
$267 bl oan, 
41,997 21,201 50.5 
133,608 82.670 61.9 
896,664 687.044 76.6 
254,694 156,752 61.6 
4,738 1816 38.3 
12,088 ay =. 
25,719 11,603 45.1 
26,383 11.918 452 
276 st = 
148,536 55,702 375 
$1,544,970 $1,028,706 66.6% 
$433,022 $176,240 40.7% 
105,027 70,071 66.7 
1,521,668 428,938 28.2 
974,101 291,889 30.0 
8,279,693 4,862,816 58.7 
2'631.954 1,432,358 544 
139/340 33.014 237 
59.170 24,184 40.9 
36.455 12,027 33.0 
$14,180,430 $7,331,537 51.7% 
$1,650 $135 82% 
373 101 27.1 
74 begin i: 
248,848 81,922 329 
224 rakes A 
$251,169 $82,158 32.7% 
$763 —~9% —12.6% 
19 Re ed 
18,175 25,413 139.8 








$18,956 





$25,317 
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Earned Losses Loss 
Company Premiums Incurred Ratio 
Michigan Millers Mutual 
Liability Other Than Auto (B.1.)........5...- $5,794 $1,149 19.8% 
Auto Latent iar ad ya.ak  Secaneiayaveceiernie oo. vicina” 5,141 ‘ig OB) 12.6 
ARO PAN Btu, ADD ars cavevosensoig?s 0.4) 0:0:4) 010/004 0006 1,626 1,558 95.8 
WGN ASS e-bay eis are bs tare aan ho roca oS So da Wie nen 349 aa Les 
PLT CA aR er AUN ON ois sa raicvcss hve wa voie neh wis cous 3,526 _ 315 8.9 
Comprehensive Dwelling .................06- 11,080 5,075 45.8 
TIO TRUIARES) Scx iasl hoe Saale ee kas es SR wiels's 62,312 19,142 30.7 
6 1 > a $89,828 $27,890 31.0% 
Michigan Mutual Liability 
Wye a1 bE MaKe. | ES rr $4,857,599 $2,748,512 56.6% 
Liability Other Than Auto (6. 1.)....:.5.... 1,732,604 458,547 26.5 
Atito: Meta NtW NCES) EE) So. cee aioces ocewidls aves ons 992,828 843,248 84.9 
TN Fivoyet briny) Uc alt ( edie] B 5) | Se er 354,222 211,507 59.7 
Liability Other Than Auto (P: Di). .......... 218,159 148,333 68.0 
AAGE, cise io wh 5 FOC eRe eae eles 297 Ara oven 
Burglary aire) MUIetOs «cise cecre.csses needs ose ss 107 Stat aoe 
Statutory Disability Benefits................. 48,808 53,736 110.1 
SCC Ue at te ee $8,204,624 $4,463,883 54.4% 
Mill Owners Mutual 
Liability Other Than Auto (B. I.)............ $4,836 $9,866 204.0% 
Auto Toate es Ne ivdeisietisSuo ccc aed se tieits +s 45,020 40,429 89.8 
Ansto Teiauite Gate Bodice 6 seis aces Ge pistes oo cis 12,746 17,072 133.9 
Liability Other Than Auto (P. D.)............ 134 sbSets vee 
(GIRSG ec eerie eee ots a iaee-c sso Gialeute ate cite itle +o oe 165 72 43.5 
Burelany, Gens ce GE. <iciacss sisteo Gist sawane sss. 554 Nate Aree 
FiGrK CONTIN FN oo oa hoon pce Hele AET Spi soos 2,465 411 16.7 
VCE Rin ee $65,920 $67,850 102.9% 
Mutual Boiler & Machinery 
Boiled Ais eC OE Wao sivin ss. cas diae weary oes $762,123 $123,610 16.2% 
UN ei ocisitoe aus saemere + + +s $762,123 $123,610 16.2% 
National Grange Mutual Liability 
Accidesit somiy: (Pitvidtial) 0 s0 osos vs cece sees $26,919 —$3,881 14.2% 
Worle a, CR cine t sia ebse ccslenebs o00- 253,341 80,551 31.8 
Liability Other Than Auto (B. I.)............ 602,795 214,469 36.8 
ARG SATE ies «da cswas dicle seers soo 5,312,281 3,064,796 57.7 
Ato tate DD) en ss - . costa .e'eassas-.. 1,705,017 962,268 59.0 
Liability Other Than Auto (P. D.)........... 22,479 15,782 70.2 
Ci, a ears) aa $7,922,832 $4,333,985 54.7% 


Company 


National Casualty 
Accident ‘onky Cindividual) so... 3.00 8c cee 
Accident & Health (Individual).............. 
Hospital & Medical Expense (Individual).... 
Group Accident & Bealths.....5:.. 65. .500. 44 
Non-Caile: Accident c Flealtiis. sc c0tscwne nes 
Worthen s Conte. 65/56 bcc tit is ccc onnsee 
Liability Other Than Auto: (B. 1.) 22.00. cee 
Ante LADY CDE. es. o eaiee a woke Ue Sciele we ce 
iter riety CE) TIA. Se Bea ccc njercis sco as ee 
Liability Other, Than Auto (P. D.)........... 
Surety 


National of Hartford Group 
Accident only (individtial).... 2. 550%. .0000000. 
Accident & Health (Individual).............. 
Hospital & Medical Expense (Individual).... 
(Stomp ACCIGERt Or FICAIER. cs ocicccccsesecceses 
Workmen’s Comp. 
Liability Other Than Auto (B. I.)............ 
PERG EAE Cn Ee) 60.5 no ha eee dole oacicelee 
Anteuriaprity 0b. 0). ions ra asaice co cae cece 


Liability Other Than Auto (P. D.)........... 
FRAME 9 o> ata thsisiers SS sraitides aeetdsteda so eaten 54 
RSENOU I ood Sassen teil caida ante Beis Baw ion’ 
EN osc ecch baci Se giei w Riol o SERTE car w oan aS mel owe 
BUSEY anid a ROR i:4:5io b/c nls « atidleniee isisleas 
PEOMGOWHETS = Mirsolh). . 1.8... 2 oacwbwamitadotcee seas 


Nationwide Mutual Insurance 
Accident: only. (individual), << «3.500.605 50500 
Accident & Health (Individual).............. 
Hospital & Medical Expense (Individual).... 
Group Accident & Health................ See 
Non-Canc. Accident & Health................ 


Ciabinty: Other ‘Than Auto €B. £). 2.0055 600 
Ava or SATE IO Ee FE nika steele sees caneees 
Ate “Etapetty Ch. Di) oe. ec catenins wscac cece 
Liability Other Than Auto (P. D.)........... 
EVEANY “ANNO T MICRO a aed 5,5 ace's o's reid os <is'erars 


Ie ORR as dene iia oer esc 











Earned Losses 
Premiums Incurred 
$340,544 $140,422 
409,402 211,032 
403,046 194,390 
2,897,520 1,739,205 
335 500 
Doxa —16,627 
40 —10,715 
2,825 —9,365 
pated —585 
1,336 2,188 
1,027 —293 
$4,056,075 $2,250,152 
$11,759 $2,636 
1,886 —307 
19,185 3,454 
7,178 3,690 
135,841 39,365 
92,305 —16,977 
528,493 114,278 
160,983 98,280 
11,320 —1,760 
4,240 4,332 
2,984 —1,523 
12,754 8,581 
23,881 16,405 
183,239 68,003 
$1,196,048 $338,457 
$11,945 $1,036 
139,998 70,873 
287,484 69,857 
594,306 580,366 
4,657 1,829 
951,916 171,441 
647,423 182,612 
9,894,930 5,382,752 
3,005,593 1,740,949 
85,715 44,601 
37,005 15,797 
$15,660,972 $8,262,113 


(Continued on Page 36) 

















WHITEHILL AGENCY, Inc. 


yWe mel Mm italem Cistalclael | Agency devoted 


to the service of Insurance Brokers 


95 Maiden Lane, New York 38 e HAnover 2-8850 


“Ryprecinting — 


BONDING & CASUALTY e 
FIRE @ 

MARINE @ 

AUTO PHYSICAL DAMAGE e 


*SURPLUS, EXCESS @ 
and SPECIAL LINES 


*Merrill Agency, Inc., Licensed Excess Line Brokers 


MERRILL AGENCY, Inc. 


A Whitehill Agency affiliate 


95 Maiden Lane, New York 38 e HAnover 2-8850 


a THIRTY-SIXTH YEAR I 


SUN INSURANCE COMPANY OF N. Y. 

SUN INSURANCE OFFICE LTD. 

FOUNDERS’ INSURANCE COMPANY 

GREAT AMERICAN INDEMNITY CO. 

THE LONDON ASSURANCE 

MANHATTAN FIRE & MARINE INSURANCE CO. 

MARITIME INSURANCE CO. LTD. 
TMASSACHUSETTS FIRE & MARINE INSURANCE CO. 

NATIONAL-BEN FRANKLIN INSURANCE CO. 
TNORTH RIVER INSURANCE CO. 

OCEAN ACCIDENT & GUARANTEE CORP. LTD. 

PALATINE INSURANCE CO. LTD. 

PEARL ASSURANCE CO. LTD. 

RELIANCE INSURANCE CO. 
TSAFEGUARD INSURANCE CO. 

SPRINGFIELD FIRE & MARINE INSURANCE CO. 


tRepresented by Merrill Agency, Inc. 
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OPPORTUNITY UNLIMITED— 


Operation °“‘Hard Sell” in 


We have spent many years in the de- 
velopment of business, worked the acci- 
dent and health field when specializa- 
tion was the order of the day, and in 
dealing with general brokers we had a 
much tougher job than today. We had 
to rely on some good specialty salesmen 
and concentrate on them. They were 
generally life insurance men who would 
take the extra time to make the acci- 
dent and health pitch to their clients and 
whose companies then were not writing 
accident and health. We would then fill 
in by working even harder to get the 
general broker to sell our product to his 
general insurance clients. This he did 
rather grudgingly as a side line. 

The general broker of that time felt 
that he was an outsider on personal 
lines. He would subordinate A. & H. 
through a full time accident and health 
and/or life man and be satisfied to par- 
ticipate with the specialist in the han- 
dling of the business. 


A Change for the Better 


This situation has changed for the 
better. Today we accept the “sack” the 
“chemise,” the “bag” and the conven- 
tional dress of the A. & H. industry. 
They all are offered and sold to fit the 
need. Specialization, therefore, no longer 
has a monopoly on distribution of our 
product. Nor is specialization by any 
means ineffective or discarded. It is 
no less productive now for those who 
believe it is their best way to provide 
the best service to their clients or for 
those companies who believe they are 
serving best through specialty selling 
methods on a full time producers basis. 

We are experiencing, however, an ever 
increasing acceptance of A. & H. by the 
multiple line general insurance broker 
and also his acceptance by many of the 
life insurance companies which are now 
writing A. & H. This has materially ex- 
panded our opportunities for greater 
distribution of the accident and health 
product and has also given a new em- 
phasis to the recognition of the almost 
“forgotten man” of accident and health 
—the individual prospect. He will buy 
independently of any employe group, 
veterans’ benefit, workmen’s compensa- 
tion or trade association plan, when 
shown how a properly designed program 
can and should be superimposed on any 
basic group or other such plan to provide 
the most adequate amounts of benefits 
that his earnings will support. 


No One Best Plan 


We do not tell our agents and brokers 
that any one particular policy is the 
best plan. This is because we have 
learned from experience that not every 
plan will fit the need of a given individ- 
ual. We honestly believe that the strong 
desire for maximum earned income and 
economic security goes further than 


Based on an address given by Mr. UII- 
man at the June luncheon meeting of the 
New Versey Association of Accident & 
Health Underwriters. 


By Juxrus L. ULtMan 


President, W. L. Perrin & Son, Inc. 
New York City 


the mass acceptance of the welfare con- 
cept. This is because each individual, 
while he accepts the basic security and 
comfort of mass protection, neverthe- 
less has a personal target or objective 
for himself and his family. This often 
prompts him to want something better 
than just basic security. 

Objectives vary; they are as different 
as the colors of the rainbow. Haven’t 
you thought about this yourself? If 
not, indulge yourself. Are you content 
with the prospect of your social security 
benefits as your retirement income goal ? 
Some people may be. Are you satisfied 
that your personal pension or hospitali- 
zation benefits under your employe plans 
are adequate for you and your family? 
lf not, don’t you think you should put 
on some extra superimposed coverage to 
bring such coverages close to the stand- 
ards you want for yourself and loved 
ones ? 

Well then, we ask our producers, what 
about your prospects? Have you spoken 
along these lines to all the people you 
know on a friendly basis? Try it! You 
will find that regardless of all the pub- 
licity, advertising or sales emphasis by 
the inventors of insurance protection, 
no one plan will be best for everybody. 
So we think you should give serious at- 
tention to the proper fit of the accident 
and health coverage you recommend. See 
what it is your client needs. Don’t 
just sell from the catalog. Yes, interest 
him in “merchandise” from the catalog, 
but measure your customer and fit him 
carefully. 

He may not need or can’t afford a 
non-can policy. Yearly renewable, how- 
ever, may suit him fine. 

He may not need or can’t afford a 
guaranteed renewable contract. Again, 
yearly renewable may fit him fine. 

Maybe he’s been rejected before and 
neglected subsequently. You can now 
sell him a “qualified risk” yearly renew- 
able policy. 

He may have basic coverage through 
one of the aforementioned groups, so 
maybe a short term-long waiting period 
will suit him best. Maybe additional in- 
come is not his primary need; maybe he 
is ready for more hospitalization or ma- 
jor medical. Take his measure first, then 
pick the coverage best suited and sell 
him. In doing so consider our unlimited 
opportunities today to deliver the goods 
from the most complete array of plans 
we have ever had! Most companies can 
offer one or more of the following in- 
come protection forms. They represent 
a veritable department store of A. & H. 
insurance: 


Modern Tools for Building Better 
A. & H. Business 


Commercial—yearly renewable—broad 
form—moderate cost accident and health. 
Benefits provided for lifetime—even for 
sickness, for men or two years sickness 
for women. 

Qualified risk—substandard—you can 
insure diabetics, cardiacs, cancer and 


other heretofore uninsurables. 
Overage — commercial — yearly renew- 


able, available up to age 75 male, 55 
female. 

Overhead expense—fixed business or 
professional expense replacement—yearly 
renewable. 

Non-cancellable—Level Premium. 

All of these are your modern tools for 
the building of better business from 
A. & on individual coverages with 
the new look. Actually they are only 
part of the vast portfolio of A.&H. 
coverages available to the public through 
you on a “fit the need” basis. But, add 
to these, not to be overlooked, the full 
run of Group, key man and trade asso- 
ciation plans which can be _ offered 
through the business or tax approach to 
employers, trade unions or professional 
or merchants trade associations. 

The general insurance broker with 
whom you deal has dozens of prospects 








Ullman’s Busy Career 


As president of one of Manhattan’s 
largest multiple line agencies, Mr. 
Ullman has dedicated his organization to 
the cause of complete usefulness to the 
insurance broker. This was the founda- 
tion stone of W. L. Perrin & Son, 
founded over 60 years ago. 

This is Mr. Ullman’s 38th year with 
the agency with which he started as an 
office boy in 1921. For many years he 
was an understudy to the late Charles 
Bellinger, one of the great production 
figures for years in the downtown insur- 
ance district. “Jules” was given the re- 
sponsibility of running the firm’s A. & H. 
department and he has directed it credit- 
ably for many years. Annual premium 
volume of W. L. Perrin & Son in this 
major line of personal insurance is over 
$1,250,000 annually. Contacts are main- 
tained with over 3,000 agents and bro- 
kers who place A. & H. and life insur- 
ance with this agency. 

Since his election to the presidency in 
January, 1956, Mr. Ullman’s responsibili- 
ties have broadened to an all-line basis 
of supervision. He now holds the im- 
portant post of executive committee 
chairman in the New York City Associ- 
ation of Insurance Agents and is mem- 


bership chairman of the insurance sec- 
tion, New York Board of Trade. 








in his every-day file. Show him how to 
use them. The life specialist has a won- 
— ready-made entree. Neither should 
ail. 


Get Out and See Them 


It’s a tested fact that getting out, see- 
ing them, telling them and selling them 
is the surest method of making a sub- 
stantial contribution to protection of 
our method of providing security for the 
individual, the family, or business unit 


Accident & Health 





JULIUS L. ULLMAN 


under our still-free and democratic sys- 
tem of private enterprise. 

This is the time for the “hard sell.” 
The competition for your client’s dollar 
is increasing and it will get even worse 
with the concerted effort of other worthy 
enterprises to beat the current recession 
by using the “hard sell” to get their 
product in your client’s hands before you 
reach him. You must get there first with 
the most. And you have every resason 
to, because you are selling that which 
is closest to every individual, personal 
and family protection during a period 
of economic adversity; i.e., at such a time 
when his pay check and/or savings are 
under attack by sickness or accident dis- 
ability. At such times he is in jeopardy 
of losing the results of all his hard work 
to provide the necessities and some of 
the luxuries of life for himself and loved 
ones. If you get to him first you have a 
better chance of delivering your goods! 

Remember, a man’s greatest material 
asset is his physical ability to earn 
money. When he loses that who'll pay 
the bills? Rich relatives? Modest wél- 
fare benefits? A rich widow friend? 
Or, the accident and health insurance 
which you have sold him! 


Organize Prospects Into Groups 


Now, a word on how we proceed in the 
direction of actual sales. First, we 
recommend to our brokers and agents 
that they organize their prospects into 
groups. By so doing they simplify their 
selling. For example, they should Jot 
down several names of white collar males 
for one special effort. Then, fit one 
program, say a yearly renewable first 
and eighth day plan which pays lifetime 
accident and lifetime confining sickness 
with two years of non-confining. This 
type of coverage has a popular appeal 
among this class. Generally it costs 


(Continued on Page 48) 
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Sharp Rise in Aute 
Repair Bills Seen 


BY W. P. HENDERSON, DETROIT 





Says Stylish Designs May Price Cars 
Out of Market if Insurance 
Cannot be Purchased 





The casualty insurance industry faces 
a big problem from Detroit. William P. 
Henderson, president, Henderson Tire 
Co., Detroit, predicts that if all cars 
use wrap-around windshields by 1964 it 
will be necessary to collect an additional 
one hundred million dollars in premiums 
to pay the damage losses. 

Mr. Henderson remarked: “It is said 
that every time the car stylist picks up 
his pencil to draw a final line, it costs 
a car manufacturer a million dollars. If 
it is a good line, the manufacturer will 
make five to ten or fifty million dollars 
profit. What they don’t know is that 
many of the lines cost the insurance 
industry one, five, or ten million dollars 
in excess repairs every year thereafter.” 

He cited some examples of design, 
styling, and engineering which produce 
extra costs for insurers: “Horns are 
mounted in front of a fragile radiator 
core on half the cars. The most common 
ten to twelve miles-per-hour front end 
collision drives the horns through the 
radiator core. This adds $50 to $70 to 
the repair cost. 

“Huge decorated front and rear end 
overhangs that are even with or project 
beyond so-called bumper protection cost 
millions in excess losses. 

“Hoods hinged at the front seems like 
a good idea. Most any front end dam- 
age throws the hinge assembly out of 
line which adds about $18.50 labor for 
a front end teardown. 

“Chrome strips on the side of a car 
are expensive to replace. They are 
peanuts when compared to doors, front 
and rear fender panels that have deep, 
sculptured designs and high ridges in 
the metal. You are just now starting 
to pay for installing new panels costing 
over $100 each that were $30 repair 
jobs in 1954 and 1955.” 

Mr. Henderson spoke at the spring 
workshop of the National Association 
of Independent Insurers in New Orleans. 
He advised insurance industry to remem- 
ber that cars cannot be insured unless 
they are sold and the auto industry 
must realize that its product will not 
be sold or used without proper insur- 
ance coverage. “When insurance costs 
get too high, restricted auto sales fol- 
low,” he asserted. 





Floyd West & Co. 


(Continued from Page 29) 


lations, Any time we prepare a renewal, 
put it on our books, report it in our 
account current, mail it out, send out 
invoices and then have to send out 
cancellation notice or physically pick up 
the policy and reverse ali of our entries, 
we have spent money needlessly and 
have mishandled our business and our 
customer. 

“The company has also spent the 
money to process the business (only 
more because they have to report also 
to the various State and National Bu- 
Teas) plus the fact they have the expu- 
Sure to loss for which they receive no 
Premium which means ‘free insurance’ 
to which no one is entitled. 

“In most cases this can be avoided 
by doing our job properly—contacting 
the insured prior to expiration and get- 
ting an order for renewal, finding out 
if there have been changes in exposure, 
the proper rating information and most 
important—pointing out to our customer 
new coverages available and giving him 
Our professional advice as to what cov- 
erages he should be carrying. This prac- 
tice will also eliminate the expensive 
Process of having to rewrite or endorse 
Policies which have been renewed with- 
out contact. 

Next, let’s try to stop all unneces- 


sary correspondence with our companies. 
Letter writing is terribly expensive, 
time-consuming and often irritating. By 
giving facts to our companies—facts 
they must have from us—along with the 
daily report, we can stop more than half 
of all our correspondence. We don’t 
have to write a letter. Just a hand- 
written note with the daily report on a 
slip of paper or a note typed at the top 
of the daily report will do the job. 
Doing it this way will do more to build 
that confidence I mentioned before than 
anything I know of. 

“Let’s start today to do a ‘professional’ 
job for our assureds and our companies. 
Let’s tell our companies either directly 


or through their field men how we are 
operating and if we live up to these 
few simple, commonsense practices, I 
think 1958 will be a good year for us 
and will free us to do what we are in 
business to do—to solicit aggressively 
and write all the good new auto busi- 
ness of the preferred type we can get 
our hands on and handle our present 
volume.” 


THOUGHT FOR THE DAY 
TODAY—I will try to live through 
this day only, and not tackle my whole 
life’s problems at once! 
—From “The Broadcaster’ of 
Empire Life & Accident 





“Treats” for Junior 


Remember how the barber shop used 
to give a stick of gum to young cus- 
tomers? Your agency could get quite a 
reputation with parents and children if 


you kept a few low cost “treats” on hand 
to give out when your client happens 
to bring Junior in with him. 


—From “General’s Review” of General 
Accident’s Canadian office. 





He who walks with wise men becomes 


—Prov. 13:20 


wise. 








Hartford A&S commissions 
will pay for all my vacation fun! 


Enterprising agents on the look-out 
for extra income push Hartford Acci- 
dent and Sickness Insurance on every 
call. Regardless of what other policy 
you may be discussing with a client, 
he’s usually a good prospect for 
Hartford A & S protection. 


Hartford offers a wide range of cov- 
erage designed to meet the needs of 
today’s large and growing market for 
accident and sickness insurance. And 
when you represent the Hartford 
Accident and Indemnity Company 
its reputation and long record of 
dependable performance will win the 
utmost in confidence from your 
clients. 


You provide the best in A & S when 
you write it in the Hartford. And 
Hartford makes it easy to sell by 
providing literature, sales kits, rate 
calculators, work sheets and an 
organization of field specialists to 
help you with any coverage problem. 


For complete details on Hartford 
policies and facilities, write Hartford 
Accident and Indemnity Company, 
Hartford 15, Connecticut. 





Personal Protection 


Major Medical Volunteer 
Expense Firemen’s 
Individual Accident 
and Family tibiae 

Hospitalization Medical 
Individual Public, Prepara- 


tory Schools 
and Colleges 


and Family 


Selective 
Accident Policy Campers’ 
Insurance 
Sickness 
Sea hili ‘ey Trip and Travel 
Disability Policy kad 
Boy and Girl Policies 
Scout Coverages 
Youth Group 
Athletic Teams Organizations 
Insurance Coverage 





HARTFORD OFFERS THE FOLLOWING COVERAGES 
IN ACCIDENT AND SICKNESS INSURANCE 





Group Protection 


EMPLOYFES 
ONLY 
Accidental Death Weekly 


and Indemnity 


Dismemberment Statutory 


Travel Accident Disability 
EMPLOYEES AND DEPENDENTS 


Hospital Laboratory 
Expense and X-Ray 

Surgical Dread Disease 
Expense Expense 

Medical Poliomyelitis 
Expense Expense 


Comprehensive Major Medical 
Expense 








Year in and year out 
you'll do well with the 


Hartford 


Fire Insurance Company | 


Group 







Hartford Fire Insurance Company 

Hartford Accident and Indemnity Company 

Hartford Live Stock Insurance Company 

Citizens Insurance Company of New Jersey 
Hartford 15, Connecticut 

New York Underwriters Insurance Company 
New York 38, New York 


Northwestern Fire and Marine 
Insurance Company 


Twin City Fire Insurance Company 
Minneapolis 2, Minnesota 





THE EASTERN UNDERWRITER—CASUALTY-SURETY PRODUCTION & SALES EDITION 








New York State Experience 


(Continued from Page 33) 


Earned Losses 
Company Premiums Incurred 
National Union Group 

OPS OSV as COS a eee $88,280 $49,845 
Liability Other Than Auto (B. L.).......... 111,929 23,699 
Piaetls OnE. AES ALD osc siccse caciessiawciecae 443,070 234,234 
Ties PUL ee 6 idee 1k ee eee is 142,004 76,268 
Liability Other Than Auto (P. D.).......... 10,720 2275 
MANNE accu cunts chek sent oo oseuee etaa ake 4,221 1,652 
EP EREC RCE Re eaed sone Sea oes heb eues 23,462 2,500 

eK tree ESky RRM CSOSA Rea iin Rew 11,712 4,138 
OSS 2s Bc oS) ee ee ae PaaS 26,084 12,928 
Commercial PR th inal Wee ue R 2,592 4,518 
SenennOwemrnsS Me ss kG os tanssunntscee eee 141,814 57,259 











CEC) Dany Ses ee ge ae "$1,005,888 $469,316 

New York Mutual Casualty 
Group Acciient q Health............ 2.600005 $294,706 $214,478 
Se SS Re CTO oe 2,667,606 1,391,147 
Liability Other Than LATTE CUs @ ce Daan ae 784,365 581,061 
ee OE, OW d,s nc scneeswnescvaes 1,536,923 1,077,062 
OS SS CE Dee ee 462,436 304,589 
Liability Other Than Auto (P. D.).......... 187,894 54,547 
BR eee ara oreo Sue ea he vse sbaeweues 9,987 4,840 
a ae La 1 | a er 4,609 2,185 
PamielScccrck cs maraceaseesanss $5,948,526 $3,629,909 




















ables ror SAFETY 


WATCH OuT! 
WE'RE PROUD OF 
OUR SCENERY 






Once upon a time a local government official decided that 
the region he served needed something more in the way 
of promotion to attract tourists. 


After examining the estimates made by an outdoor adver- 
tising firm, he decided to kill two birds with one stone. Why 
not economize by having all safety signs in his area carry 
an advertising message as well? A brilliant scheme! 


The changeover was completed, appropriately, on July 4th. 
Over the holiday period, the small locality became famous 
from coast-to-coast. Auto repairs, hospital admissions, as- 
signments of cases to legal firms—all set records never 


before approached. 


THE 


YORKSHIRE 


INSURANCE COMPANY 
OF NEW YORK 


SEABOARD 


FIRE & MARINE 
INSURANCE 
COMPANY 


90 JOHN STREET 
NEW YORK 38, NEW YORK 





VWlorval - UNIFORM TRAFFIC 


SIGNS CUT ACCIDENTS, BUT 
THEY DON’T MAKE HEADLINES. 
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SERVING AMERICA THROUGH THE AMERICAN AGENCY SYSTEM 











Company 


New Amsterdam Casualty 


Accident’ only ‘(Cndivyidtial):....... 262. seis. c oe 
Accident & Health (Individual).............. 
Group Accident @ Health soi... 00.0 6diees ss 
ECE SS VSS COT SRILA A er of aera 
Liability? Other Than Auto (B. 1)).....0.0.. 
PASSO PA ATOIN EY NES, | Bo islo:s is sielnve 0 lc4 edt sess 
Pt Mab ity BO) he os sce ea ee 0s0.a% 
[jahility Other Than Auto ‘(P: 'D.).:......... 
RIS ask otic ait nie eons eee kee oe eins 
Re yO SU Ae Ocha Slat ciewswsls 
SONS 3) cc Eee ac a oie sek aicial a a teco ioral oR sie 
Burelary Vand PANeTCS, 565.068 ot koe ene eae 
Piempowhers ls Essense cesses acunw sae sense 


New Hampshire Fire 


WTP ASOT: fio oss Gu eles e's Skis 40's ees 
Liability Other Than AMG 4B. AD san. 6c 5501s 
prety LOS TS 2 (coer eee eee ea 
EAR, Eee (ee CJ) SSS nn ee 
Liability Other Than Auto (P. D.).......... 


Burglary and Theft....... eee. . «5 xa 
SOMmMMeTCIAl Gwe ees essau sok scmsee sacle esses 


New Jersey Manufacturers Casualty 


WViorscninen’s: Meo cre aaa riencess sara ens sodas 
Aissto DAaDuiiy AGG) a icnicly cies ars s's seine cccis's 
alicegs Bt ils ae ( adie | Jy pega pararae ne A - e 


New York Printers & Bookbinders Mutual 


WHiGTeE SS ASOMED 5 oc Saks sa scenes ave 
Liability Other Than Auto (8. 1.)........... 
Pato TARO A Dio eos ngucecsacsesss. sei 
PAGO TARRY AD viene sowie vc deee so cee 
Liability Other Than Auto (P. D.).......... 
statutory Disability Benefits..............5. 


Norfolk & Dedham Mutual Fire 


Liability Other Than Auto (B. I.).......... 
IPERS LGR ee Rene ne ieres pee ta aici + os v0:8 
OUR IGTY Gia Pate NE sas os sa5 bcwreaieie dems soos 
PAGINGOWRELS HL. Pins ns soso eee deeeeessan 


7 UC Re es ee 


North British & Mercantile Group 


DY ROT AEREONN ee, OED raise ous a aie elds Glew iae's ewes eek 
Liability Other Than Auto (B. I.).......... 
PRUE BADLY. MES, TD oc gees 6 viene case oes 02 
AMO PAAWINGY AE. BD) ooo osc ecccsecciies 
Liability Other Than Auto (P. D.).......... 
ERIN PI ee sass faa ieia ys gia ts ou eee irs obi 4 
NCE Tenet oh tae nisree cere connie aciues 


Bye Eat? tect UY | (2 an ee a a 
Commercial ED | RRS arte a Tier ee eee one 


Northern Assurance Group 


Liability Other Than Auto (B. I.).......... 
0 OOS alec ad Sasa Se ee oe 
Burglary nl: WHE 6. Sis es i eee sso eek 
Gera rag ea aha dt itl os sshcnc'y: oloyevnrs Stevo bscev wins ins: d Sivls 


Northern of New York 


hip larim—vapate” Beem, RETO OEE TL Pee eee 
Liability Other Than Auto (B. I.).......... 
I.) 


Auto Liability (B. 


Uivepe ECL ine (Sain 0) SP ne a ae 
Liability Other Than Auto (P. D.).......... 
Ee et eee ae See es 
isha egg le 0. in i. ne 
RAOIICOWHEDS EUs Fcc ck fnca es ceed ee babe Sake 


Northwestern National 


Liability Other Than Auto (B. I.).......... 
AGIABG ated eaten ek Ge win ts on eke aG OO eae 
UTR ate ARN SIC 4h cd che cei os oars 
EROOIOOWIETS Ns Pies 6 ooo Sb sae oo tee 
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Only This One Policy Insures Accounts Receivable 
Records Against Complete Destruction 


By T. M. MerepitTH 
Assistant Secretary, Hartford Accident & Indemnity 


Most of us have a favorite policy 
which we like to sell. Usually it is one 
which (1) insures against an event that 
could cause financial disaster to the pros- 
pect, (2) has a wide market, yet is rela- 
tively unsold, and (3) is rated to accu- 


rately reflect your particular prospect’s 
exposure. The accounts receivable policy 
meets these requirements, and has added 


MEREDITH 


T. Mi 


’ 


advantages, too. It is so-called “all loss’ 
coverage and is the only policy available 
in the market which insures accounts re- 
ceivable against destruction. 

Primary purpose of insurance is to 
protect the policyholder against an event 
or catastrophe which could result in 
financial disaster. Many insurance trans- 
actions, while important, are almost 
service or maintenance contracts. The 
first obligation of an insurance agent to 
his client is to sell policies which in- 
sure potential disastrous losses. Expe- 
rience has proven that the accounts re- 
ceivable policy affords this kind of pro- 
tection. 

A firm’s accounts receivable often rep- 
resent the largest quick or liquid asset 
of a firm. If collectible, these accounts 
are as good as cash. Yet if the records 
of accounts receivable are destroyed we 
know that a large percentage will never 
be collected. There have been cases 
where following complete destruction of 
the records, a retailer was unable to col- 
lect as much as 70% of the outstanding 
receivables due to inability to determine 
who owned how much. 

Consider, for example, a retailer with 
$100,000 outstanding. Should a fire de- 
stroy his records, the loss could run as 
high as $70,000. It would be an unusual 
retailer who would not insure $70,000 
cash on hand, or even $5,000. The need 
for the policy is not restricted to re- 
tailers. 

What Policy Covers 


Virtually all losses are covered. The 
exception—war, and dishonest, fraudu- 
lent or criminal acts of the insured, di- 
rectors or trustees. The insurance com- 
Pany will pay the insured the money 
he is unable to collect due to destruc- 
tion of the records. In addition, it pays 
the collection expense in excess of nor- 
mal and the cost of re-establishing the 
records (to extent possible). 

More often than not, the excuse for 
failing to sell this policy is the negative 
answer to the question: “What losses 
have you paid recently?” As a matter of 


fact, in the past year or so several losses 
were paid including one to a wholesaler 
for $135,000 representing 41% of the out- 
standing receivables at the time of a 
fire. Another payment of $24,000 was 
made to an insurance agency. So far this 


year we paid $19,000 to a small depart- 
ment store and have a much larger claim 
pending. 

At the present time the bulk of the 
premium developed by all companies 
writing this policy is from extremely 
large policies written for jumbo sized re- 
tailers and to some extent wholesalers. 
These are almost entirely well-protected 
risks with the best protection and fire- 
resistive equipment. If any one of these 
accounts had a serious loss, the payment 
could easily amount to more than the 
premiums collected by all companies 
writing accounts receivable insurance, 
perhaps for several years. Such a loss 
is improbable, as reflected in the rate, 


but the chance of loss is definitely there 
and must be insured. 

The smaller accounts just haven’t been 
sold. When a large number in this 
wide open field are written, the losses 
are positively paid. There are many 
examples of uninsured losses. For ex- 
ample, only $2,500 collected on receiv- 
ables totaling $6,000; $225,000 collected 
on receivables totaling $425,000, and 
$54,000 on receivables totaling $123,000. 

The basic rate for the policy is the 
100% coinsurance fire contents rate less 
60%, less discounts as high as 40% for 
approved insulated equipment, and 50% 


(Continued on Page 50) 








PERSONAL ACCIDENT INSURANCE 





acceptance. 


e Through Leonhart and Company, Inc. you can 
place $200,000 Accidental Death and Dismember- 
ment (including Permament Total Disability) for 
$300.00 (class A not over age 65) and Weekly 
Accident Indemnity up to $1,000 per week . . . with 
Accident Medical Expense Coverage also. 


Use the convenient application shown here for a 
quotation . . . or give us your order to bind this 
coverage at rates not exceeding those quoted by 
other markets, subject to our immediate Telegraphic 














DEATH AND LOSS LOSS OF LIMB 


OF LIMB OR SIGHT OR SIGHT 
AND PERMANENT AND PERMANENT 
TOTAL TOTAL 
DISABLEMENT DISABLEMENT 

$ $ 


WEEKLY INDEMNITY 
(FOR TEMPORARY 


TOTAL MEDICAL 
DISABLEMENT EXPENSE 
FOR __. WEEKS 
S t— 





DATE OF BIRTH 








DEATH 
ONLY 

A $ 
oa 

NAME 
Pp 

ADDRESS 
L 





PRESENT OCCUPATION 








DAILY DUTIES (State fully) 


(Position or Title; if more than one, state all) 








RELATIONSHIP 














BENEFICIARY 
I DO YOU SUFFER FROM ANY PHYSICAL DEFECT OR INFIRMITY? 
O IF SO, PLEASE GIVE DETAILS 








| HEREBY APPLY TO UNDERWRITERS AT LLOYD'S, LONDON, FOR PERSONAL ACCIDENT 
INSURANCE BASED ON THE ABOVE REPRESENTATIONS AND STATEMENTS. 





SIGNATURE OF PROPOSER 








SOUTH AND WATER STREETS 





Loonhart and Company, Ine. 


TELEPHONE SARATOGA 7-3500 


¢ BALTIMORE 3, MARYLAND 
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Jaffe Urges Strong Public Relations Program 


(Continued from Page 8) 


+ 


meager as it is (4/10 of 1% of pre- 
miums). 

I refer to the type and scope of pub- 
lic relations that profoundly influences 
social conduct and human behavior. And 
here let me give you an outline of what 
a strong public relations campaign can 
do towards educating the public into the 
realization that “charging it to insurance 
companies is charging it to oneself.” 


Outline of Proposed P. R. Plan 

The hypothetical public relations men 
whom you would entrust with this prob- 
lem work subtly when they work prop- 
erly, with the result that only an expert 
would recognize their presence at all. 
Without any disrespect for this profes- 
sion they “bore from within.” It is such 
boring that is needed here. We don’t 
have to be ashamed that we are putting 
anything over on the public because the 
cause is good and sound—and in the 
public interest as much as in the interest 
of the insurance companies. 

Public relations men have strong con- 
tacts with the key people in every type 
of communications medium. If they are 
worth their salt they are usually on a 
first-name basis with editors of news- 
papers, magazines and even publishers 
of text books. They know how to reach 
the story editors on the movie lots, TV 
and radio stations, as well as the pro- 
ducers of Broadway plays. They know 
everybody worth knowing in these fields 
because that is their business—and they 
use their contacts on behalf of their 
clients. Here are a few examples: 


A Few Examples 


1. Did you know that a great many 
news stories and even editorials in your 
daily paper are run because a P. R. man 
outlined a strong case to the editor? 
Incidentally, they call that “planting.” 

2. Did you know that TV shows and 
motion pictures are frequently produced 
after a public relations man discusses 
story-lines and attitudes with the right 
people at the studios? 

3. Did you know that articles in our 
most respected magazines including the 
top digest magazines are often inspired 
by P. R. men? 

4. Did you know that writers of text 
books will listen to competent P. R. 
men and sometimes make use of certain 
material they may supply? 

These are just a few of the ways pub- 
lic relations men operate, whether they 
represent clients in commerce, industry, 
charitable or educational institutions. 
But I want to be sure you understand 
that all this is neither a conspiracy nor 
a hoax on the public. Nor is there any 
intimation that editors and writers are 
receptive to bribes. 

It is simply that all these people in 
the broad field of communications wel- 
come legitimate news and angles when 
presented to them properly. In fact, 
they need such a flow of proper ma- 
terial. What is more, when the subject 
hits them especially right they have been 
known to enter into all-out crusades to 
get the message across. Our message 
could and should be placed in that cate- 
gory. 


P. R. Man’s Luncheon Date With 
Top Editor 


Bring the matter down to cases, sup- 
pose our public relations man lunches 
with the top editor of, say, a woman’s 
service magazine and tells him what is 
on his mind. Namely, he is working on 
an assignment to improve the morality 
of the public by getting the man in the 
street to understand that “charging it to 
insurance companies is really charging 
it to himself in the long run.” In other 
words, the attitude expressed as “What 
do I care, I’m insured” has no ethical 
place in the minds of decent people. 

After the second or third buttermilk 
the editor is enthusiastic. (Let me say 
here that the editor often picks up the 


P. R. man’s tab along with his own if 
only to prove he is independent!) “You 
know,” he may say, “that’s just the thing 
for Steve Jones. He could do a good 
piece on that theme.” 

Next day the editor talks over the 
story line with Freelance Writer Jones 
who will subsequently meet the P. R. 
man for more reference material. Per- 
haps six months later in “Ladies’ Town 
Topics” (circulation 2% million gals ages 
24.3 yrs. to 63.2 and of whom 84.1% live 
in Suburbia) Jones’ story entitled 
“Harry the Bill-Padder” hits the mails 
and stands. It has the entire readership 
buzzing! 


The Fate of “Harry the Bill-Padder” 


Multiply this by a concentrated effort 
in all directions I have noted, and over 
a considerable period of time. There 
could be so much stir created in the 
right places that for one, “Harry the 
3ill-Padder” will not only sprout wings 
and give himself up voluntarily, but he’ll 
hang himself in his cell. Incidentally, 
this would provide another angle. The 
daily newspapers would have a legiti- 
mate, newsworthy event to report and 
the public would get another chance to 
ponder the evils manifested in Harry! 

That is the general idea in capsule form, 
and it is how big-time public relations 
works and cou!d work for us in the in- 
surance field. 

It seems to me that if paid advertising 
has been ab'e to put across to 170 mil- 
lion Americans thousands of buying 
stimuli such as the fact that the mark 
of success is longer cars with fancier 
tail-fins, or that smoking a certain ciga- 
rette carries a connotation of all the 
masculine virtues — then a_ carefully 
planned pub‘tic relations campaign of the 
kind I have described can surely be con- 
vincing in its own way to those same 170 
million people. 

On the practical side they will discover 
there will be more left over with which 
to enjoy the abundance that is America 
if they don’t rob themselves by robbing 
the insurance companies. They may just 
possibly gain a moral uplift at the same 
time. 

Many of you who read this are on 
the way to the top policy-making levels. 
Within ten to 20 years (they'll go fast, 
too) you will be facing up to the res- 
sponsibility of making decisions such as 
I have outlined—if it isn’t too late by 
then. It may be your considered judg- 
ment that will influence the fate of our 
business. So, think about it until your 
voice is loud enough to be heard. Then 
act with all the authority of your office. 





D. B. Hall Stresses: 
“Ask People to Buy” 


GEN’L ACCIDENT MGR. IN CANADA 


Points to Success of Joint Ad Campaign 
in Midwest City; As Result of It 
Dealers’ Sales Jumped 400% 


Douglas B. Hall, FITC and FITA, man- 
ager for Canada of the General Accident, 
produced an editorial on “salesmanship” 


for a recent issue of “General’s Review” 
which is worthy of wide recognition. Its 
essence was that if you don’t ask people 
to buy insurance it is unlikely that they 
ever will. 

Under the heading “Asking to Buy, 
Works...” Mr. Hall writes: 

“T have not dealt with selling insur- 
ance for some time. There seem to have 
been many other matters of importance 
to be dealt with. But, we must never 
forget that our business from the stand- 
peint of agent and company alike, is de- 
pendent on salesmanship. No matter 
what goes on within the industry, insur- 
ance must still be sold. 

“The majority of the things peop'e buy 
are bought because of salesmanship. This 
may take many forms. Sales may be 
promoted by display, by advertising of 
meny types and by direct solicitation. 
Whatever method you use, you are ask- 
ing people to buy. 

“A short time ago the automobile 
dealers of a large midwest American city 
put on a joint full scale advertising cam- 
paign using all media. Sales jumped 
400% over previous weeks. A_ rather 
startling resu't. These dealers had sim- 
ply asked people to buy and _ people 
bought. 

Insurance Led the Field 


“Shortly thereafter, at an advertising 
club meeting in the same city when the 
results of this campaign were known, a 
questionnaire was circulated with this 
query—'Has anybody since January 1, 
either by phone or in person, asked you 
to buy any of the following’? There 
were then listed twelve items including 
an automobile, house, furniture, a color 
TV set and insurance of any_ kind. 
Twenty-seven percent answered ‘No’ to 
all questions, ‘Yes’ replies were made 
in percentages ranging from  substan- 
tially less than 1% to 33%. Insurance at 
33% led the field by a wide margin. 

“Now there is no record as to how 
many of this 33% bought insurance. 
Some undoubtedly did. The point is that 
in a representative group of citizens only 
one-third of the potential had been ex- 
ploited. Is it not reasonable to assume, 
taking the public at large, that it may 
well be that two-thirds of them have 
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Offering Simplified Coverages 
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COORDINATION 


Is there lack of proper coordination 
among your departments? Do your 
life, fire and casualty men correlate 
their time? Don't increase costs 
through internal conflicts. Inquire 
without obligation. 


CONSULTANTS 


IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


FRANK LANGY:AASSOCIATES 


One NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17, N. Y. 
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Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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never been canvassed, have been can- 
vassed indifferently or at infrequent in- 
tervals. 

“I cannot help feel there is a substan- 
tial, possibly a vast untapped pool of 
potential insurers, people who without 
realizing it, await the proper approach. 
Canvassing is hard work, It takes time 
and plenty of it. It takes time when quite 
likely you would rather do something 
else. But, there is no substitute for it. 
It is the only way in which you can get 
at most people to ask them to buy and, 
apparently, ‘asking people to buy’ works.” 





Afraid of a Turn-down 


“Many salesmen beguile themselves 
with reasons why the prospect should 
not be called upon today,” said “Printer’s 
Ink” magazine. “Most of these reasons 
are inspired by the fear of a turn-down. 

“Remember: The sale cannot be 
started unless you call. You cannot get 
acquainted unless you call, You cannot 
answer objections unless you call. You 
cannot destroy your fear of failure un- 
less you call. You cannot get this order 
unless you call. 

“A salesman’s productive time is the 
time he spends in the presence of his 
prospects. The real thrill in salesman- 
ship comes from selling the man you 
thought you couldn’t sell.” 





Customer’s Privilege 

Choice is the privilege of the customer. 
When it moves to the wrong side of the 
counter quality goes to the back of the 
line. No one keeps the standard of prod- 
ucts higher than the man who has to be 
so d—not told—what he wants to buy. 
This rule applies more and more every 
day to the insurance industry, for selling 
must always be the criterion of effict- 
ency and it can only be done by the 
man in direct touch with the customer. 


. . ”» 
—From Norwich Union “Broadsheet. 





Emotion may win audiences, but tt 
generally loses arguments; the man who 
lets his feelings get the better of him 
saves his opponent a lot of trouble. No 
form of insurance can compensate 10F 
loss of temper. 


—E xchange. 
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These are busy hands. They’re 


busy writing up apps, or 
a thumbing through the latest 
ach information on new policy 
iD contracts. 





ould Why so busy? They belong to an 
an Allstate Agent. A full-time Agent 
get who finds more and more custom- 
un- ers coming to his office each day, 
is or stopping at the Allstate booth in 
- Sears. Customers who have heard 
that he can help them with their 


insurance... and at a saving, too. 


ro As a trained and licensed insur- 
o be 

be ance counsellor, he’s got a lot to sell. 
lling r 

“the Auto, Fire, Homeowners, Personal 
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Theft and Family Liability protec- 


tion. 


And he gets support for his sell- 
ing. Training programs, refresher 
courses, point-of-sale materials, local 
advertising, national advertising, 


and a “direct wire” to the ear of a 


midnagement supervisor. 








He’s active in his community— 


church, school, safety, civic and 
social groups. And he knows he 
does well in service to his clients 


when so many of them come up, 


shake his hand and say, “Thanks!” 


Good hands? You bet they’re good 
hands—good hands all. 


You’ re-in good hands with 








® Founded by Sears, 
Roebuck and Company 
with independent 
assets and liabilities. 


é, Home Office: Skokie, ill. 
‘TbNSURANCE COM NIES 
AUTO + FIRE + HOMEOWNERS + THEPT « FAME a LIABILITY 
BSA. a 
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, Earned Losses Loss 
New York State Experience Company Premiums Incurred Ratio 
. Geoup Accident=® Health......... cc06 00.0.0 32,747 18,571 56.7 
(Continued from Page 36) eieineiite MMM. 5:00. .2--cukeedces saa, 800,818 611,212 76.3 
faability Other Than.Auto (B. f):......... 921,512 485,868 52.7 | 
Earned Losses oss) «= Pitto -Miability 6B. 29Gs... ... .seeweecs sce 2,400,073 1,657,489 69.1 | 
Company Premiums _ Incurred meee «6p Linbitieg GP. ID)... .. 6.505 cacen sss senes 642,952 439,509 68.4 | 
2 7 . Liability Other Than Auto (P. D.).......... 57,898 23,645 40.8 
Norwich Union Fire Group ee RR eo oe eee 109,822 155,652 141.7 . 
Accident only (Individual)............++.++- $864 420 Tae Sen a ER ea RNONS Na: 3 88,413 3,088 3.5 
Workmen’s Comp. ......-+-.s0+ueseeeeeeeees 93,120 73,087 ee > MN eile hives Ck has ibd tient gignaals 182,165 76,121 418 ! 
Liability Other Baya ndmnaaee ge ed ar oT S| eeeemaennnaen 350,303 =—-‘161,112 46.0 ; 
ee ee ee 8 ree 533, ; : . 99? 
Auto Liability (P. D)....... Rereeenneaee 140908 112,184 79° Boner «and Machinery... . sacs «+... seeks os 254,753 18,222 7.2 } 
Liability Other Than Auto EE, eer ; ; 24. > Of, 
a aged herperieegoel ric ousmaeatie: 24,192 9.208 38.1 aaa ccm odie PANES A TREES ere 
Burglary and Theft se acercererececcccccccesene 33,669 22,956 68.2 Ohio Farmers Group 1 
(Girenay BAS Boobs oy .ceacncsscacancssebeeees 264 Be een Liability Other Than Rass (RS aR ae $127,233 $72,161 56.7% 
ne OE Poin iscviccicnessndvdeees<> 118,391 36,122 30.5 Bld PI OE). coac scan. ss cadens 752,703 682,500 90.7 
— Aste Tuinnsity EP: AP). 3... Seee. os snc scans 226,756 169,385 74.7 t 
VC | a a eer. eae $1,222,395 $823,832 674% Liability Other Than Auto (P. D.).......... 14,868 5,436 36.6 
North Ri Glass ae OC rr 14,877 5111 34.4 
or iver a Burelary and @helt.........<s0s<.0essseecses 24,082 11,446 47.5 
Workmen’s Comp. ......--...ss.eeeeeeeeeees $61,264 $19,915 UY Ton 2 Pn. 53,314 26,575 49.8 
Liability Other (Bt ASte ARS BD) edcscnsoss oie Pat i? : 7 { 
Auto Liability oY 6 Ay eee sor 273, : ; > rf, i 
rece 7 Ae SE eee 84,609 59,136 70.0 2 eee ea $1,213,833 $972,614 el ; 
Liability Other Than Auto (P. D.)........ 8,965 3,656 40.8 Pacific Indemnity c 
DI cites ne Gecovess hcengsatioaeredeaas 2,176 964 44.3 I cd, sep asesuesecesseys $4,113 $—1,280 —31.1% t 
EE aca a css ckbaecoSeaeeee rete coe eager eS s 2,501 —1,000 ine Liability Other Than Auto (B. I.).......... 2,069 —1,727 —83.5 I 
TIMBER CECE techy oe eietoke on owean ones 8,065 4,045 50.2 ALi ELT. (SUN ED nea 8,220 9,755 118.7 S 
te kee fs ¢ ee ne Senne reer 9,062 6,951 76.7 Auto Giavility AP, WD)... ...ccc ec sae ce seese. 3,027 3,336 110.2 
ee ET i” ERE nee gn a Sa ee 43 = sales Liability Other Than Auto (P. D.).......... 493 —12 —2.4 a 
Serpe NES oko cee eaccinwe cwshietenn « 138,006 38,807 28.1 ROTA BG EE ee ric lcniwie wad cesses selse des 128 6 4.7 p 
rer Pte) 1 be 0 tS 2 a 354 161 45.5 I 
CECT EARN eee Re Ge So $669,025 $404,186 60.4% 0 
5 EAR Soe eee Z 55.6% a 
Northwestern Mutual ; i and esaael ver on t! 
Liability Other Than Auto (B. L).......... $9,125 $1,124 12.3% Pacific Fire Group ; t 
Liability Other Than Auto (P. D.).......... 180 ae sais WOPMMION'S COMMD, «2205... c cscs ceceesesens Pons. $11 .»+-% 
UN ere had d ss vecsuam SEE RRGNeKeENA 57 63 1104 Liability Other Than Auto (B. I.).......... 4,997 8,748 175.1 P 
Dardlacy Gnd Thelt........s.<:c0ceercscoseee 1,736 ie Paes oe Sola 6 dap: by a As an 128,922 89,954 70.0 h 
ES EE eee 38 ets ee Amto Liability (P. D.).............2.00+-000+ 35,614 38,866 109.1 A 
Piet s NR: 8c oes sodas es sees ono 112,309 55,683 49.6 Liability Other Than Auto (P. D.).......... 632 4 mf . 
Vie ie S585 96 rae 43,474 37,850 87.1 - 
7 Ee eee ee ee ee rr 123,445 56,870 Oe TUNIS Sierras a A A oe AP eae 485 28 5.7 
“7 $ ‘ " [ana ......... 3,334 419 12.6 
Ocean Accident & Guarantee RG AITACTONOE PRES Gian as sows oaks os 5540s 50% 1,749 735 42.0 
(Including Columbia Casualty Co.) ler Cy et ie. Ley ie a rk a. Seen 121,219 37,232 30.7 is 
Accident only (Individual)................... $59,601 $41,625 69.8% te 
Accident & Health (Individual).............. 181,421 78,944 43.5 Ce EE ne eer ere $340,426 $213,847 62.8% v 
Hospital & Medical Expense (Individual).... 4,413 2,167 49.1 (Continued on Page 42) 
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Agents TV Programs 


(Continued from Page 30) 


over a little unevenness in the grass, are 
you still liable? 

(Mr. Schmidt): You are still respon- 
sible. 

(Miss Donohue): And anybody that’s 
hurt on your property is recompensed 
if you have comprehensive personal 
liability. Well, now what happens if 
Mrs. Happy came outside and tripped 
on the roller skate? 

(Mr. Cope): The policy wouldn’t cover 
in that case because the policy speci- 
fically excludes members of the house- 
hold. It would only cover those people 
that weren’t ordinarily members of the 
household. 


Coverages Discussed 


In this way, step by step, through the 
programs panelists discussed auto bodily 
injury, medical payments, uninsured 
motorist endorsement, theft, extended 
coverage and homeowners policy protec- 
tion. Discussion was stimulated by the 
Happy Family experience depicted in the 
slides. 

On the closing program Mr. Clarke 
appeared and explained some of the 
public service activities of the industry. 
He described the role of the Association 
of Casualty and Surety Companies in 
accident prevention and education, and 
the services of the Underwriters Labora- 
tories and the National Safety Council. 

As the program and series neared its 
conclusion, Gordon Gile, vice president, 
Milwaukee Association of Insurance 
Agents, stepped forward. In a brief cere- 
mony he presented a plaque, upon which 
was mounted a fire mark, and a citation 
to Robert S. Heiss of WTMJ-TV and 
Miss Donohue. 

The citation reads: “This Firemark 
is awarded to the first television station 
in the nation, WTMJ-TV, and The 
Woman’s World—Beulah Donohue, to 
program an educational, public service 
television series on Property and Cas- 
ualty Insurance. This series was pre- 
sented during 1957 in cooperation with 
the Milwaukee Association of Insurance 
Agents, Western Underwriters Associa- 
tion and the Association of Casualty and 
Surety Companies.” 

The basic materials for setting up an 
educational television program are avail- 
able to state and local insurance agents 
associations on a loan basis without 
charge. All queries and requests for 
this material should be directed to: 
Manager, Public Relations Department, 
Association of Casualty and Surety Com- 
panies, 60 John Street, New York 38. 

ACSC does point out, however, that 
the number of these sets is limited and 
it may not be possible to fulfill all 
requests when and as desired. The out- 
lines will help agents put on a polished 
professional television program which 
can be varied to suit local conditions 
and make the production informal and 
personal. 





Efficiency Tip 
An order for insurance coverage is 
frequently received verbally and for lack 
of convenient application blank details 
are trusted to memory or scribbled on 
a bit of paper. This unbusinesslike prac- 
tice does not enhance the customer’s 
confidence in the agency and as occa- 
sionally happens leaves the insured with 
no evidence of coverage if a loss occurs 
efore the policy is actually written. 
How much better it is to have applica- 
tions on the desk, near the telephone or 
elsewhere that the order is likely to be 
received. 
—From Norwich Union’s Broadsheet. 





Ad Blowups in Agcy. Window 

The “Marylander” recommends to its 
agent readers to thave large photoprint 
blowups made of their ads which appear 
In the local newspaper. “Use these blow- 
ups in your agency window,” Maryland 
Casualty agents are advised. “They help 
to emphasize your newspaper ads.” 


Praiseworthy Activities of 
Aetna Agent A. John Tuller 


A. John Tuller, Aetna agent in Great 
Barrington, Mass., is a man the insurance 
industry, his community and his country 
can be proud of. Recently Mr. Tuller’s 
work helped get financial backing from 
Massachusetts Business Development 
Corp., for Barrington Industrial Corp., 
to enable it to expand in projects con- 
nected with atomic energy. 

Mr. Tuller, as an infantry company 
captain, was the first American soldier 
to set foot on Normandy during the 
landings in Europe. He _ was _ later 












and respect. 


wounded and had to spend two years 
in various hospitals. 

Besides his rapidly growing insurance 
business, which brought him the distinc- 
tion of being named “Sales Course Man 
of the Month” in Aetna’s magazine “The 
Aetna-izer” in June, 1955, Mr. Tuller 
was named “Young Man of the Year” 
in 1957 by the South Berkshire Junior 
Chamber of Commerce. 

He was first president of the Great 
Barrington Youth Foundation, which 
raised funds to erect a youth recrea- 
tion building in the community. He was 
also a member of the Great Barrington 
Financial Committee, the executive board 
of the Berkshire Council of Boy Scouts, 


No Charge for Courtesy Car 


W. J. Eberhardt, who represents Aetna 
Casualty in Monaca, Pa., has built cus- 
tomer good will by loaning a client a 
“courtesy car” at no charge when his 
own is in the garage for repairs. Good 
service has long been Mr. Eberhardt’s 
answer to price competition, and having 
his “courtesy car” available is just one 
of the many “plus values” of his agency. 





prominent in Knights of Columbus cir- 
cles, and a trustee of the local Fairview 
Hospital. ; 

—From “The Aetna-izer,;’ June issue. 








ALASSACHUSETTS BONDING: INSURANCE COMPANY 


HOME OFFICE 
10 POST OFFICE SQUARE 
BOSTON 9, MASSACHUSETTS 


Transacts business throughout the United States 
and Hawaii rendering a quality of service which 


wins for the company ever increasing patronage 


FIDELITY AND SURETY BONDS 
FIRE AND CASUALTY 
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Earned Losses Loss 
Company Premiums Incurred Ratio 
Pacific National Fire 
Liability Other Than Auto (B. I.).......... $738 $1,700 230.4% 
ern, CRA (ORS i ee eee ee 8,999 14,611 162.4 
Meir Un Dnty: 40) BS Dixccusetocesssacesesenis 2,703 3,207 118.6 
Liability Other Than Auto (P. D.).......... 76 Reha aria 
[TE SS SS ee Se ere Tr et eee 408 seats Ete 
OES eae, Se eee ee ae ee 4,628 —67,919 —1,467.5 
ear ee be  i alas uoriiiiniinn 1,057 161 15.2 
Perey BART TAMRENE 5 vce hro siden sles ot wise iseieie 1,461 1,138 77.9 
TORMIINOIO ES Ho a cickincewneabuawes 7,240 125 7 
SURRISINIICTSG PAs 0) cs vnc es oboe Shoe sGewsee™ 82,180 32,798 39.9 
ME casa taein mae aieus eae $109,490 —$14,179 9 
Pennsylvania Millers Mutual Fire 
Comprehensive Personal Liability............ $333 $25 7.5% 
PERG ere Chen Ss oFck bat her aae sees nies —3 26 aes 
eIMIALY AT, PHIEIT oxo o5.on cea wwe saws cine 260 bees ie 
eran RES oes. Loos sob. ee eshekewese ess —19 ae me 
Sutpnien Se MNO Ee kL ot awan apenas ie 29,856 12,659 42.4 
“U's PERRI er eae one PURE greed eee $30,427 $12,710 41.8% 
Pennsylvania Threshermen & Farmers Mutual 
DV RICMEN ES ONNID: fb nc ccs cs cnecas se cae $44,879 $31,717 70.7% 
Liability Other Than Auto (B. I.).......... 3,203 2.223 69.4 
PASI). DANITY BES> BD oceans ccwedccnvnsewn'e 21,440 5,246 24.5 
PSG ARIE BE EDD oo sc cine sacvcs weeds esas 7,106 3,839 54.0 
Liability Other Than- Auto (P. D.).......... 529 13 2.4 
“OT Beg anes ye rea ae $77,157 $43,038 55.8% 
Pearl-Monarch Group 
Liability Other Than Auto (B. I.).......... $36,564 $7,575 20.7 
Sits AID, Aas: 1.) dcsn dnb anne pes ater 301,195 455,335 151.2 
Asitts Busta WE. AD) 6. ideo Paid sii k 4. ds dei 92,365 113,854 123.4 
Liability Other Than Auto (P. D.).......... 1,380 632 45.8 
ESTES GS at Sara at ec sey sper eon nO 6,114 2,557 41.8 
AG a bo | er 6,834 4,095 59.9 
LER SSS POE | COD cee eet es a 1,279 cao ae 
SMMPINEE SEU ins isu necks shaw sanereun 114,261 61,551 53.9 
CCC AE are eee eee $559,992 $645,599 115.3% 
Peerless Insurance 
Accident only (Individual).................. $10,528 $3,533 33.6% 
Accident & Health (Individual).............. 4,880 —6,976 —142.9 
Hospital & Medical Expense (Individual).... 54,369 11,355 20.9 
Group Accident B Health. .........0c000s0000. 91,841 24,668 26.9 
fe BOOS CCE 107,468 51,561 48.0 
Liability Other Than Auto (B. I.).......... 115,031 28,298 24.6 
Auto Taapility (B. 1). 2... cc sccccecssuswoe 636,768 525.244 82.5 
Pats tty. CP. TD). ccnskccnc nessa dbecucas 139,446 107,385 77.0 
Liability Other Than Auto (P. D.).......... 14,270 2,879 20.2 
SI os 5 ho wey WRC seas BLS A Se ESS 78,025 12,430 15.9 
ME ee Sion sine aga one wes mi cates hoi eibinxe 542,130 342,798 63.2 
NEE ie he ae ha Lo Wien buted otk 7,570 5,557 73.4 
eg gee aa i | Se ee ee ee ae 35,087 14,191 40.4 
Sees) MS Bo cn csawiudsaccwawcismause 52,632 26,348 50.1 
Dt menes cote he cee sore eo $1,890,045 $1,149,271 60.8% 
Pennsylvania Manufacturers Assn. Casualty 
Liability Other Than Auto (B. I.).......... $13,753 —$2,525 —18.4% 
Pavits TRENCHES. Do os ows cnc deewseeceecws 32,527 2,870 88 
PEED EINES C0 B99 5.55.55 cag sha dniscie See's 11,542 1,318 11.4 
Liability Other Than Auto (P. D.).......... 5,723 2,049 35.8 
“1 Le eee g ie $63,545 $3,712 5.8% 
Philadelphia Fire & Marine 
Accident only (Individual).................. $1,371 $770 56.2% 
Liability Other Than Auto (B. I.).......... 8,576 8,181 95.4 
ee EO US (ae a are ee 50,323 52,914 105.2 
or, SS a ¢ 52a 0S ene ee 14,827 11,396 76.9 
Liability Other Than Auto (P. D.).......... 1,594 609 38.2 
nS EE Cerra et ae 685 182 26.6 
Ne Ae Oe 5 | rs 1,138 1,159 101.8 
SPINES Bese snc oaaicks Ocoepegwatad 253 30 11.9 
PERNT Boo oc wow ales diewce seen 140,575 101,726 72.4 
Cc Sn oo a ee $219,342 $176,967 80.7% 
Potomac Insurance 
Group Accident & Health.................... $18,048 $12,660 70.1% 
fe eS 6 ene 91,085 48,042 52.7 
Liability Other Than Auto (B. I.).......... 86,206 23,573 27.3 
le BS SUL (gee eee 427,425 208,830 31.8 
op ee a enn 137,392 56,471 41.1 
Liability Other Than Auto (P. D.).......... 8,982 2,023 22.5 
NN SEE. oo cscs op wee owns sox 619 575 92.9 
ESS yn ee 10,035 4,989 49.7 
OSU? | | ee cr rr rr 10,047 5,784 57.6 
RGMNEIIOVEROR ES ANS PO od isbn ono os ods owsnndec 130,277 29,700 22.8 





Coe Peewee reese eeesesesees 


Company 


Phoenix of Hartford 
WV RaTION GS ASIAID als «sire ies. cape p eisio.o sieie:e S a010 
Liability “Other, Dhan: Auto, (B. 1) s«.<5 00.0 
re itbey) bec Er ge Cie: ee ee Oar ee 
Piet AA Ey AE BD) «560 done wire nisleicnyes sie ees 


er 


Ce ee eer ceccesrrecseresceseceeeseseeeeereece 


Pl Aty can aA NRNC isk pseu o herp acne bo euneo ss 
Lcrarienencial aN, Pees ayss cas awa hang sseer ewan 
TAGMPDWHETS CNS EiSewe sukin wees seuss eaGn seer 


Phoenix of London Group 

Accident only (Cindividual).........000<03+° 
Accident & Health (Individual).............. 
Group Accident Sr Health... 0000060080000. 
MY tKaTRO NTS MOOTED), <5 551.015.0505 0 ai sini o:0's Sale oes 
Igability Other Dhan Auto (B. 1)..........: 
PMO Waa ly, MES, 1). vsice taw.s + <ew'd.ceartencue 
Agito aa vuity, Ae 90D sis s sae sugaesae anes ders 
Tjanility Other Than Auto (P. D)....2....- 
Fidelity 
Surety 
Glass 

EPOR EV ac CES 01S 2 eR 
PBGHET ANG DLACIINELY 6 c:0 sis isieis ois iisie.:s 08s eles 
Credit 
AGammenencial WANs Meu k sebhuske sey siteek oe 
PRISICU WETS. VL. His 6 esiawn soulnvomineateneos 


oC ea Se eae ant enr ares mi Si 


Providence Washington Insurance 
WGERIMED'S COMID.. ois ok scescwe So's anys eo adee oes 
Liability Other Than Auto (B. I.)....:..... 
PAStt AST ANSMIEN, AS. SUL) 6.0 co cacew see owss ese 
el Uy Ee 1 a tae (22a 0) a nr 
Liability Other Than Auto (P. D.).......... 
Fidelity 
Surety 
£5 ENS SRS ere Ria aor ary Ore aca ary a ROSTER ler 
Peat iep aay iathel © AUTRE. so. oss s so os Os eb ecleta soe. 
SIP TCI PRN: Macc vioeascs eevee ss aulhcaees 
EAGIMPUREES RN oes os doen Ad cawsea sess s 


MMDRIC aust ba EURERe koh os 


Public Service Mutual 
WUASTEIIIENA-S ASOD Sco ocisnahise sued savers 
Liability Other Than Auto (B. I.).......... 
PRU MAE WES ND sao sc ieicsc ow ooo vo aioe 6 ore 
NN. Ye Stamitery, Ante: Bo Giiss. icc. ccceccs ee 
An ee ETA eae € Gae J2 a a 
Pre Bae ice Wie onl ile Beene ee 
Liability Other Than Auto (P. D.).......... 
Surety 
PPI ERS NOs. os 65 65.45 5 oes ous s ku sGeacier 


Reliance Insurance Company 

(Formerly Fire Assn. of Philadelphia) 
WV GTAANEE SID ose 5s vos 0050 ea ove se Cos o3 
Liability Other Than Auto (B. I.).......... 
Pre EL ae CE Ee Pao 
Avito TAggmty AE, 99) os occcescapweesasescess 
Liability Other Than Auto (P. D.).......... 
Fidelity 
Surety 


Co eee ere ee eee eee seer sere eeesessesseees 


Republic Insurance 
Liability Other Than Auto (B. I.).......... 
IGUARG . chS eat CoG Unies och se nes Cbs os swe tice eee 
eee e fo7 ies | = | a a er re | ea 
PIGRPOWHETS Ne iss 5 Sos ei sve been cbiese os 


Security Mutual Casualty 
Group ACCICEnE <: THCANM. 0.26.6 cw iiaawle sce. 
WGURIREITS ASOD 6 bio oilseed sveecceeaw eons es 
Liability Other Than Auto (B. I.).......... 
Atito: TAgiay MU i uo ies 608 cbse eb sits eee's 
Anita Ligpiitye de, WD oso ciccsa cegadowcewesses 
Liability Other Than Auto (P. D.).......... 
RBRAGR os osocc vo etin ca 6a bs sss bo ie ees east 
BRIA, AN AOI. 5 oi. iiss 0 ewes badass 
Homeowners M. P 


ee 


ee | 




















Earned Losses Loss 
Premiums Incurred Ratio 
$390,822 $131,667 33.7% 
507,500 322,825 63.6 
2,130,740 1,936,313 90.9 
615,458 575,963 93.6 
44,212 16,370 37.0 
20,034 13,998 69.9 
31,018 17,118 552 
38,493 19,576 50.9 
114,454 22,095 19.3 
2,627 ings Sele 
580,690 257,954 44.4 
$4,476,048 $3,313,879 74.0% 
$135,844 $56,127 41.3% 
14,100 476 60.1 
21,955 13,537 61.7 
705,236 297,724 42.2 
902,719 304,602 33.7 
2,621,772 1,977,293 75.4 
823,958 464,528 56.4 
95,487 20,308 21.3 
6,095 —353 —5.8 
20,641 4,429 21.5 
60,615 32,435 53.5 
108,184 43,974 40.6 
25,634 10,220 39.9 
738,809 295,254 40.0 
3,002 67 2.2 
159,399 77,375 48.5 
$6,443,450 $3,605,996 56.0% 
$153,153 $43,838 28.6% 
139,698 44,708 32.0 
575,941 419,867 72.9 
197,695 70,669 35.7 
23,843 5,202 21.8 
7,714 649 8.4 
21,885 72,757 332.5 
12,760 4,928 38.6 
23,278 7,408 318 
5,878 176 3.0 
136,257 53,277 39.1 
$1,298, 102 $723,479 55.7% 
$2,077,881 $974,284 46.9% 
3,116,781 1,330,746 42.7 
3,510,723 2,267,264 64.6 
984,760 647,987 65.8 
1,106,764 681,022 61.5 
196,989 138,435 70.3 
187,644 60,050 32.0 
305,067 5,198 1.7 
5,577 1,609 28.8 
207,195 121,300 58.5 
$11,699,381 $6,227,895 53.2% 
$78,221 $70,554 90.2% 
67,451 35,910 53.2 
320,357 246,216 76.9 
103,165 82,666 80.1 
9,945 5,069 51.0 
568 ee oa 
14,010 —2,000 ee. 
530 2,621 474 
4,409 2,480 56.2 
382 1,252 327.8 
253,809 129,579 51.1 
$857,847 $574,347 67.0% 
$670 $800 119.4% 
1,740 294 16.9 
89 —6 ee 
117,693 36,245 30.8 
$120,192 $37,333 31.1% 
$166,850 $198,823 119.2% 
160,131 198,378 123.9 
16,346 1,000 6.1 
79,689 24,751 31.1 
19,202 15,842 82.5 
121 ies oe 
339 ee ou 
2,664 1,428 53.6 





(Continued on Page 44) 
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REINSURANCE 


REINSURANCE— 


an essential factor in 
all sound and efficient 
underwriting — a spe- 
cial service by Em- 
ployers Re that exactly 
fits your requirements. 


MULTIPLE LINES 
1914 - 1958 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jackson 100 Bush St. 
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New York State Experience 


(Continued from Page 42) 


Company 


Royal Exchange Assurance Co. 


Group Accident & Health.................68- 
Workmen’s Comp. 
Liability Other Than — ‘(CRE |; peers 
Auto Liability (B. 
Auto Liability (P. D} Ali hte SUE Oe 1a 
Liability Other Than Jin (ida. US seer 
Fidelity 
Surety 
Glass 

Batiaty GN De 6s ncc css as cesccsn cesses 
feerrial BAG. 8235 6cu susie nseaescdodnsusess 
PECRUNPIRUIIRTS | Loss hanck se cee r sur eeniea san 


Royal-Globe Insurance Group 


Accident only (Individual).................. 
Health (Individual) 
Hospital & Medical Expense (Individual). 
Group Accident & Health...............05.. 
Workmen’s Comp. 
Liability Other Than Auto (B. I.).......... 
A PIA CAE EG ee see se 
Auto Liability (P. D.). 
Liability Other Than ao (e: 
Fidelity 
Surety. 
Glass 
Oat Ae ble ae ese ein 
Ie Aine MEACINEEY. 2 i651. sic nos onesie sess = 
RTE OTS LS Eel oS aaa apnea ree ep ieee Rae 
SeeEIEE SG? PRC a. snk coe ebe cee snes seeees< 


BUSTY 33 hs Shoei tee crt bie 


Safeco Insurance Co. of America 


Liability Other Than Auto (B. I.).......... 
Auto Liability (B. I.) 
Piste Asmetty. CE. 909 ssh oe cee scsascesceswn'e 


PMMMITcA el ca noua wee ese ees 


St. Paul Companies 


Accident only (Individual).................. 
Accident & Health (Individual)............. 
Hospital & Medical Expense (Individual).... 
Group Accident & Health. ..... 0.0.0.5... 
WINES GB ARNID: oncogene swussueuaeecne 
Liability Other Than Auto (B. [.).......... 
PRE RCSA ES. 0) vig sicisoen eee suienisouam e's 
Auto Liability (P. D.) 
Liability Other Than Auto (P. D.).......... 


| RETNA a ane ange e a NTN 
EEE | SS rrr 
FERENURIG: BOr Ee. o cocctecusoadseuesoerns 


Sea Insurance Co. 


Liability Other Than Auto (B. I.).......... 
Auto Liability (B. I.) 
Auto Liability (P. D.) 
Liability Other Thc an Auto (P. 
Homeowners M. 


ES [EER eae PRC Nes SA 


Seaboard Surety 
Workmen’s Comp. 
Liability Other Than Auto (B. I.).......... 
Auto Liability (B. I 
Auto Liability (P. D.) 
Liability Other Than Auto (P. D.).......... 
Fidelity 
Surety 
Burglary < 


Total eee ey wee 


Security Insurance of New Haven 
Workmen’s Comp. 
Liability Other Than Auto (B. I.).......... 
Auto Liability (B. I.) 
Py IE AE 89) Sos cG ss cskdbssesk¥ans 
Liability Other Than Auto (P. D.).......... 
Fidelity 
6 ls | ES Se en re a ae 























Earned Losses Loss 
Premiums Incurred Ratio 
$7,895 $3,836 48.6% 
61,224 13,543 221 
89,704 56,188 62.6 
463,330 400,854 86.5 
124,276 56,716 45.6 
5,458 2,843 52.1 
1,304 —54 eh. 
9,137 —5,303 ne 
8,363 3,469 41.5 
18,781 12,266 65.3 
10 wy seine 
82,283 52,031 63.2 
$871,765 $596,389 68.4% 
273,315 $92,268 33.8% 
56,537 15,805 28.0 
417,176 302,576 72.5 
2,684,415 2,296,188 85.5 
5,596,536 3,073,727 54.9 
6,070,704 3,258,115 53.7 
13,895,541 11,350,790 81.7 
4,117,909 2,421,768 58.8 
631,106 260,787 41.3 
434,550 336,156 77.4 
232,447 6,466 2.8 
472,512 240,501 50.9 
1,500,382 639,491 42.6 
350,226 50,478 14.4 
6,036 2,139 35.4 
876,173 575,825 65.7 
$37,615,565 $24,923,080 66.3% 
$9,976 $2,550 25.6% 
738,822 569,593 77.1 
215,561 167,713 77.8 
$964,359 $739,856 76.7% 
$102,966 $15,897 15.4% 
1,657 340 20.5 
49,871 13,247 26.6 
61,456 24,791 40.3 
312,865 152,165 48.6 
601,244 210,934 35.1 
925,404 693,849 75.0 
277,070 164,439 59.4 
106,825 —3,944 See 
22,373 —2,587 ee 
324,699 27,154 84 
36,821 14,882 40.4 
67,966 15,083 22.2 
90,635 48,203 53.2 
410,653 152,661 37.2 
$3,392,505 $1,527,114 45.0% 
$8,925 $417 4.7% 
1,719,472 988,561 57.5 
400,602 274,894 68.6 
14,235 oo ee 
710 2,996 421.9 
$2,143,944 $1,266,868 59.1% 
: Poa ...-Jo 
557,925 251,229 45.0 
210 —850 Pears 
70 eet ae 
10,465 5,880 56.2 
227,303 145,674 64.1 
1,066,757 —82,908 een 
25,256 11,340 44.9 
$1,888,030 $330,365 17.5% 
$106,074 $10,668 10.1% 
98,068 46,880 478 
515,710 445,179 86.3 
152,068 99,422 65.4 
11,760 2,332 19.8 
4,075 55 1.3 
79 288 364.8 
150,162 33,281 22.2 
$1,037,996 $638,105 61.5% 


Company 


Security Mutual Insurance of N. Y. 


Workmen’s Comp. 
Liability Other Tran ‘et (Be BD). sodas 
Auto Liability (B. 
Auto Liability (P. D} STDS POI ee 
Liability Other Than Auto (P. D.).......... 
STIS EV 1S COTS See gery am Serr Ronen 
Statutory Disability Benelits................0¢ 


Shamrock Casualty 
Liability Other Than Auto (B. I.) (Excess).. 
IGA Set iree ge ( 2h. Baan eee Se Seer 
N. Y. Statutory (P. 


2 Or) As a oe go a 


Springfield Fire & Marine Group 
Group Accident Co Healthh.....6600000.0c0ce es 
Workmen’s Comp. 
Liability Other Than Auto (B. IL.) 
oN oe EA Ue? (oR by BES ee eee grrr er 
PRO MIAO UAEY NE. CDDP sis:s ais wleinelswisieeseiswis athe 
Liability Other Than Auto (P. D.).......... 
SMUG: conc akcnsubinn cesweencaneoneus eas 
Surety 


Comme eee eee ee reer sees seers eresereseeee 


© & O'S 6.60 00 0 © 6 000 0:6 6.6910 0'66 0 6 6 6.0 0.0.0: 6 68 6 0 


BUureaty LANG WMT. 6 s.cs5% «cde cos < ee re 
SEMSATEIMOR CIAL ODS Eo oe owkuiciumcbiee eeietewsee ss 
LECT oc) 7 log ja: UR. 2a aime ae ee ee ae er ee 


MUO Give os wncaw Sinene bes tees 


Standard Accident 


Accident only (individual) .......66.0...s000 
Accident & Health (Individual)............. 
Hospital & Medical Expense (Individual).... 
Group Accdent fc Health. ........5..0000e0 
Workmen’s Comp. 
Liability Other Than Auto (B. I.).......... 
ge oS Te ame (came) Ee See arr a 
At re, (EA OU OES” (ERRS Cy A ie eee gee 
Liability Other Than Auto (P. D.)........:... 
Fidelity 


Burglary and Theft...............0.sscs0eee. 
STN ERA BS. Boe iseisieiwo ois b Seas css are ox 
ELO SR OCR Oo oie) El ere ar tay a See. Some 


Co ere eA Ae eee 


Standard Fire of Connecticut 
Liability Other Than Auto (B. I 
RON ee Pitan eh eGR A a le ak ee 
RBUTOIACY AN ANION vines cs sosecs'sr wie overs. veers a aie's' 
Ce 1 Le. LE An an ae ee 


BIO Saab diese disk ew ees ewe 


State Farm Mutual Automobile 


Liability Other Than Auto (B. I.).......... 
AMO Gaanity AGS. Te isos sicaek ob oases Bees 
PATorom BE Cae ¢ sae 0) re er 
Liability Other Than Auto (P. D.).......... 
Liability Other Than Auto Medical Payments 
Auto Death and Disability. ........06606060. 
Pato Beedical Payments... <.60.cscees canes 
Auto Uninsured Motorists................0.- 


State Insurance Fund 


Statutory Disability Benefits................ 
Workmen’s Comp. 


MEN PRS satis ot te eee ym 


Statewide Insurance 


Liability Other Than Auto (B, I.).......... 
Pav ea oc og: (a) (eee 
ra eG rm be oie Yaa ( 5¢gg' 6) ae ae 
Exability Other Than Auto (P. D.).......... 

MIO Caleeeiccccneseeeetekas 


Transportation 
Accident only. (individual)... ........66..s..2 
Accident & Health (Individual).............. 
Non-Canc. Accident & Health.............. 
Workmen’s Comp. 
Liability Other Than Auto (B. I.).......... 
Auto Liability (B. I.) 
Auto Liability (P. D 
Liability Other Than Auto (P. D.).......... 
Surety 





























Earned Losses 
Premiums Incurred 
$2,182,190 $1,059,554 
5,345,726 2,854,010 
358,688 296,829 
110,349 666 
200,947 61,844 
1,349 230 
76,851 58,332 
$8,276,100 $4,381,465 
$132,533 $152,950 
984,642 760,405 
196,933 113,412 
$1,314,108 $1,026,767 
$19,404 $13,009 
355,269 178,005 
290,975 169,116 
1,088,635 848,338 
334,044 234,194 
34,001 15,120 
22,969 8,822 
140,472 —25,206 
33,272 17,028 
80,467 31,839 
1,911 3,739 
276,498 129,514 
$2,677,917 $1,623,518 
$35,553 $20,897 
12,449 21,390 
22 —41 
193,927 85,191 
711,625 161,657 
1,041,937 456,396 
3,256,695 2,258,863 
949,173 586,933 
114,404 41,107 
84,404 22,942 
639,984 57,903 
68,029 41,580 
153,930 60,834 
332 Oe 
101,028 31,620 
$7,363,892 $3,847,272 
$11,550 $1,333 
126 38 
14,114 3,287 
564 ne 
$26,354 $4,658 
$7,342 $3,115 
2,548,200 2,847,468 
1,371,679 692,838 
2,733 91 
858 283 
15,712 2,000 
219,921 300,547 
623,440 2,100 
$4,789,885 $3,848,442 
$3,398,976 $2,812,582 
57,511,072 45,527,846 
$60,910,048 $48,340,428 
$32,494 $1,181 
265,295 113,244 
96,390 54,812 
3,277 153 
$397,456 $169,390 
$59,989 $22,656 
46,228 31,411 
78,223 14,323 
65,435 21,151 
79,101 18,021 
27,030 22,801 
15,983 11,615 
5,731 1,224 
949 621 
913 262 
282 Sons 
$379,864 $144,085 


(Continued on Page 46) 
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Travelers’ Premium Budget Plan 


(Continued from Page 5) 


because it makes personal solicitation of 
casualty and fire business economically 
feasible. 

5. It promotes agency expansion by 
the very nature of its market-develop- 
ment features, and it is suitable for all 
income groups the agent desires to 
solicit. 

6. It saves time and expense dollars 
in the operating of an agency through 
the optional feature of direct payment 
to one of The Travelers’ six regional 








Results of a Company Survey 


The April 16 bulletin from “Case File 
on American Family Independence” from 
The Travelers’ home office reveals the 
following results of a company survey 
as to the success of its Premium Budget 
Plan: 

“Sixty percent of the investigated 
sales brought new business to the com- 
pany. This indicates the competitive 
power of the plan. In addition, in the 
remaining 40%, the plan assisted materi- 
ally in the conservation of the business 
of the local agent or broker. 

“Sixty-one percent of the policies were 
sold to families with yearly incomes 
between $4,000 and $7,500. Next high was 
the 27% sold to the under $4,000 group. 
The $7,500 to $12,000 income group ac- 
counted for 9.6%, while the over $12,000 
families had 1.8% of the total. Sales in 
the $7,500 to $12,000 group are expected 
to increase as the plan becomes better 
known, 








collection offices. sy selecting this 
method, the agent does not have to 
expend hours of time and energy in the 
lez work and paper work of personal 
collection. In this connection it is in- 
teresting to note that while we express 
no preference as to method, more than 
98% of all agents who are doing premium 
budget business have chosen company 
collection, 

7. It is especially advantageous to the 
fire and casualty agent who has not 
previously bothered with life and acci- 
dent insurance. While life, accident, 
health and hospitalization insurance can- 
not be financed, a method has_ been 
devised whereby the quarterly premium 
of such policies can be paid in three 
parts and this amount included in the 
budget payment. Thus, a policyholder 
can pay for all his personal insurance 
by the month, after a reasonable down- 
payment, in a single check. And to do 
a complete job of multiple line account 
solicitation, an agent will almost have 
to devote some of his attention to life, 
accident and health protection. 


Conservation of Auto Business 


Of special interest is the way in which 
the premium budget plan can serve the 
agent in the conservation of his auto- 
mobile business against price only com- 
petition, For a typical one year auto- 
mobile policy of $100, and after a re- 
quired down payment of 20%, the 
assured would take nine even monthly 
Payments of $8.51 with a terminal pay- 
Ment of $5.18, and this includes all 
service charges, Our research has pointed 
out that the average American consumer 
cares less what the total price of an 
article or service is, than he does for 
the quality he is getting, and his ability 
to fit it into a monthly budget structure. 
If automobile insurance is combined 
with any three-year policy, it is auto- 
Matically put on the budget plan each 
year, with adjustments made for chang- 
ing rates or coverage, with no additional 
Own payment and no further agreement 
Tequired. 

During the course of this step by step 
account of the premium budget plan, I 
am sure many details have made them- 
Selves apparent. Expressed in simplest 
terms, it is a note plan, whereby the 
obligation of the assured to the company 





is on the unpaid balance of the note 
and not on the insurance. Insurance is 
carried as paid in full, and the agent 
receives his commission in full, just as 
if the premium had been paid entirely 
at the inception of the agreement. 


Plan Featured in National Advertising 


The insured is issued a coupon book 
by one of the company’s six regional 
collection offices, and payment is made 
monthly to the regional office by check. 
The Travelers is so committed to this 
program that the greatest portion of 
our national advertising is being devoted 
to it. In these advertisements, as in all 
our promotional efforts, we are primarily 
concerned with creating a status of pro- 
fessionalism for our agents and brokers, 
and an understanding of the vital serv- 
ices they render that coincide with the 


efforts of national and local associations. 
Through the American Family Independ- 
ence and Premium Budget Plans we are 
assisting our representatives in develop- 
ing their market and expanding the size 
and quality of their accounts, If we 
can accomplish these objectives we will 
have fulfilled our third basic responsi- 
bility to the company itself. We believe 
these plans will enable us to remain 
financially strong and progressive in 
our relationship with the public and the 
50,000 agents and brokers through whom 
we serve. 





Medical Payments for Fleets 

It has recently come to our attention 
that it is not uncommon for agents and 
brokers to neglect to sell medical pay- 
ments on the private passenger cars in 
a commercial fleet. While medical pay- 
ments coverage does not cover an em- 
ploye while in the course of his em- 
ployment, company cars are often used 
as family cars. In this circumstance, it 


is important that medical payments cov- 
erage be provided. 

In addition, situations often arise in 
which guests (not employes) may be 
injured while riding in company cars 
while on either business or personal 
errands. Agents and brokers should 
check their fleet accounts for the appli- 
cation of medical payments to private 
passenger cars, thereby avoiding possible 
embarrassment. 

—From The Aetna-izer. 





Deal with the faults of others as 
gently as with your own. ; 


—Chinese Proverb 





We'd all be successful if we followed 
the advice we give the other fellow. 


—William Feather 





It’s what you learn after you know it 
all that counts, 

















- oad aad aries 


At Fred S. James & Co. a century of 
insurance experience goes to work for 
the buyer of insurance, experience that 
stretches from the time of the covered 
wagon to the age of space. Here can be 
found the whole service—offices coast 
to coast—hazard control systems—a 
complete range of insurance from pen- 
sions to power reactors—and the market 
facilities of every principal insurer in 
America and abroad. Here are resources 
and skills only time can impart. 
Buyers of insurance in all segments of 
business and industry, from seed grower 
to big steel, get those skills at no extra 
cost and frequently at less cost. Let a 
century serve you and your company. 
Call or write to any one of our ten offices 


for a survey of your insurance needs. 


11 @@) ae 


YEARS OF 
EXPERIENCE 


FRED. S. JAMES & CoO. 


Insurance Brokers and Consultants 


CHICAGO ~NEW YORK-PHILADELPHIA- BUFFALO- PITTSBURGH - MINNEAPOLIS - PORTLAND+ SEATTLE LOS ANGELES- SAN FRANCISCO LONDON 
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New York State Experience 


(Continued from Page 44) 


Company 
Sun Insurance Co. of New York 


Accident only 


Hospital & Medical Expense (Individual).. 
Workmen’s Comp. 


Liability Other Than LO (am Bt ae 
CSS Be eee ee anaes 


Auto Liability 
Auto Liability (2. 393 


Liability Other Than Auto (P. D.).......... 


RF one SeS eer soa sees scenes enineee scan 
eee ener rs canto canes eee ee hee eal 
Re an aceon h Rema kehhiss em 
ESTAS TO bee tS aE See eas ey 
SRRPETSA NS Oe kk does sunbsaereeeendos 
SSGENET ETS sok SoS ccs oees es hese eeane 

6S ES eee eae 


Travelers Indemnity 
Workmen’s Comp. 


Liability Other Than Auto (B. 1.) eovereases 


Auto Liability (B. 


Auto Liability (P: B) Re On ee te 
Liability Other Than Auto (P. D.)........... 


Fidelity 
Surety 
Glass 


ee |S a ere ae 
Sr itt MECN. 3c: ovis isis wis wine sno sein 


SeneEINe El Ec CS. Sknun pee eeinee ee sm 
PINE TREE ne cuneate cab axosaess 
cs, x ae ae eee eee ae ares See 


Travelers Insurance 
Accident only 


Non-Canc. 
Workmen’s Comp. 


Liability Other Than ‘aed (3. 2 ee ae 


Auto Liability (B. 


BUMMIT che oiioaebeskeese ence 


Truck Exchange Insurance 
Workmen’s Comp. 


United Pacific 


Surety 


United Service Automobile Association 


Liability Other Than Auto (B. I.)........... 


Auto Liability (B. I.) 


GO Det AE NOs sisos cures wen cunesen 


United States Casualty Co. 


Accident only (Individual).................. 
Accident & Health (Individual).............. 
Gromp Accemeotl @& BHeath . .......6. oc ccecec case 


Workmen’s Comp. 


Liability Other Than WeettD TESS 89S Seen se 
1.) 


Auto Liability (B 
Auto Liability (P. D. 


Liability Other Than Auto (P. D.)........... 


NS Pichi Becta etek cht «saad tac. 
SEE OOS ie Cost hi AN CER Ne a is £i0 
SS Sune Ce G Sel Sieh seins Scdebe eka acne ews 
ete fie ie. | a ee 
peommowners MS Ps... cower 


United States Fire 
Workmen’s Comp 


Auto Liability (B. 


Fidelity 
Surety 


NE OO TOKE. ow vc cicccecercccccesee. 


Commercial M. P 
Homeowners M. 


CTT ee ee 
Accident & Health (Individual).............. 





ee er 





(EN | ee 
Accident & Health (Individual)............. 
Hospital & Medical Expense (Individual).... 
Group Accident & dealt... ........0202.00.60. 
Aecuent G& Health... . 2.060.065. 























Lishtite Other Then Auto Chi)... 

Der echuseschcsaukeoasesn 
ee | ee 1) er ere 
Liability Other Than Auto (P. D.).......... 


Peewee were eee essere eeeeeseseeeesesecse 


See e ee eases eeeeeseeseeseseesesesssene 





Earned Losses Loss 
Premiums Incurred Ratio 
$70,425 $30,993 44.0% 
97,319 40,287 41.4 
8,667 2,906 33.5 
424,379 179,489 42.3 
454,464 204,261 44.9 
1,299,074 882,989 68.0 
346,917 210,558 60.7 
36,345 15,963 43.9 
31,725 11,153 39.2 
22,594 —3,999 ca 
54,295 27,034 49.8 
213,945 112,457 52.6 
1,074 25 Za 
80,726 42,916 53.2 
$3,141,949 $1,757,032 55.9% 
$17,485 $32,489 185.8% 
1,248,609 378.608 30.3 
23271 3/2 18,782,319 80.7 
8,448, "356 4,803,305 56.9 
1 435,861 692,517 48.2 
774,333 542,140 70.0 
1,068,208 246,220 23.0 
463,082 206,352 44.6 
1,411,915 468,466 33.2 
1,070,085 427,684 40.0 
2,286 891 39.0 
650,588 231,883 35.6 
$39,862,180 $26,812,874 67.3% 
$2,710,702 $1,177,603 43.4% 
1,333,638 912,410 68.4 
393,077 202,886 51.6 
29,510,039 25,175,706 85.3 
753 —5,153 ae 
20,680,655 12,868,642 62.2 
11,055,058 4,769,043 43.1 
4,506,434 2,714,603 60.2 
$70,190,356 $47,815,740 68.1% 
$25,205 $10,067 39.9% 
$25,205 $10,067 39.9% 
$6,231 . Jo 
$6,231 ..%o 
$1,116 $54 48% 
885,781 590,792 66.7 
234,219 116,087 49.6 
$1,121,116 $706,933 63.1% 
$18,693 $4,692 25.1% 
4,223 1,496 35.4 
137,573 101,469 73.8 
1,011,808 396,200 39.2 
1,248,613 805,561 64.5 
2,382,247 2,146,433 119.5 
641,983 386,069 60.1 
103,421 31,085 30.1 
35,649 12,143 34.1 
51,794 —4,399 —8.5 
115,752 57,130 49.4 
270,700 75,913 28.0 
20,541 6,143 29.9 
$6,042,997 $4,019,935 66.5% 
$155,093 $69,460 448% 
172,965 91 965 53.2 
669,032 371,367 555 
217,631 137 233 63.1 
21,589 1,978 9.2 
9,874 404 41 
15,885 10 oles 
18,928 9,422 49.8 
ane 12,830 66.3 





Company 


United States F. & G. 
Accident conly (dndividual ...o:56.6.6.0:06.640:0100:00: 
Accident & Health (Individual).............. 
Hospital & Medical Expense (Individual).... 
Workmen’s Comp. 
Liability Other Than Auto (B. I.)........... 
Auto Liability (B. I.) 
Auto Liability (P. D 
Liability Other Than Auto (P. D.).......... 
Fidelity 


Bure lary PANG MOTE ccs eas ceeds hiicwanais 
Gommencial Ml Wasco cadens orl Riecdhe sade% 


FAtsIMOLO ORE MN NTs. ciclo h aa GuS Ee eaieb anes es 


LE) oe ee ee ee eee 


Utica Mutual 


Accident ‘only’ Cndividtial)...........000:00000600. 
CSTOUD AACCIGCIE Sr TUCOIEN «6.6265 .6: 6:00:10 9000 00:0 


Workmen’s Comp. 


Liability Other Than Auto (B. I.)........... 


Auto Liability (B. I.) 


FURIE ASIAING, Cl AD.) os 56S coin ois 9s 'sicie's oersie 
Liability Other Than Auto (P. D.).............. 
IESG crore ck cacenb sous sane nonneusiuokts 
Bite Eee lie boo Oe ero ee etc arec 


5 








Earned Losses 
Premiums Incurred 
$208,151 $77,362 
16,021 15,210 
139,570 99,296 
3,173,316 1,951,437 
006 382 1,014,736 
4, 911,397 3,783,668 
1,469,791 765,314 
669,384 267,847 
348,008 120,394 
727,080 271,169 
208,842 100,916 
597,705 383,518 
656 1 044 
398,061 230,785 
$15,874,364 $9,082,696 
$12,971 $1,139 
466,981 372,745 
6,006,947 3,158,473 
1,318,241 376,292 
7,311,973 3,834,998 
2,342,972 1,309,015 
289,039 18,826 
48,283 24,123 
43,120 4,521 
$17,840,527 $9,100,132 


(Continued on Page 48) 










Loss 
Ratio 








FOOD FOR 
THE FUTURE... if 


Foods preserved by radiation | 
will make their market debut in 

a few years. Then oyster-eating 
will no longer be confined to the 
“R’’ months . . . seasonal foods 
will appear on your table the year 
round ... and perishables such 
as bacon will ‘‘keep’’ without 
refrigeration. 









—> 








FOOD FOR THOUGHT... 


Our officers and field men are constantly 
seeking the most perishable of all 
items—new ideas— 

and converting them into 
premium-building policies for you. To 
build more business .. . 
promising future—look to the 
professional services offered by 
Kansas City Fire and Marine. 
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Have you tried... 


THE 


... for Fidelity and Surety Bonds 


we out service all of our 


our boast 


’ competitors 


Write us about an agency 


WESTERN SURETY COMPANY 


One of America’s Oldest Bonding Companies 


39 South La Salle Bidg. Sioux Falls 1714 Cedar Spring 102 East 9th Street 
Chicago, Illinois South Dakota at Akard Kansas City 6, Mo. 
Dallas 1, Texas 











OTHERS LOOK TO US FOR 
INNOVATIONS IN THE INDUSTRY 
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New York State Experience 


Company 


Universal Insurance Co. 


Or ee ESET (Jae 2 ay aera eee 
Srey Lo ae ¢ eet Lh ee ee 
SOE TRE Et. ona. abe s en ene es ess 


BROAD Sc cece etekys ake sheen 


Utilities Mutual 
Workmen’s Comp. 


MUMIA Rigs hemor casas eau 


Vanguard Insurance 
Medical Payments 


Weekly Indemnity & Death Benefits...... 
Liability Other Than Auto (B. I.)........ 
ety PRINTED AES. 0 ois picsas win bso ebim suas 
oie, bile 2 (ide: Ly eee 
Liability Other Than Auto (P. D.)........ 


Surety 


SRN BE Ben ss oi o cane seus ness os 


ES Sa eee oer 


Vigilant Insurance Co. 
Workmen’s Comp. 


Liability Other Than Auto (B. I.)........ 
eee CTLs ge (ae Pr 
TTS OS Tees (agg LS pe 
Liability Other Than Auto (P. D.)........ 


Surety 
Glass 


OES Pe ae ct Be boo | ce ee 
PROMOMIET SS. BES Bos osc dcuavcawuseeesee ss 


Westchester Fire 


DENTS CONN: cco uses webeces scndacmee 
Liability Other Than Auto (B. I.)......... 
org 1 ge Cae 0 ar generar 
stom ETI Tin ge € ae (EN ecg ee ere eee 
Liability Other Than Auto (P. D.)....... 


Fidelity 
Surety 
Glass 


SPSTIMEY (RTNN TEMES ones ino as0ios wns 05 4 o's010's 
SMES TIETG HIN. Boo vicbvive seein cuaeoacics 


LS i ee ee ae meee 


Yorkshire of New York 


Accident & Health (Individual)........... 


Workmen’s Comp. 


Liability Other Than Auto (B. I.)........ 
ge Fae (Ea ee 
veces (Ss 6 a ee 
Liability Other Than Auto (P. D.)........ 


Fidelity 
Surety 


Homeowners 


NRE oreo oe cere oe a 


Zurich Insurance 
Accident only 


Auto Liability (B. I.) 


oe OUT de 6 gt 0) 
Liability Other Than Auto (P. D.)....... 


Glass 


ee Se a oe oer t 


URITY MON PREM: 025 coe ssn stceenecews 
Se 1) | a 


(indiwidual)............... 
Accident & Health (Individual)........... 
Group Accident & Health................. 


p 
Liability Other Than Auto (B. I.)......... 


Bg b | 
Boiler and Machinery.................... 


(Continued from Page 46) 



































Earned Losses Loss 
Premiums Incurred Ratio 
. $408,245 $479,661 117.5% 
rere 100,028 84,697 84.7 
on 8,959 10,586 118.2 
ae $517,232 $574,944 111.2% 
ae $1,296,069 $567,771 43.8% 
See $1,296,069 $567,771 43.8% 
ses $1,134 $505 44.6% 
—e 42 fie ness 
ee 11.056 7.405 67.0 
oe 17,150 12,557 Ja.2 
re 5.853 25 
sre 1,597 351 
nee —1 
va 192 ee 
ae $37,023 $19,691 53.2% 
—. $10,181 $5,033 49 4% 
— 20,608 1,192 58 
oe 46,984 10.860 23.1 
Soe 13,529 7,707 57.0 
qe 435 353 81.1 
Sel 394 a hoe 
ate 5,873 1,252 21.3 
ee 2 623 1.351 51.5 
ee 23,097 25,302 109.6 
-.. $123,724 $53,050 42.9% 
ac $87,503 $34.660 39.6% 
se 106,346 45,686 43.0 
384,446 227,303 59.1 
Se 122.926 83,714 68.1 
3 10,790 774 fe A 
. 2.466 —] ae 
foe 8,537 1,505 17.6 
eke 12,334 4,838 39.2 
as 12,407 7,296 58.8 
ote 148,847 66,643 44.8 
.. $896,602 «$472,412 52.7% 
— $18,253 $8,714 47.7% 
ae 350,199 157,276 44.9 
Bese 510,544 204.758 40.1 
re 872,239 652,782 74.8 
mor 239,412 164,474 68.7 
pce 49 661 33,435 67.3 
Sia he 7,890 —1,060 paix 
Pie 6,151 4,750 “Kf 
Sos 50,248 20,499 40.8 
fog 145,258 41,850 28.8 
Bes 4,367 3,463 79.3 
— 89,595 33,629 a7 
i $2,343,817 $1,324,570 56.5% 
Pe $9,490 $357 3.8% 
ee 6,763 6.389 94.5 
ee 4,252,632 3,107,138 73.1 
ce 2,389,424 1,129,747 47.3 
ae 2,271,300 1,339,848 59.0 
en 4,453,197 4,523,580 101.6 
ets 1,264,507 803,946 63.6 
ata 190,418 49 244 235.9 
ee 106,631 44.118 41.4 
ban 328,595 163,921 499 
Ee 143,233 33,552 23.4 
53 . ee = 
nA 36,917 19,863 53.8 
... $15,453,160 $11,221,703 72.6% 





Finding Prospects 


“Attorneys and accountants are two 
of the agent’s best sources of referred 
leads,” says Fritz Geib of Geib, Bene- 
dict & Moore, Birmingham, Mich., in 
commenting on ways that beginning 
agents can find good prospects. 

“Tt’s well worth while to take an ac- 
countant friend to lunch occasionally,” 
Mr. Geib suggested. “Remind him that 
your agency can provide better insurance 





service for his clients than anyone else 
in town, and that if he ever gets an 
inkling of dissatisfaction from a client, 
to be sure to call you in.” 

“Of course,” he points out, “you must 
have a good knowledge of the business 
so you can follow through with real 
professional insurance service.” 


—From The Aetna-izer 


monthly house organ of 
Aetna Life & Affiliated Cos. 


Country-Wide Experience 1953-1957 


Of Five Reinsurance Companies 


Earned Losses Loss 
Company Year Premiums Incurred Ratio 
American Re-Insurance ............... 1953 $15,452,253 $ 8,814,896 57.0% 
1954 17,211,579 8,579,892 49.8 
1955 17,198,033 9,114,565 53.0 
1956 30,509,139 15,416,133 50.5 
1957 34,169,166 17,755,637 52.0 
(Combined Fire and Casualty Reinsurance Operations for 1957) 
Employers Reinsurance Corp........... 1953 $15,891,231 $ 7,962,585 50.1% 
1954 17,273,920 7,616,552 44.1 
1955 18,798,492 6,940,290 36.9 
1956 21,999,560 9,722,009 44.2 
1957 25,766,008 11,141,918 43.2 
General Reinsurance Corp............. 1953 $20,019,486  $ 9,960,033 49.8% 
1954 21,852,785 8,783,815 40.2 
1955 24,464,467 11,334,929 46.3 
1956 41,863,488 21,119,580 50.4 
1957 44,928,145 23,594,480 52.5 
(Combined Fire and Casualty Reinsurance Operations for 1957) 
North American Reinsurance Corp..... 1953 $24,584,787 $11,738,399 47.8% 
1954 24,649,547 11,304,277 45.9 
1955 25,099,157 11,527,190 45.9 
1956 27 002,893 14,311,314 53.0 
1957 30,344,103 17,344,094 57.2 
Unity Fire & General.................. 1954 $ 2018672 $ 1,116,298 55.3% 
1955 1,910,560 830,883 43.5 
1956 2,252,620 1,211,009 53.7 
1957 2,990,163 1,891,872 63.3 


(Includes fire reinsurance; commenced casualty-surety reinsurance in 1954) 





Ullman On A. & H. Opportunity Unlimited 


(Continued from Page 34) 


about $56.35 to age 49, level premium, for 
$100 a month. 

When our brokers have exhausted this 
type of prospect, they then concentrate 
on another group, say the blue collar 
workers, such as skilled mechanics, and 
set up a plan for them also on a yearly 
renewable plan. It is a generally accept- 
able plan for “blue col!ar workers.” This 
type policy is popularly priced at $47.10, 
level premium. 

It is highly probable that when you 
offer these “going in” plans your pros- 
pects will tell you what is wrong with 
the coverage if it does not fit. They 
will direct you into the channel of 
thought that will bring about the plan 
best suited. We have had many inter- 
esting situations, some where our pro- 
ducers came back with a non-can. appli- 
cation on this approach. Some returned 
with a larger yearly renewable app. than 
they contemplated, some with a major 
medical or hospital app. However, they 
would not have been successful if they 
had not moved in with a definite pro- 
posal as a door-opener. We recommend 
other sales methods such as direct mail, 
telephone (evening calls at home), local 
newspaper ads and, of course, the 
center of influence, referrals—a most 
valuable means of pyramiding prospects. 

At this point it is timely to emphasize 
that none of these operations can be 
effective unless behind the program 
there is a professionalism based upon 
know-how and backed up by an experi- 
enced staff. We believe that the best 
results are obtained by trading through 
a well established and fully staffed gen- 
eral agency which, in addition to being 
a production unit, is a bonafide under- 
writing organization comparable to an 
efficient branch office operation. 


39 Years of A. & H. Development 


We know from our experience of 39 
years of A. & H. development, in the 
servicing of thousands of individual bro- 
kers and agents, who have in turn repre- 
sented many thousands of the insuring 
public, that there is no need for dis- 
couragement because of alleged criticism 
of our business by those who do not 
understand it. 

It should also be remembered that in 
spite of any weaknesses which may 





show up as a result of amateur han- 
dling of this business, the full weight 
of the Insurance Departments of the 
various states are behind the insuring 
public, who are alerted to require a full 
measure of value for the premium they 
pay. We know particularly in New York 
State, as in your own state, whose In- 
surance Departments stand second to 
none, that their vigilance and_ public 
consciousness would not permit an abuse 
of the public to go on without recogni- 
tion and prompt correction. The net re- 
sult is that we develop a minimum 
amount of valid complaints against acci- 
dent and health practices by private 
insurance companies on our individual 
policy forms. 

In closing may I repeat that this is an 
era of unlimited opportunity—for the 
worker, not the shirker; it is time for 
the “hard sell.” We believe that if you'l 
accelerate in ’58—things are bound to 
be fine by ’59. 





Travel Accident Policy Pays 
$5,000 for a $2.25 Premium 


The value of the travel accident-bag- 
gage policy to an insured is aptly illus- 
trated by a recent claim from The Mary- 
land Casualty’s files. 

A man purchased a travel accident 
policy for a period of 10 days while he 
was on a deer hunting trip. On his way 
home, he was involved in an automobile 
accident and killed. The payment under 
the policy for his death was $5,000. He 
had paid a premium of $2.25 for the 
policy. 


New Term for Malingering 


There is a fancy new name for those 
well-timed aches and pains which occut 
in accident victims when they are lure 
by the thought of collecting a tidy judg- 
ment—‘“traumatic neurosis.” 

One doctor defined the ailment to 4 
court in these words: “Traumatic new- 
rosis is a state of mind brought on by 
an accident, agitated by an attorney, 
continued by greed and cured by a fav 
orable verdict.” 

—From the “Review,” monthly 
house organ of Craven’, 
Dargan & Co., Houston, Te 
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Why A. & H. Picture ls Bright — 


Future of This Major Line Promising as More and More Sales 


Ingenuity Is Used to Win Public Acceptance; 
Zurich’s 10-24 Success Story 


By W. C. 


WoopYARD 


Superintendent of Accident & Sickness Department 
Zurich-American Insurance Companies 


The accident and health picture is as 
bright today as it has ever been. We 
have seen, industry-wise, in the past 
decade, an increase of 600% in net pre- 
miums written, and the volume is con- 
tinuing to increase at a rapid rate. 
What makes the future look so promis- 
ing? | believe it is the growing public 
acceptance of health insurance. People 
believe in it. They look for it. And they 
will buy it if the product is merchandised 
attractively with well planned sales in- 
genuity. 

We have evidence of this in our Group 
division in marketing what we regard 
as an exceptionally fine plan for firms 
with 10 to 24 employes. It features life 
insurance, accidental death and dismem- 
berment benefits, accident and sickness 
disability income and major medical in- 
surance. Agents who presented the plan 
to small firms found it readily salable. 
So we concluded that this 10-24 Group 
plan could become a best seller if we 
got enough of our agents to really know 
its sales potential and to start selling 
quickly. 

“The 10-24 Success Story” Recording 


We chose as our promotional medium 

a 45 rpm extended play phonograph rec- 
ord. It is a 7% minute professionally 
produced recording called “The 10-24 
Success Story,” and what a success it 
has been! Literally overnight we re- 
ceived so many requests for more infor- 
mation that we had to reprint the bro- 
chure designed for presenting the plan 
to employers. What’s more our 10-24 
Group business began to increase. We 
attribute this to our foresight in ac- 
quainting our agents with the plan in a 
novel way that aroused curiosity and 
commanded attention, 
_ Stimulated by the success of this ef- 
fort, we are planning to produce more 
recordings about other coverages in 
near future to help keep our agents 
properly focused on the accident and 
health market. 

I can’t help stressing the need for acci- 
dent and health insurance—whether it be 
individual or group. Naturally I’m inter- 


ested in writing more business, but I’m 


also convinced of the truth of the old 
saying that “a good bargain benefits 


both sides’—and the need for accident 
| and health protection by the public is 


vital. Do you know that out of every 
100 persons who are 35 years old, 33 will 
be disabled for a period of more than 
three months before they reach 65? The 
alarming factor is that the average dis- 
ability will last more than five years! 
Source for these figures is the Society 


| of Actuaries’ report, 


Hospitals Overcrowded 


Hospitals everywhere are overcrowded. 
le get a private room sometime. 
ou'll have to wait for it. And chances 


| are 1 in 9 that you will be hospitalized 
p in the next 12 months. 
) indicate that 


Recent figures 
17,000,000 people are ad- 
mitted to hospitals each year. Even this 
figure may have been surpassed in the 
Past few months, because the rate of 
hospitalization is’ on the increase, and 
has been for years. Does that give you 
a clearer view of the accident and health 
Picture—and of the greater need for pro- 


nd ti ‘ - 
sales ? 1e greater opportunity for 


teat last fall the Zurich-American 
. surance Companies revitalized their 
individu 


al A. & H. program with a com- 


plete new line of policies. We know 


B that agents who are willing to sell have 


ound that the business is there. 
at Garrity, superintendent of sales 


Pat Garrity (left) and W. C. Wood- 


being offered 


yard look over prizes 
in June-July 


Zurich-American agents 
Merchandise Contest. 


for our individual accident and sickness 
division, has initiated a June-July mer- 
chandise contest for Zurich-American 
agents, giving them an opportunity to 
obtain valuable merchandise in addition 
to their usual commissions. This extra 
sales incentive is one more means of 
promoting among agents a line of insur- 
ance in which we believe strongly at 
Zurich-American. 

I have already given you two reasons 
for our faith in the future of individual 
A. & H. insurance: First, the growing 
public acceptance of such insurance, and 
second, the vital need for it. Now let me 
give you a third reason: The variety of 
coverages—the development of protec- 
tion plans closely fitted to current popu- 
lar needs, both Group and individual. 


Protection Plans to Fit Needs 


For example: a casualty man already 
writing workmen’s compensation can 
now easily add to his business by writing 
our employers compensation plan. As 
you know, the sole proprietor of a busi- 
ness must pay out money to provide 
workmen’s compensation for his em- 
ployes. If they are injured on the job, 
they are compensated. But if the pro- 
prietor is injured, chances are he can’t 
collect anything, because he is not in- 
sured. For this reason the employers 
compensation plan was developed. It 
covers the employer for injuries on or 
off the job—and the coverage can be 
written at the same time the agent 
writes the workmen’s compensation. 
Result: one call, two sales. 

Another type of coverage that is ideal 
for the sole proprietor is the business 
overhead expense policy. Under such a 
plan, if the sole proprietor of a business 
is disabled, the policy will cover fixed 
expenses, such as rent, heat, light, etc. 
including employes’ salaries. The bene- 
fits are payable for as long as one year. 
Such a policy is suitable for the profes- 
sional man as well as for the merchant. 


Career Girl Coverage 


Another sales idea which has worked 
for many agents is the career girl cov- 
erage. The career girl is generally the 
“gal Friday” for her boss. Without her, 
he is lost, because she knows where 





The Rush To 


The big rush of population to the 
suburbs is regarded as one of the most 
important factors in today’s insurance 
marketing picture. Insurance companies 
look upon the many new suburban 
dwellings in the $12,000 to $25,000 bracket 
as probably the greatest single new 
source of insurance premiums. 

One might expect a rush by agents 
to nail down this choice insurance busi- 
ness, and some agents have jumped right 
in, and have been writing up orders day 
and night. In other areas, however, the 
creation of new housing areas has been 
greeted by a great wave of apathy. This 
feeling is not shared by supermarkets, 
appliance deaiers and others who look 
upon this newly-created market as a 
potential gold mine, worthy of their very 
best efforts. 

Some insurance agents have felt that 
the mortgagees controlled the dwelling 
business and that what was left was not 
worth soliciting. A few years ago, this 
might have been true, but the broad 
coverages and provisions of the dwelling 
package policies have altered the situa- 
tion. Today many agents are writing 
package policies and allowing credit for 
existing policies, which will, of course, 
be picked up on expiration. At first 
there was resistance by mortgagees to 
accepting package policies, but now tnis 
feeling has all but disappeared. 


Homeowners Are Receptive 


Several agents who have been selling 
successfully in suburban areas say these 
new homeowners are very receptive to 
an offer of better insurance service and 
that many sales can be closed with dwell- 
ing package policies. It must be re- 
membered that many “suburbanites” are 
from out of town and, therefore, have 
no agency connections and actually do 
not know where to turn for their in- 
surance needs. Here is a chance to get 
in on the ground floor of their insur- 
ance programs. 

G. R. Nordgren, fire and casualty 
assistant secretary in Aetna organization, 
says that he has run into situations 





everything is, types all the letters, and 
sees that everything gets out on time. 
It is only natural that there exists a 
certain loyalty between an employer 
and such an employe. 

Now, what happens if the career girl 
gets sick? What I mean is, how long 
will the boss be able to continue her 
salary? If the girl gets well in just a 
week or so, the problem is not too diffi- 
cult. But if the disability lasts for sev- 
eral months—and this does happen— 
then the boss will eventually have to 
drop ther from the payroll, however re- 
luctantly. The solution is to give the girl 
a long range income protection policy 
while she is still fit and able. Such a 
policy is often arranged in lieu of a 
small wage increase, and the girl knows 
in advance how much income benefit she 
will receive, and for how long, if disabil- 
ity strikes. 

Chances are 4 out of 5 that an indi- 
vidual will be sick in the next 12 months. 
And a serious disability is the greatest 
hazard most likely to cut off or destroy 
an individual’s earning power. Can there 
be any stronger argument for A. & H. 
income protection? 

Finally, let me say that multiple line 
agents who are not already in the acci- 
dent and health picture had better take 
another l-o-n-g look. Unless they in- 
clude accident and health insurance in - 
their overall operations, they are not 
serving their clients’ insurance needs 
completely. A. & H. insurance presents 
no more problems than any other cas- 
ualty coverage. You must know what 
you are selling, and you must be able 
to appraise the risk. If you are cautious 
in this respect, and obtain all,the facts 
on a case, you will come out all right. 

That’s the picture on A. & H. insur- 
ance. It’s a bright picture, and the 
bright, alert agent will see that it’s full 
of opportunities waiting for the man who 
wants to grasp them, 


The Suburbs— 


where agents were overwhelmed by the 
size of new residential areas which have 
sprung up overnight. They say they 
couldn’t see how they could possibly 
call on all the occupants, so they sent 
out mailings. If they did not get a reply, 
they dropped all further efforts to sell 
in the area. 

“That’s a natural reaction,” Mr. Nord- 
gren says, “but the best solution is in 
limiting mailings to a block or two at 
a time—an area small enough’ so that 
the agent can follow up promptly. You 
have to go out and see the people, 
whether replies are received or not. 
Your letter will pave the way, but you 
just can’t expect many replies. There 
still is no substitute for personal con- 
tact.” 


Contact Him Before “Formal Closing” 


Of course, your chances of making a 
package policy sale are greatly enhanced 
if you contact the buyer of a house 
before he has attended the formal 
“closing.” 

One agent has been getting first crack 
at home buyers by selling builders’ risk 
insurance to the contractor, then solicit- 
ing the buyers before they move in. He 
has been having excellent results by 
following up with package policies. 

Some agents are following the lead of 
other businesses by opening offices in 
the new shopping centers and bringing 
their product and services right to the 
door of their customers and potential 
customers. 

Remember, there is terrific competition 
for the consumer dollar, and the agent, 
in order to get his share, must be as 
aggressive and modern as his other 
competitors. 


—From The Aetna-izer 


monthly house organ of 
Aetna Life & Affiliated Cos. 





Dress Rehearsal 


Have you ever hesitated to sell some 
line of insurance that is new to you? 
Or have you ever had qualms on the 
first call to sell a new type of coverage ? 
One way to test your knowledge and 
sales presentation is to stage a dress 
rehearsal. Ask a friend to be a trial 
audience so you can explain this new 
policy to him to get a typical prospect’s 
reaction. Does he completely under- 
stand the coverage from your descrip- 
tion? Does he have any questions about 
the coverage or something he doesn’t 
like about it? One agent tried this on 
a friend once and he bought the policy! 


—From “The Marylander’” 


published monthly by 
Maryland Casualty Co. 





Money Isn’t All That’s Stolen 


If a prospect for a fidelity bond refuses 
to buy a bond because none of his 
employes could steal money from him, 
you might remind him that dishonest 
employes steal other things besides 
money. A furniture store owner lost 
many articles of furniture he never sus- 
pected were being stolen by an employe. 
One company was fleeced of $9,000 in 
postage stamps. One employe stole 
45,000 radio tubes worth $50,000 from 
a manufacturer. The owner of a brick- 
yard refused to buy a fidelity bond be- 
cause the only thing anyone could steal 
there was bricks. That’s what was stolen 
—4% million bricks worth $133,000. 


—From “The Marylander” 


published monthly by 
Maryland Casualty Co. 





Think twice before you speak and you 
will speak twice the better for it. 





A bargain is usually something that’s 
so reasonable they won’t take it back 
when you find out what’s wrong with it. 
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Country-wide Experience— Mutual Cos. 


(Continued from Page 14) 


Company 


Interboro Mutual Indemnity.............. 


Jamestown Mutual 
Liberty Mutual 


ee ee eee 
Lumbermens Mutual Casualty............. 
Lumbermens Mutual of Mansfield, O...... 
Merchants Mutual Casualty............... 
Michigan Mutual Liability................ 
Millers’ Mutual of Illinois................. 


(Embraces All Lines Written) 


Mili Owners Mutual, Iowa................ 


(Embraces All Lines Written) 


Mutual Boiler of Boston................-. 
National Grange Mutual Liability......... 


Nationwide Mutual 


EEE ETE CITE OES 
New York Printers & Bookbinders Mutual... 


(Embraces All Lines Written) 


Norfolk & Dedham Mutual.............. 


(Embraces All Lines Written) 


Penn. Lumbermens Mutual............... 
Pa. Threshermen & Farmers’ Mut. Cas.... 
Public Service Mutual.................... 
Security Mutual Casualty................. 
Security Mutual Insurance................ 
State Farm Mutual Auto................. 


Utica Mutual 
Utilities Mutual 


Western Millers Mutual................. 


(Embraces All Lines Written) 


Worcester Mutual Fire................... 


(Embraces All Lines Written) 


Farm Family Mutual...................... 
Michigan Millers Mutual................. 


Earned Losses Loss 

Premiums Incurred Ratio 
ee 4,205,916 2,262,082 53.8 
eo 4,995,602 2,604,341 52.1 
.». 297,173,079 = 190,547,331) 64.1 
cae 4,563,196 2,223,761 48.7 
..» 128,752,240 68,209,210 53.0 
aot 12,916,593 5,985,119 46.3 
ee 21,864,703 11,356,004 51.9 
role 43,936,498 26,422,809 60.1 
oes 7,220,423 3,328,731 46.1 
soe 5,610,571 2,711,568 48.3 
SE 14,562,860 3,162,113 21.7 
ad 16,743,082 9,589,085 aS 
... 123,718,678 69,317,402 56.0 
ee 7,295,571 4,281,383 58.7 
1,800,805 943,678 522 
5,015,965 2,353,963 46.9 
ses 8,497 026 4,063,310 47.8 
ee 21,255,255 12,229,142 57.5 
ra 12,786,441 6,728,555 52.6 
peu 21,665,713 18,797,730 86.8 
sees 8,572,356 4,676,765 54.6 
... 326,133,601 193,275,212 59.3 
ae 33,256,275 18,021,102 54.2 
1,500,267 642,880 42.9 
2,639,541 1,466,958 55.6 
oe 5,458,193 2,113,659 38.7 
ye 275,460 96,904 35.2 
12,665,010 5,861,911 46.3 





Casualty-Surety Outlook 


(Continued from Page 3) 
companies. Here’s the score: 

Aetna Casualty & Surety shows 18% 
increase in written premiums for auto 
BI. and P.D., general liability writing 
are up 7%, and compensation written 
premiums are ahead by 2%. Although 
this company is placing its emphasis on 
careful underwriting of the casualty 
lines, it has not attempted to close the 
door arbitrarily on desirable new busi- 
ness in any casualty line. 

The number of arising accidents in 
auto BI. is reported as up 5.8% over 
last year. For automobile P.D. the cor- 
responding increase is 4.7% which rep- 
resents an improvement over the first 
quarter of 1957. 

Allstate Insurance Co. points to an in- 
crease of about 20% in auto B.I. and 
auto P.D. production and is 5% ahead 
in general liability writings. For the year 
to date its auto accident frequency is 
slightly higher than last year this time. 
Severity is also higher but the degree of 
rise is less than in the last few years. 

American Surety of New York is 
ahead in production for these three lines. 
Its objective is “to try to maintain a bal- 
anced book” in its writings. Auto acci- 
dent frequency and severity for the first 
four months was “holding steady” with 
the same period of 1957. 

Continental Casualty reports 4.8% gain 
in auto B.I. writings; 1.5% gain in auto 
P.D.; 18.3% gain in general liability B.I.; 
90% gain in general liability P.D., and 
44% gain in workmen’s compensation 
volume. This company feels that it is 
advantageous to keep its automobile 
premium writings as low as _ possible, 
consistent with good agency practices, 
in territories where the premium level is 
inadequate. 

Continental’s frequency on auto BI. 
is up 9.7%, and claim payments are 
averaging more than in 1957 thus far in 
1958. 

Employers’ Group shows production 
growth of 14% gain in auto BJ. and 
P.D., 4% in general liability B.I. and 
P.D, and 12% in workmen’s compensa- 
tion. To date the Employers’ has im- 
posed no volume restrictions as such for 
any line. Reason: “We do not see any 
reason why workmen’s compensation or 
general liability business should be cur- 
tailed. As to auto business, we believe 
that rate increases effected last year and 
this year will, generally speaking, pro- 
duce an increase in that class. This is 
notwithstanding the many efforts being 


made to curtail writings of that class.” 

Interestingly, the ratio of incurred 
losses to earned premiums on auto lia- 
bility for the first quarter of 1958 com- 
pared with the same period of 1957 shows 
about a seven point improvement. Em- 
ployers’ felt that this is due in part to a 
leveling off (or a slight reduction) in 
both frequency and average claim costs, 
and in part to the beneficial effect of 
rate increases. 

General Fire And Casualty is behind 
by 10.8% in general automobile writings, 
4.8% behind in general liability and P.D. 
other than auto, and 7.6% behind in 
workmen’s compensation. These figures, 
however, are not meaningful inasmuch as 
the first quarter writings in 1957, it was 
explained, were abnormally large because 
of the then new compulsory automobile 
law. In the same period of 1958 pre- 
miums are usually small because “in the 
latter part of 1957 we discontinued pay- 
ing policyholders’ dividends on automo- 
bile lines, The problem is how to obtain 
balanced business from brokers and 
agents, There is no problem in obtain- 
ing all the automobile business we can 
possibly want.” 

General Accident shows 15% in auto- 
mobile writings, almost 15% increase in 
general liability and 13% increase in 
workmen’s compensation volume. Fre- 
quency is up 3% in all lines for this 
company for the first quarter. 

Hartford Accident & Indemnity is 
ahead about 12% in automobile lines as 
well as in general liability, and for work- 
men’s compensation shows an approxi- 
mate increase of 6% in writings. Its 
over-all loss ratio for automobile busi- 
ness shows a slight improvement over 
last year. Frequency and severity studies 
show a combined increase which is re- 
flected predominately in accident fre- 
quency rather than in severity. 

Liberty Mutual points to 23% gain in 
automobile writings, no change in gen- 
eral liability production compared with 
1957’s first quarter, and 2% drop in com- 
pensation volume for the first four 
months. This decrease, it»is noted, is a 
reflection of the drop in industrial pay- 
rolls. 

Lumbermens Mutual Casualty is up 8% 
in auto liability writings, up 6% in gen- 
eral liability and 2% ahead in workmen’s 
compensation production. From a fre- 
quency standpoint its automobile loss 
expreience trend is slightly better than 
in 1957. 

Maryland Casualty reports 8.8% gain 
in auto liability writings, a drop of 4.3% 
in general liability and 4.6% drop in 
workmen’s compensation volume. This 
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T. M. Meredith Article 


(Continued from Page 37) 


for duplication of records at another 
location. Recommending adequate equip- 
ment is one way insurance agents reduce 
the probability of a loss, as well as the 
cost of the policy. Both the insured and 
the insurance company are better off 
if the loss never occurs. Wholesalers, 
manufacturers and insurance agents are 
given a special 20% discount reflecting 
the expected higher percentage of re- 











T. M. Meredith’s Career 


The author, a graduate of Trinity Col- 
lege, Hartford, is observing his 10th an- 
niversary year with the Hartford Acci- 
dent. He served as a burglary and bond 
underwriter in the New England office 
before being appointed in 1952 as as- 
sistant director of the company’s home 
office training center. He was _ pro- 
moted to manager of the home office 
burglary-glass department in 1956 and 





in March, 1957, was elected assistant 
secretary. 
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covery. The final rate is multiplied by 
the average accounts receivable out- 
standing at the end of a month. 


Market for Accounts Receivable 


The market for accounts receivable 
is as large as there are business concerns 
supplying goods or services on credit. 
This includes practically every profes- 
sion and business. The need for the 
coverage varies however. Some manu- 
facturers or wholesalers for example 
deal with only a few accounts, and some 


small businessmen might have so few 
accounts that they can remember who 
owes how much, But, by far, the bulk 
of them do need a policy. 

Sales potential is reflected in the fact 
that we know of insurance agencies with 
not a single accounts receivable policy 
on the books, while other agencies of 
about the same size have 50 or more. 
Within the past few weeks one agency 
booked 34 new policies and is sending 
in more. Another wrote: “In the past 
week we have sold four policies without 
too much trying. This opened my eyes 
to the potential. We have seven other 
clients briefed on this coverage, pre- 
miums totaling $1,800.” 

We know of several cases where an 
agent, upon being informed of the im- 
portance of this policy to his existing 
clients sold a number of policies in a 
day or two. In one case the agent sold 
six policies in two days, to a department 
store, hospital, doctor, bottling com- 
pany, manufacturer and distributor o! 
uniforms, and an oil company. Total pre- 
mium over $5,000. 

The premium developed, while small 
in relation to the amount of insurance, 
makes the sales effort worthwhile. Since 
it is one of the few catastrophe policies 
a prospective account might not have, 
this policy has often been used to de- 
velop new accounts. Prospects include 
all types of retailers from flower shops 
to department stores, contractors, doc- 
tors, dentists, wholesalers, manufac- 


turers, utilities, hospitals, and your ow! § 


agency. 

The exposure to loss is there. If your 
client wants to deliberately assume the 
risk himself, you should be sure he 
aware of the possible catastrophe 1os 
involved. If the prospect does not buy 
the policy, does not wish to assume the 
possible disastrous loss, then he must 
self-insure which, as a practical matter 
is impossible with this type of exposure 





company says that reduced payrolls are 
contributing to the decrease in general 
liability and compensation writings. 

Massachusetts Bonding, pointing to an 
over-all increase of 6% for all lines, ad- 
vises that the trend in its automobile 
business continues to be poor. 

Nationwide Mutual jumped 44% in auto 
B.I. and P.D. production for the first 
quarter. Its general liability writings 
went ahead by 40% and workmen’s com- 
pensation by 28%. “We do not share the 
feeling that 1958 writings in some of 
these lines should be kept down. We’re 
pushing for new production,” says Presi- 
dent Murray D. Lincoln. Although fre- 
quency and severity costs are higher, 
this company has hopes that they may 
drop some during the year. 

State Farm Mutual, indicating that its 
major line is full coverage automobile, 





expects that its results will be bettet 
than in 1957. Currently the company * 
operating in the black on the statutor) 
basis. Production is running 20% ahead 


of last year, partly because of hight’ § 


rate levels. State Farm Mutual say 
“we are aggressively seeking automobile 
business.” ; 

The Travelers points to 19% increas 
in auto B.I. and P.D. production, 2.” 
gain in general liability B.I, and FY 
and 15% gain in workmen’s compensé 
tion. 

United States F. & G., maintaining 
even keel in its writings this yeat, 
ports 6.8% gain in auto B.L, 2.1% ga" 
in auto P.D., 1.6% drop in general lit 
bility and 4% gain in workmen’s compe 
sation. Severity and frequency is © 
portedly worse than in the same perl 
of 1957. 
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